Read:—“The Whys and Wherefores of Garden Hose” 


rdware 


$3.00 a Year 
vols TGR ME 


Counter Display of Gulliver Goods that proved very successful. 
More than 50 fast selling items in this small table space. This 
fixture was built right in the store. 
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Better Steel 


in Disston Hack Saws 


Disston makes every ounce of 
Disston Hack Saw Steel. 


This steel is tougher... harder 
. better... than any ever before 
used for hack saws! 


Disston has been making cruci- 
ble steel for saws since 1855. With 
this experience, Disston experts de- 
veloped a special alloy steel for Diss- 
ton Hack Saws. 


When you sell Disston Hack Saws, 
you can be sure that they will cut 
faster, cut easier, stay sharp longer 
and resist breakage better than blades 
not made of Disston Steel. 



















Write for stock list and convincing selling points. 


HENRY DISSTON & SONS, Inc. 


Makers of “The Saw Most Carpenters Use” 
PHILADELPHIA, U. S. A. 


DISSTON 


SAWS TOOLS FILES 
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The Jeweler Keeps His Diamonds 
in the Safe 


—and makes a sale only now and then. 


In every kind of store you find many excellent 
products that have not sold because no one knew 
the dealer had them. 


Advertising has created an almost universal de- 
mand for Pyrex. But even the great advertising 
of Pyrex is not all-powerful. 


Eye appeal is stronger than mind appeal, but 
couple these elements and you have the essence 
of successful selling. 


Therefore, it is just common sense merchandis- 
ing to display Pyrex, not on the shelves, but on a 
table, where it may be seen and handled. Try it. 
We think it will double your sales of Pyrex. 


No Home Can Have Too Much 


PYREXA 


Transparent Ware 





Pyrex Sales Division 
CORNING GLASS WORKS, Corning, N. Y. 
W orld’s Largest Makers of Technical Glassware 
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—motor boat 
ignition 

— gas engine ignition 

—tractor ignition 

— starting Fords 

— firing blasts 

— doorbells 

— buzzers 


—ringing burglar 
alarms 


— protecting bank 
vaults 

—calling Pullman 
porters 

—running toys 

—telephone and 
telegraph 

— lighting tents and 
outbuildings 

— heat regulators 

— electric clocks 

—radio “A” 


power. 





Columbia Hot Shot Batteries 

contain 4, 5 or 6 Columbia 

Ignitors in series in a neat, 
-proof steel case. 


Chained lightning with a sure kick 









for Columbia 
Dry Batteries 


FIRE on the first spin and scoot away putt-putt-putt, with 
never a skip or miss. Columbias are sure-fire ignition. 

To be real sea-going, use the Columbia Hot Shot. Four or 
more long-lived Columbia cells in a water-proof steel case. 
Neat as a new skipper. Water-proof as a duck. Convenient 
to carry and a cinch to connect. It gives your engine greater: 


After a Columbia has delivered fiery sparks all day it picks 
up new vigor overnight for next day’s hard running. 


Columbia Dry Batteries are sold by electrical, hardware and 
auto accessory shops, marine supply dealers, implement dealers, 
garages, general stores. Insist upon Columbias — Fahnestock 
Spring Clip Binding Posts on Columbia Ignitor at no extra cost. 


NATIONAL CARBON COMPANY, INC. 


CANADIAN NATIONAL CARBON CO., Limited. Toronto, Ontario 


—they last longer 
xeed”, Pgs € 7 
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New York San Francisco 











Columbias are sales speeders 


LIKE the batteries themselves, Columbia 
Dry Battery advertising is canned lightnin’ 
on the go. Things move fast in these ad- 
vertisements. They jump right into the 
reader’s mind. They sell not only batteries, 
but the results that spring from Columbia 
Dry Batteries. 


In this advertising, appearing in the 
leading fiction, class and technical publica- 
tions, you all but hear the snappy command 
of bell or buzzer, the putt-putt-putt of 


motor boat engines, the resounding boom 
of blasting. : 
That is one of the many big reasons why 
Columbia Dry Batteries are proving the 
quickest selling, best known batteries of 
all. There’s speed in Columbia Dry Bat- 
tery advertising, speed in the apparatus to 
which these fine batteries are hitched, speed 
in sales for the dealer who stocks—displays 
—pushes—sells—Columbia Dry Batteries. 
Ask your jobber. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, INc., New York—San Francisco 


Canadian National Carbon Co., Limited 


Toronto, Ontario 
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> kn SilverSieel Saws 


To My Fellow Hardware Dealers” 


- - 
g $10.00 FOR A LETTER 


SEND ONE ON ABOVE SUBJECT 















> 
4 


hi 


«Bs bs 
Each week we give someone a check for $10.00 for send- 
ing us a letter on the above subject. If you have been fol- 
lowing our advertisements, you will see that many large 
and small dealers throughout the country are taking ad- 
vantage of our offer and are glad to recommend our saws 
to other dealers. 
Our only requirements are that letter be written on the 
stationery of the concern with whom you are connected, 


and that the dealer handles Atkins Saws. If we accept 


your letter for publication, you win $10.00. 


ALVA B. WRIGHT WINNER THIS WEEK 


Ramsey, IIl. : 
r PR 


E. C. Atkins & Co., 
Indianapolis, Ind. 


Gentlemen: ; ; 
I have been reading with interest dealers letters as printed in your ads relative to why they sell 


and recommend Atkins Saws. 
The writer has been in business only two years but from experience and observations during that 
time, I feel that I could not be giving the saw department of my store just consideration if I did not 
sell and recommend Atkins Saws. 
There are of course a number of good reasons why it is good policy to sell and recommend your 
saws, but the reasons that I am so thoroughly sold—and that is very essential—are first: because my 
trade almost invariably asks for Atkins brands; second, because the company is squarely behind them— 
I only sell quality merchandise; and third, because of the recommendations from carpenters. If they 
are good enough for carpenters, they are good enough for anyone that needs a saw. I havVe one carpenter 
customer that uses no other kind; he says he can tell an Atkins in the dark as it is the only saw made 
that has a perfect handle. 
Summing up the above, would it not be erroneous for a dealer in my position to sell and recommend 
other than Atkins Saws? 
Yours very respectfully, 
ALVA B. WRIGHT 


A FEW POINTERS ON ATKINS NO. 3 NEST OF SAWS 


This Nest of Saws is in great demand wherever shown. It is a necessary set 
of saws for every carpenter. It includes a handle which is detachable and ad- 
justable to three different angles. A Compass and Keyhole Blade and a Metal 
Cutting Blade are made of Silver Steel and all are interchangeable. The nail cut- 
ting blade is tempered exceedingly hard for cutting nails, pipe or conduit. 

This set of saws sells upon sight. If you do not have them in stock, write for 
further information. 








E.C. ATKINS & COMPANY 


Established 1857. “The Silver Steel Saw People” 
Machine Knife Factory Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atl Mi li New Orl San F 
teen ante “ Now York is a_, Goin a ie Ss. Ww. 


ATKINS ALWAYS ABEAD’ AA 1111 nny 
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The Name 


The name QUIKWERK 
stamped in a forged hand 
tool is a guarantee of ser- 


viceability from people 
who know how to make 
fine tools to people who 
appreciate the economy of 
fine tools. 


For nearest distributor see 
McRae’s Blue Book 


The Warren Tool & Forge Co. 
240 Griswold St., Warren, Ohio 


Sledges Picks Mattocks Bars 
Blacksmiths’ Tools Hoes 
Tongs Woodchoppers’ Tools 
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This stand is yours to use 


Get one free in 
your next order 


One Walworth Stillson wrench sells another. If a man is using a 10- 
inch Stillson on household jobs or a 14-inch on his car he can always 


find plenty of use for some other size. Get your wrench customers to 
buy a pair of Walworth Stillsons. 


This metal display stand will help you. Without taking up a lot of 

room it sells the five sizes of Walworth Stillsons that are generally in 

, demand. Send the coupon below with your next order to your regular 
supply dealer, and he will send you a display stand free. 



















One of these stands will 
be furnished free to any 
dealer ordering the follow- 
ing assortment. Ask for 
it. 


Two 6-inch wrenches 

Three 8-inch wrenches 
Three 10-inch wrenches 
Three 14-inch wrenches arte. 
One 18-inch wrench f a la 


(Steel Handle) y “fh; "" t 
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ing assortment of Walworth Stillson : 
Order includes one 18-inch, three 14-15 


| WJOWUMA * 
Use this coupon as wrenches. Please send me a Display 5 
f inch, three 10-inch, three 8-inch and | 





| " ll Tan se iin = F 
Herewith is my order for the follow- 
_ 8 and free. 
your order blank! 
: § two 6-inch Walworth Stillson wrenches. ! 
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WALWORTH MANUFACTURING COMPANY, Boston, Mass. : : 
EPI APOE Se: ase ee eS 

Chicago—Cleveland—Glasgow—Kewanee, Ill.—London—New York—Philadelphia— : — ; 

Portland, Ore.—San Francisco—Seattle—Youngstown. Plants at Boston, Mass., ; : 

and Kewanee, Ill. Aes. is ss ARV CRM A onwn Ks 

WALWORTH INTERNATIONAL COMPANY, NEW YORK Send this coupon to your regular supply dealer § 


FOREIGN REPRESENTATIVE 
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It Pays to Standardize on 






A finely made, 
powerfu i 
wrench. Made 
for hard work, 
even abuse. 


MO” is all 
you have to 
say to sell this 
wrench. 


CHAIN 
WRENCH 


Built unusually 
stron g—for 
tough service. 
Regarded as 
the standard 
by pipe fitters 
everywhere. 


cal 
vantages are 


readily appar- 
ent, 


the TRIMO Monkey Wrench 


Experienced hardware dealers know the 
wisdom of concentrating on brands of known 
quality and value, particularly in the case of 
those items that are sales leaders. 


That’s why the TRIMO Pipe Wrench has 
enjoyed such tremendous popularity with the 
trade for years; and, likewise, it’s the reason 
for the immediate success of the TRIMO 
Monkey Wrench, younger brother of the 
famous pipe wrench and a real “chip off the 
old block” in point of superiority of design 
and performance. 


The TRIMO Monkey Wrench has some 
unbeatable “talking points.” The movable jaw 
extends outward, increasing leverage with 
size of nut. Jaw and nut have rounded top 
and bottom threads, guaranteed not to strip or 
burr. Nut guards prevent loss of adjustment 
while in use. The housing is of pressed steel, 
welded to the drop-forged handle. 


Twelve years and a good sized fortune have 
been speut in perfecting the TRIMO Monkey 
Wrench, but the instantaneous and hearty ap- 
proval of hundreds of dealers and thousands 
of users prove that it was well worth it. | 


A national advertising campaign designed 
to reach every wrench user in the country is 
broadcasting the story of this superior wrench. 

You'll find more profit as well as greater 
satisfaction in selling your customers the 
TRIMO Monkey Wrench. 


TRIMONT MFG. CO. 


ROXBURY, MASS. 
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This list comprises 44 Stock Assortments, 
the best sellers in the “Little Giant,” “O. K.,” 
“Green River” and “Lightning” brand Screw 
Plates. 


It makes ordering these Assortments 
(packed the new simplified way) easy for 
Jobbers, Mill Supply Houses and Dealers 
and saves time and labor for everybody. 
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Send for the Complete List 


To re-ship—address a label, attach it to 
the corrugated cover (as shown below), and 
ship. 


When shipped this way these Assortments 
reach Dealers in perfect condition. Be sure 


and write for Complete List and Catalog No. 
46-A. 


Dealers supplied thru Jobbers 























“GREENFIELD, 


GREENFIELD I TAP AND DIE 
ry CORPORATION 


8 MASS., U.S.A. 
Trade Mark 
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Here’s the proof that “‘well-dis played 
is half sold” 


The illustration shows a wonderful sales-maker. 
one of the most successful display pieces ever of- 
fered the hardware trade. It serves as an un- 
equalled reminder to your customers that they need 


PRENTISS VISES 


For the radio fan, for the mechanic, shopman, 
farmer, auto owner and home builder a vise is a 
necessary working tool. Almost every man who 
enters your store 1s a prospect. 


What he doesn’t see he forgets about, but SHOW 
him PRENTISS VISES and he’ll promptly tell 


you to wrap one up for him. 


With this stand it’s “‘no trouble to show goods” — 
and 


It?s no trouble to sell them! 
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Without charge to you this 
splendid display stand will be 
loaned to you on receipt of 
your order for PRENTISS 


VISES needed to fill it. 


Today write for this sales- 
maker. 


PRENTISS VISE COMPANY 


106-110 Lafayette Street 


New York 


¥ 
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PEXTO DISPLAYS WILL HELP YOU 
SELL MORE SCREW DRIVERS 


These Displays are metal and are litho- 
graphed in four colors. One sent gratis 
with each assortment. 


Assortment No. 9 consists of twenty-four 
Pexto Solbar Screw Drivers, six of which can 


be mounted on the Display Fixture. 





Two only—2 inch. Six only—=5 inch. 
Four only—3 inch. Six only—6 inch. 
Four only—4 inch. Two only—7 inch. 
Size 9” x 12” Assortment No. 11 consists of twenty-four 


Pexto Screw Drivers, twelve of which can be 
mounted on the Display Fixture. 


4 only—No. 9—4” Carpenters 
4 only—No. 9—5” Carpenters 
4 only—-No. 9—6” Carpenters 
4 only—No. 10—4” Solshank Carpenters 
4 only---No. 10—-5” Solshank Carpenters 
4 only——-No. 10—6” Solshank Carpenters 


§ 


3 tS 


NOTE. The No. 10 Screw, Driver differs from the 
No. 9 in that the blade extends completely through the 
handle and forms a metal crown at the end. 


es gee 
G 


& 
é 
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All Pexto Screw Drivers are made for ser- 
vice; this service gives satisfaction to the user 
and satisfied customers will be your customers 





Size 12” long x 3%” wide x 6%” high 


always. 


Write for a line of EXT 0 
THE PECK.STOW & WILCOX Co 


Southington ,Connecticut ,U.S.A. 
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Treated 
Jaws 


Nothing in the appearance of a MORCO 





the jaws that gives extra wear — but the 
illustration shows where this difference exists. 
Heat treatment has toughened those parts. 
It gives the jaws of MORCO Stillsons 
strength for the highest grade performance 
a wrench is capable of. 


Worker and dealer alike owe themselves the 
satisfaction of MORCO Stillsons. 





Springfield, 


London Office 
27-28 Anning St., E. C. 





New York Office 
74-76 Murray St. 


Chicago Office 
34 N. Clinton St. 








Stillson indicates the difference in the steel of | 


MOORE DROP FORGI NG CO. 
Mass.US.A 
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STILLSON WRENCH : 
THE ORIGINAL STILLSON PATTERN PIPE WRENCH : 












ee cae ve hme 3 ter 





£. 
should it prove defective. We stand 

back of our product in every way 
MOORE DROP FORGING CO, 
SPRINGFIELD, MASS.U.S$.A. 
















The guarantee tag on every 
MORCO wrench is our assur- 
ance that the tool has been 
rigidly inspected throughout 
every step of its manufacture. 





Brussels Office 
30-34 Rue Locquenghien 


Paris Office 
18 Rue Corbeau 


E 
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It’s been a long time now, since the first 
Klein pliers were manufactured—but ‘the 
original quality is still there! 


Every Klein plier sold has meant a con- 
firmed buyer of Klein pliers, and today 
there’s a definitely established reputation 
of Klein quality that distributors of Klein 
pliers cash in on. 


Klein pliers sell easily—at a substantial 
profit to the distributor—and they stay 
sold. Stock them as your best grade! 


Mathias ~ & Sons 
F stablished 18.57 | 
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HE Yale No. 10 Steel Bar Guard 
Lock stands as an impregnable 
defence against violent attack. 


It cannot be jimmied—an inch 
and an eighth of solid steel thrown 
completely through the strike is 
more than enough to discourage 
the most determined burglar. 


That steel bar is case hardened 
—it cannot be sawed. And the 
pounding, smashing attack of any- 
thing less than a battering ram 
powerful enough to carry away 
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the door and frame is of no avail. 


The Yale five pin-tumbler lock 
gives its full protection against the 
clever sneak thief. 


The Yale Steel Bar Guard Lock 
is the strongest, most impregnable 
lock ever devised. Sell the Yale No. 
10 Lock for the apartment and pri- 
vate residence—and the Yale No. 9 
Lock for stores and warehouses. 

Yale Guard Locks are reason- 
ably priced. Distributed by jobbers 
everywhere. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S.A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 







YALE) 


Padlocks, Night Latches, Dead Locks, Builders’ Locks ‘and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison 





Locks 
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“How easy it is to build up__ 
a lasting trade on 
XXth Century Coolers” 


Read on—and be convinced 





Sanitary 
White Enamel J. M. Stewart & Company have been in the hardware business in 
Made of metal and gal- Indiana, Penn., since 1853. Indiana, you know, isn’t a large town. 


vanized to prevent rust, 
this Cooler cannot leak for 


According to the 1920 census it had 7043 population. 


it is seamless. A style 
2 papular with heygeuas ane Just read this letter from Mr. A. W. Mabon, the manager of J. M. 
e physicians. Also finished 

in art metal green for Stewart & Company: 


office and factory use. 


“We are just beginning to realize how easy it is to build up a 


Scented lasting trade on your ‘XXth Century’ Coolers. 


Fibre Model 
“When our 1923 season opened and we received your quota- 


Made of fibre, a _ non- ‘ a . 
tions, we noticed what a fine margin there was on your coolers 


conductor of heat, this 


Cooler is a phenomenal and decided to push the sale of them harder than ever before. 
ice-saver. Cannot leak, 
either. Finished in both “As a result we sold during the year 10 Coolers, 28 five gallon 


the natural mahogany col- 
or and white enamel. 


Bottles, 6 three gallon Bottles, and 3 Water Jars. 


ne ee 
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“We think we have done pretty well in.our small town and 
next year we hope to do still better, for we are not only going 
after the office trade but we are going to put them in the homes 
as well.” 


We think they have done pretty well, too, and that you can do the 
same. If you will mail the coupon below, we’ll show you just how you 
can sell “XXth Century” Coolers this summer—and more of them. 





” ita a “hat aera anata 
When hot weather moves in— : a la . 
’ é 
You know there’s one peculiar fact about 

“XXth Century’’ Coolers. They move out : 10 Leonard Street, - 
when the hot weather moves in, when the gs New York, N. Y. . 

sale of your other stock is at a standstill. a 
Some turnover! Your entire stock of coolers - Gentlemen: Just tell:me how I can sell “XXth ; 
bought and sold within a few months. 4 Century” Coolers and more of them this summer. : 
So mail the coupon to the right and learn - 0B gree 8 po py - hy Century : 
how this summer can be a COOLER season’ , . 
for you. ' - 
5 Es a. ay eae ee Oe Oke we eOSetaees eer neneune . 
‘ i 
ee ee 1 
’ ; 
CORDLEY & HAYES : Rs cas snes Re Ren tea en’ UN oe iecenee s+ ; 
' 2 
10 Leonard Street - Dba aS ooo Saco sc 8 is a gpengs ctatsscen es - 
New York, N. Y. | 
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Service and Reliability 


48 hours from the time a clipper enters our factory until it 
leaves—this is the service the makers of America’s foremost 
Hair Clippers maintain for their customers for sharpening or i 
replacement of parts accidentally broken. 





Behind this service and behind every Brown & Sharpe Hair 
Clipper stands an American concern which has sustained a rep- 
utation for the utmost reliability since | 833. 


2 Th 1p Nat SN Te ar ae eS oT eh eee 
ee PAPK ac hag Bere 8: ; pes tae hse) 


And dealers everywhere are finding it profitable to sell Brown 
& Sharpe Quality Hair Clippers plus this Service and Reliability 


BROWN & SHARPE MFG. CO. 


Providence, R. I. 


BROWN & SHARPE HAIR CLIPPERS 


‘‘Standard of the World’’ 
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A Hint on 
Wrench Selling 


In making a sale of a “Coes,” 
Dealers are assured both of sell- 
ing a wrench of the Highest Qual- 
ity and creating a favorable opin- 
ion for their trade in the minds of 
customers. 


Successful Dealers who are estab- 
lishing a quality trade by selling 
Coes Wrenches prefer selling 
them because they well know 
they cannot afford to sell any 
other kind. 


It’s the same policy the makers 
of “Coes” have used to success- 
fully market Wrenches for 82 
successive years. 
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Coes Steel and Knife- 
Handle Mbodels are 
made in the following 
sizes: 6, 8, 10, 12, 15, 
18 and 21 inch. 





J.C. McCarty & Co., 


Selling Agents 
29 Murray St., N. Y. 


John H. Graham & Co., 113 Chambers St., N. Y. 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 


COES WRENCH CO. 


Worcester 


“In Business Since 1841”’ 


Mass. 
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“Railroad Special” Agricultural | 
* 
Three of a Kind 
HEY’RE three of a kind, in that all are superior screw | 
wrenches and all are made by “The Wrench People.” | 

But then, again, they’re different because they serve differ- | F 

ent purposes. | “ 

And, by the same token, that’s just what will suit your : 
purpose best, since your customers’ wants differ, also. : 2 
Williams’ line of screw wrenches will meet all require- : 
ments. p 

“W & B” Knife Handle and “Railroad Special” & 
Wrenches are quality tools. The latter is fitted with inde- e 
structible iron handle—otherwise they’re the same in ma- | 
terial, workmanship and price. Both are absolutely de- 
pendable and are strongly recommended for heavy duty. 

W & B “Agricultural”? Wrenches meet the demand for | 
good tools at moderate price. They should not be con- 
fused with the cheap upset wrenches of unreliable type. 4 

Screw Wrench Book on request : 
**The Wrench People’’ | 
BROOKLYN BUFFALO CHICAGO 3 
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1} How to Sell Them in Your City 

















Write for *“‘Hardware 
Catalog No. 424.” It 
illustrates and describes wane 
our complete high grade _ ff 
ine. 
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T’S the folks who enter your store—not those 
who pass it—by whom you profit. 


And a simple window display of the complete 
UNION Hardware Line will bring them in. 


We make cold pack racks, dish drainers, and other 
household necessities — and the UNION All-Purpose 
Basket. 


Ever think of the tremendous demand for these 
items? If you're not selling them as you should, we want 
you to write us for our simple display plan and sample 
assortment of our line. It will sell—we have tried it. 


UNION STEEL PRODUCTS C0.Ltd.,Albion,Mich.U.S.A. 
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Other Fast-Selling 
UNION Lines 


The complete UNION Hardware 


Line meets the endorsement of the hard- 
ware trade. It is at once well made and 
the articles are such as appeal to the mod- 
ern buying public. 
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The line itself is the product of the 

latest automatic machinery in the largest 

plant of its kind in the world. The electric- 

spot-welded steel items in particular are 

especially light and strong. And the en- 

tire line is produced in such quantities and 

ir under such modern conditions as to make 

SS gedit a the margin of profit a very desirable one 


SS -- 7 
ag rot cane to up-to-date retailers. 
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QTY | ~~~» Our complete hardware catalog is 
a = yours for the asking—better write for it 
today. 
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GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1373 INCORPORATED 1892 























































































































































































































































































































































































































































































































be > + 4 -o--o-o -4 4-4 6 4 & Oo + 


Po +--+ 6-4-4. oe + -4- oe Yea 


~ > 4-4-4 4 +--+ 4 
po -> > -> 6 --» > ¢--o-+-- 
ptm — hm th ph 
te en en ee fe -p-4-. 
















































































po eb > -- He * - 
a: an can an om on ee eee 
~~ ~~~ -4--~ 4-4-4 4-4 4 + 4 +4 -- 
































































































































. da Gin dil Sai, ae ot ae ca, ce ee 





~~ -& 4-4. 
b> -4~-e- + 2 4-4 > 6 4H 4 








p-4-4-4-4 4 4-4 
























































vg ORS a ea ay ee aed ia nade ee ee ea per eae ed, fac ae 


en eae og " 
z 7 =e ~ oy) 
HR Pile K oa oe mee Riker, oh 


Se ae 


ia ib FS Oe 


5 Sing a Cosi 
ms 23 


or’ ta 
Tenet kane Soh avian means a neem ease 


TROPA 2 RE, RARER! © gO RNY MGS OA EOE 
3 Ree ee ee “ = a 


saa Mine tected stl tai en Oa A NE tet pens toe 


Pea We Oe 


ia 
? 

ii 
it 
3 
i 


' 
| 
{ 
| 


eee 


OEE oe tt ANION CG GE OID ACL AAG LES AS OS EO . 
EAD oi PAE AE SEG SEG NAIA LS Bb YR Reh a 


Pere 


2 cae 


ee ae RO ACO A EL OLE IA CLL LLG EOL LE AAD OE AILY AG me Pee et eee ee see ~ 
r Pe er tS eee x mm ene apa se en ee a 
a ee eee ae IR Ri LN Ne 5AE STEER LAS De ee ed ~— ¥ 7 


AEA OTRO a PENN eae im cote ee et 





22 HARDWARE AGE May 1. 1924 





BADGER 
TIRES 


Make Prosperous Dealers 


When Dealers take on the BADGER 
line of Lires, they enjoy a satisfactory and 
profitable business. 





= 


The high standard of quality of 
BADGER at once attracts the intelligent 
buyer and builds up a constantly-growing 
demand for the Dealer. 
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The BADGER line is complete in types 
and sizes, easily competitive, permanent of 
supply, and attractively profitable. 
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Leading Jobbers of the country recog- 
nize this fact, and are pushing BADGER 
Tires through their Dealer trade with 
mutual benefit. 





Dealers supplied through accredited 
Jobbing Houses. If not obtainable, 


write— 


THE BADGER RUBBER WORKS 


Milwaukee, Wisconsin 
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MAKER JOBBER RETAILER CONSUMER 
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Let’s Ask the Consumer and 
Find Out the Truth! 


For a long time whenever garden hose manufacturers 
discussed the advantage of standardizing on a 98ths water 
channel, they came to the conclusion every time that it couldn’t 
be done on account of the jobber. 


When jobbers were canvassed on the subject of 98ths inch 
hose, they one and all were accustomed to reply, “It can’t be 
done on account of the dealer.”’ 
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When the dealers were asked the same question their answer 
was uniformly that “The consumers can’t agree on any one size.”’ 


So we asked a large number of average consumers, people 
who use garden hose around lawns, houses and garages, what 
size hose they prefer. Practically all of them said that they 
bought inch hose, referring of course to the outside measure- 
ment and showing that they knew nothing and cared nothing 
about the size of the water channel. 
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Of course everybody wants the best size, the logical size, the 
efficient size, the one which gives the maximum of service 
for the minimum of labor and expense, and this size has been 
amply demonstrated to be 98ths inch. 
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MECHANICAL RUBBER GOODS MFRS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 





Acme Rubber Mfg. Company The B. F. Goodrich Rubber Co. Pioneer Rubber Mills 

Boston Belting Company Goodyear Tire & Rubber Company Quaker City Rubber Company 
Boston Woven Hose & Rubber Co. Hamilton Rubber Mfg. Co. Republic Rubber Company 
Cincinnati Rubber Mfg. Co. Hewitt Rubber Company Thermoid Rubber Company 
Combination Rubber Mfg. Co. Home Rubber Company United States Rubber Company 
Electric Hose & Rubber Co. Murray Rubber Company Voorhees Rubber Mfg. Co. 





New York Belting & Packing Co. 
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The newest low-priced hanger 








“ui” @ JUNIOR: 
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"TT cag po no excuse for anyone 
using poor door track now, with 
Cannon Ball Junior selling at 
the price that itis. It will carry any 
kind of sliding doors up to 250 pounds 
each. Track is round and self-cleaning 
—and made of 16 gauge steel. Most 
economical “enclosed” track made and 
easiest track to erect. The roller bear- 
ing ball wheel hangers are simple and 
trouble proof. Ready for delivery now. 


Send for particulars and prices, 








or better still—a trial shipment. 
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HUNT, HELM, FERRIS & CO. 


Harvard, Illinois 
= LOS ANGELES = 


ALBANY & MINNEAPOLIS 
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CANNON BALL 
Junior No. 1061 
Roller bearing, ball 
wheels. For doors 
up to 250 pounds. 





CANNON BALL JUNIOR 
Hangers never bind or 
twist. Run true even 
when buildings warp 
and settle. 









SAN FRANCISCO 
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American Screv Co. 


PROVIDENCE , 


WESTERN DEPOT 
825 WEST RANDOLPH ST., CHICAGO 
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| Day and Night Latch 
| BS I ° . . | 
GQ Insurance against intrusion. 
hte 
, &: a i 
teeth O YOU know the sales value of caution? The 
io aoe tremendous business of American insurance com- 
—— panies has been built on it. And you can adopt similar 
methods in selling Sargent Day and Night Latches 
o.4 and other Sargent Cylinder Locks and Padlocks. 
Show your customers how these convenient locks 
give the sort of protection that absolutely prevents 
S entry excepting by the proper key. Entrance doors on 
f | old style buildings need Sargent Cylinder Latches to 7 
supplement less effective lock equipment. Apart- 
ments, stores, offices and dwellings can use these 3 
: strong, dependable locks on inside as well as outside 
= ; doors. | | = 
v! We suggest that you display Sargent Day and 
T pee Night Latches on your counters—that you point out 
cel ae to customers that here is inexpensive insurance against 
NY burglary that needs no renewal. Show them an exclu- : 
| sive Sargent feature—the push-button stop to dead- ek 
i, lock the bolt or hold it back, as desired. Your efforts se. 
Ute FAS will more than repay you. 
Po ho7nn: r . ° ° . . 
<a) Interesting folders imprinted with your name will 
{ eit be furnished for customer distribution. - 
ALL ¢ SARGENT & COMPANY 
ee oe : Hardware Manufacturers NEW HAVEN, CONN. 
he New York: 92-98 Centre St.  Cricaco: 221-223 W. Randolph St. 
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"With “: 


KESTER SOLDER" 
I dont have to lecture” 
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KESTER Acid-Core SOLDER 
1 1b. cartons—1, 5 and 10 Ib. spools 





. 


"N° more long talks explaining the 

separate use of flux and solder! Not with 
Kester; I simply tell ’em this solder ‘requires 
only heat.’ 





do 

a | “It’s great how enthusiastic the old 
Lh ee ee eee | timers get about Kester—the fellows who have 
| Se fs used common solder and flux for ten or fifteen 
[ : | years. Say, they can’t speak well enough for 
? ? Kester! é' 


oc anamee 





| ' . “The other day one of them said,‘ Young 
t) peeie pietecenen | man, *Kester is worth its weight in gold. I wish 
| 1 Ib. cartons—1. 5 and 101b. spools | I knew of it when I first started my business; 


18inch sticks in 5 lb | 
think of the time I could have saved!’ 


“And the household package of Kester 
Solder—Kester Metal Mender—certainly aston- 
ishes the novice. They can hardly believe, by 
simply using heat, that real soldering jobs can 
be done. It’s true, one can turn out a substan- 
tial job with Kester in less time than it takes 
to tell. 
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Manufactured by the 


CHICAGOSOLDERCOMPANY 
4205 Wrightwood Ave., CHICAGO 


Direct Factory Representatives 
DAVIES-ELYCO. LOUISJ.ZIESELCO. 


New York City San Francisco c : 
Boston, Mass. California for the user, saves selling time. A quick sale, says 
> THE FAUCETTE-HUSTON CO. 99 
: Chattanooga, Tenn. the boss, means a better percentage of profit. 


















“Kester, besides saving time and labor 


(*Original testimonial of quotation on file.) 
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Noiseless Cushiontire 
TORE LADDERS | 
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How many mercantile establishments in your town 
have MYERS NOISELESS CUSHION TIRE STORE 
LADDERS? How many manufacturing plants, ware- 
weary and storages in your locality are equipped with 
them! 


: This being the season of the year when alterations 
age are usually made in store and sales rooms, when new 
buildings are being erected and old ones are being re- 
modeled, these questions are suggestive of many places 
of business, including your own perhaps, where one or 
more Myers Store Ladders would reduce rental charges 

’ and operating costs: by making wall space up to the 
a eek ceiling safely available for the storage and display of 
¥ 2 merchandise—the “go-between” the stock on the shelves, 
mT N= ae ~ on yen and clerks ia nants it, and bag Poa 
, ASS omer and prospective purchaser who you aim to please 
ASS _ with prompt service. 


Here you have the mission of Myers Store Ladders, 
while retail stores, wholesale houses and storages of 
every kind as well as manufacturing and assembling 
plants are the field for distribution. And the most 
attractive feature of the entire proposition, and par- 
ticularly so from an investment and profit standpoint, 
the one that makes the sale of Myers Ladders really 
attractive, is to be found in the fact that it is not nec- 
essary to carry them in stock. When ordering, all we 
require is the exact height of ceiling, length of track 
or tracks and the number of ladders, and we do the 
rest at the factory, while shipment will be made direct 
to your customer if desired. 


It will pay you, and pay you well, to devote some of 


your time and efforts to the sale of Myers Store Ladders. 
Literature, prices and terms to the trade. 


Manufacturers for over Fif of purposes 
- RAIN UNLOADING TOOLS - BARN.FACTO 
— SSE RAGE DOOR HANGERS- STORE LADD RS. Etc. 
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The’ showers’ of May 
the weddings of June 


Copper Ware opportunities! 
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Quick turnover; nice profitable business 
during May and June. 


Dealers displaying and suggesting Rome 
Copper Utensils as “shower” and wedding 
gifts, can offer the consumer distinctive items 
at reasonable prices. 
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Copper is fast returning as a utensil metal 
—nation-wide publicity of the copper indus- 
try brings home to the consumer the long 
lasting quality inherent in this superior uten- 
sil metal—consistent advertising to the Good 
Housekeeper informs her of the quality of 
Rome manufacture. 
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Dress up a window with Rome Tea Ket- 
tles, Inset Pails, Tea and Coffee Pots, Per- 
colators, Dippers, and Wash Boilers—any 
one is a very suitable gift—a utensil of dis- 
tinction. 


See your jobber or write us. 
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ROME j MANUFACTURING COMPANY 
Office and Factories: ROME, N. Y. 


Branches: 
NEW YORK, 342 MADISON AVE., BOSTON, 60 INDIA STREET 
CHICAGO, 1431 LYTTON BLDG. SBPATTLB, 302 PIONEER BLDG. 
SAN FRANCISCO. 610-614 WELLS FARGO BUILDING 
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Here’s why 
Bassick Casters 
make repeat sales 


NCE a customer uses Bassick easy-rolling 

casters she will never use anything else. 
Bassick casters are built right—last long—and give 
a full measure of service. Make one sale and 
you'll make many more to the same customer. 
This is why: 


1 Pintle and bear- 
ings completely 
enclosed. 





2 Top bearing — 
direct load car- 
ried here. 


3 Fibre bearing — 
an exclusive 
Bassick feature. 


4 Fibre bearing — 
an exclusive 
Bassick feature. 


5 Side thrust tak- 
en here. 


6 “Fulfit” pintle— 
adds strength— 
preventsspread- 
ing of socket. 


Diamond Velvet Socket Type 


Operation: Extremely easy-rolling and swivelling be- 
cause of top-bearing construction and fibre 
bearings — housework made easier. Quiet- 
rolling because of fibre bearings. 


7 Gripneck tube 
prevents caster 
falling out. 


8 Red Fibre wheel 
especially 


ne neg Protection: Proper rollers prevent damage to floors and 


floor coverings and protect the joints of 
furniture from strain. 


Convenience: Casters stay put in the socket — they don’t 
fall out. 


Sanitation: No exposed bearings to collect dirt or 
get rusty. 


Construction: Built on the top-bearing principle — direct 
load is carried at the top. Fibre bearings 
at top and at bottom where side strain is 
encountered. Added strength owing to 
“fulfit” pintle. 


Write us today for special information on the 
Bassick Special Dealer Plan, including the 
No. 25 Special Stock Order and free sales 


helps. It’s a money maker. 
THE BASSICK COMPANY 
Bridgeport, Conn. 
For thirty years the leading 
makers of high grade casters 


for the home, office, hospital, 
warehouse and factory. 
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Community Plate Advertising for MAY 


Reaching every possible 
silverware Customer In 
































11,296,509 —total circulation of magazines used during May. 


9,012,018 — estimated number of homes in U. S. with sufficient income to make them 


prospective Community customers. 


Allowing for duplication, therefore, Community Plate advertising will reach during May 
every possible customer in your locality. 


THe ScHEDULE—full pages: 


Saturday Evening Post (preferred position, May 17th) Vogue 

Ladies Home Journal (Back Cover) Cosmopolitan 

Pictorial Review (Full Color) Country Gentlemen, (Back Cover, May 24th) 
Good Housekeeping Woman's Home Companion (Full Color) 


Send now for free electros for local advertising which will tie up your store with this attention-dominating 
national advertising. 


ONEIDA COMMUNITY StTupiI08, Oneida, N. Y. 
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NOTICE TO INFRINGERS 


OF INCANDESCENT LAMP PATENTS 
OF GENERAL ELECTRIC~Co. 


On the 7th day of April, 1924, The United | 
States Circuit Court of Appeals, in New York, 
affirming the opinions ofjthe lower Courts, has 
upheld the claims of the-General Electric Com- 7 
pany in suits brought against P. R. Mallory & 
Company and the Save-Electric Corporation for 4 
infringement of j 


Just and Hanartigt Patent No. 1,018,502, 
issued February 27, 1912, and 
. Langmuir Patent No. 1,180,159, issued 

April 28, 1916. ..- 
These patents have béen the subject of a number 
of vigorously contested suits in the Federal Courts 
in which the validity of both patents has been 
uniformly sustained. 


We again wish to point out that sellers, as well as 
manufacturers and importers, of infringing lamps, 
either miniature or standard, are liable to suit for 
injunction and damages. 





GENERAL ELECTRIC COMPANY 


120 Broadway New York, N. Y. 
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(1) IF you do not meet your compet- 
itor’s business methods with meth- 
ods equally as efficient. 


(2) IF you depend upon the antiquated 
daybook and ledger to keep a record 
of your accounts. 


(3) IF your credit is limited with your 
jobber because you have an inefh- 
cient accounting system. 


(4) IF you are unknowingly extending 
credit beyond the customer’s ability 
to pay. 

(5) IF you do not know day by day, 
month by month and year by year 
profits and losses— 





(6) IF your present bookkeeping sys- 
tem requires three times as much 
of your time as should be necessary. 


(7) IF your customer does not have in 
his possession at all times an up to 
date statement of his account. 


(8) IF you face frequently protested 
bills and adjustments. 


(9) IF your clerks neglect to enter 
charge accounts. 


(10) IF your business records are not 
protected from fire. 


Why not Protect Yourself Against These Losses ? 





Why bother copying from the daybook to the 
ledger and again to the statement, when with the 
McCaskey System you write each name and item 
just once? 


The McCaskey Credit System makes it prac- 
tically impossible for your clerks to forget to 
enter charges or extend too much credit. It 
eliminates customer disputes and improves your 
credit standing by making it possible for you to 
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show your exact financial condition at any time. 


More than 300,000 McCaskey users in every 
line of retail business today are evidence that the 
McCaskey System is an important factor in detail 
business success. 


Use that coupon today and let us tell you how 
you can secure these McCaskey advantages on a 
monthly payment plan. 


The McCaskey Register Company 
Alliance, Ohio. 





Watford, England The McCaskey Register Co. 


Alliance, Ohio. 


Please forward information 
and description of the McCas- 
key Credit System. 
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Desired everywhere, the Nesco Perfect 
Oil Cook Stove is the stove of the hour. 
Its popularity sweeps the country. 
Thousands are won to this popular 
priced stove. Users unhesitatingly re- 
commend it to friends and neighbors. 
Nesco National Advertising is creating 
new prospects every day. 


These are the proved facts—that the 
Nesco Perfect speedily fries, bakes, boils, 
roasts and toasts; that 


AGE 





clean—non-burnable wick never needs 
cutting; that it burns 25 hours on one 
gallon of oil per burner. 


Thus demand is aroused among millions 
who desire the Nesco Perfect Oil Cook 
Stove for what it can do. 


Capitalize this demand. Sell the Nesco 
Perfect. Get behind it with a good 
push: We will work with you, supplying 

sales helps, etc., free. 





flame is close against 
utensil, yet never soots 
it; that it gives intense- 
ly hot, blue, gas flame; 
that stove is easy to 


Important To Dealers 
Among your trade are people w 
Nesco Perfect Water Heater for heating water 
in boiler or tank. Go after this business. 
Make easy profits. Recommend it unresero- 
edly — it is as good as the stove. 


Make more sales and 
bigger profits. See your 
jobber at once or write. 
Request catalog No. 34 
showingallseven styles. 


ho need the 





Address: National Enameling & Stamping Co., Inc. 
Advertising Department, Section N, Milwaukee, Wis. 


NATIONAL ENAMELING & STAMPING CQ., Inc. 


St. Louis 


Baltimore hicago 


Granite City, Ill. 


Milwaukee 
Philadelphia 


New York 
New Orleans 


Licensed Canadian Manufacturers: 
Dominion Stove & Foundry Co., Penetanguishene, Ontario, Canada 


0 PERFECT 


OL COOK STOVE 


May 1, 1924 
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The New Improved 








SEND FOR THIS BOOKLET! 


Gillette 


NS sio5s 0 8 Vases, a ee... 8 


OUR MILLION New Im- 

proved Gillette Razors are 
making four million shavers 
happy every morning. 


But, 27,403,370 men—lots of 
"em in your town—have still 
to know the details of a New 
Improved Gillette shave. 


Explain the ‘‘Three Reasons”’ 
to them, and see how your 
sales increase. 


Send for your ‘‘Three Rea- 
sons’’ free today—use the 
coupon—and turn your pros- 
pects into customers. 


GILLETTE SAEET Y RAZOR CO. 


BOSTON, U.S.A. 









Boston, Mass. 


I am interested in 

learning how to get greater 
profits through selling the New 
Improved Gillette, — using the 


**Three Reasons.’’ Please send me 


a copy without obligation. 


(H. A.) Sign and slip this into an envelope and mail today. 
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The NEW Cord Set/ 











85 Sidney Street, Cambridge, Mass 
120 West 32nd Street, New York, N. Y. 


SIMPLEX ELECTRIC HEATING COMPANY 


15 So. Desplaines Street, Chicago, IIl. 
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Only Phantom Hard ilers 


ws HANTOM Hardware Dealers’’ 
Pp —on the cross-roads, in the 
off-streets, you will find 
their stores—small and unimpres- 
sive, in many cases carrying hard- 
ware as an incidental line. These 
are the ‘‘storekeepers’’ of the hard- 
ware trade—a group which controls 
but 15% of the total hardware busi- 
ness—dealers little disposed to read 
or subscribe to a business paper. 


The REAL hardware merchants— 
alert, progressive, well-rated and 
responsive to your selling appeals— 
number some 17,000 and control 
about 85% of the tdétal hardware 
business. 


This group comprises the core of 
the hardware trade—the key mer- 
chants—the kind of dealers which 
you, Mr. Sales Manager, want as 
distributors. It is this type of real 
hardware merchant which finds 
Hardware Age an_ indispensable 
business tool, and pays $3.00 each 
year to get this weekly service. 

These real hardware merchants 
constitute the bulk of the sub- 
scribers to Hardware Age. 

If you wish to penetrate to the 
fabric of the trade, Hardware Age 
is the certified vehicle for your 
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This advertisement ap- 
pears in the May issues of 


Popular Mechanics 
Popular Science 
Science and Invention 
American Machinist 
Machinery 





Write for Catalog No. 22“A”’ 
and the Supplement describ- 


and other magazines 
ing the new Starrett Tools. 


reaching Students and 
Apprentices. 


Starrett Quality 
backed up by a sound Advertising 
Policy makes a selling combination 

that’s hard to beat 


THE L.S.STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 
6575 
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No. 500 
Ball Tip Butt 


Shows full size of 


M314 x 31% inches. 








When You Sell Your Trade NATIONAL Butts 


—you know every detail necessary for perfection has been considered— 
every element that enters into their manufacture is of the finest—you know the 
perfectly working doors they render is due to their smoother edges and 
perfectly fitted parts. 


“National” No. 500 Ball Tip Butts are popular and true “National” products. 
They are sold with the utmost confidence of giving dependable and true 
service. Supplied in all standard sizes and finishes to match the other hard- 
ware. Packed complete with the proper screws, making selling easy and 
pleasing the customers. 


Like all “ National’? Builders’ Hardware, these, Butts can be shipped the 
same day the order is received—Shipped Direct from Manufacturer to 
Retailer. 





Our Complete National Catalog Will Interest You. Write for It Today. 


National Mfe. Co. Sterling, Ill. 


Natienal 


Builders’ Hardware 
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Mr. Retailer! 


EAD this newspaper 

clipping and take ad- 
vantage of the oppor- 
tunity it presents for 
novel and_ distinctive 
window displays, special 
sales and_ advertising. 
During the week ending 
May 24 every hardware 
dealer in the country 
who sells sporting goods 
should do something to 
make his store, his win- 
dow and his advertising 
tie-up with the confer- 
ence called by the Presi- 
dent to consider a na- 
tional outdoor recreation 
policy. Think it over 
and do something worth 
remembering. : | 
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Calls for Capital Gathering 
May to Consider National 
Recreation Policy. 


From The World’s Bureau 
Specia] Despatch to The World 


8 the} May 22 to 24 
come; a national ou 
their! This action was taken 


| we tion of the official 
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| Baga ried S. SOULE, editor of HARp- 
WARE AGE, speaking on ways and 
means of increasing the sale of sporting 
goods, urged, 1, that manufacturers 
take a more personal interest in the 
retail clerks; 2, that they adopt a 
slogan, and 3, that they cooperate in 
educational and advertising work. 
Charles W. Asbury, Philadelphia, pre- 
sided over the meeting in the absence 
of G. R. Galvin. 

“Merchandising has three phases,” 
Mr. Soule declared, “manufacturing, 
distributing and selling. The first con- 
sists of making the goods; the second, 
distribution, concerns getting those 
goods into the hands of the jobbers and 
the retailers. It is really a problem of 
getting ready for selling. The only 
actual sales are those by the retail mer- 
chant to the user of the goods. It is 
a mistake to figure distribution as sell- 
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ing, because when the warefivu — 
the jobber and the shelves of the re- 
tailer are once filled, unless the goods 
are moved on to the user, the whole 
system stops. 

“It is obvious, therefore, that there 
is only one place where sales can be 
increased, and that is the place where 
the sales are made—the retail store. 
You can not increase your market by 
loading the merchants’ shelves—the 
problem goes farther-than that. 

“To develop an increased market for 
sporting goods three things are neces- 
sary: 1, More stores must be induced 
to put in the line; 2, more people must 
be influenced favorably toward sports, 
so that they will go to these stores; 3, 
the men behind the counters of those 
stores must have their selling ability 
improved. 

“The first step deals with the retai 











WASHINGTON, April 23.—Preg) 
dent Coolidge issued a formal cal]} oe. 
day for a conference to be held here 
to, consider the need of 
tdoor recreation Policy. 
at the sugges- 
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Mr. Manufacturer! 


N connection with the 
newspaper clipping 
above, Llew Soule’s ad- 
dress before the sporting 
goods manufacturers at 
New Orleans, April 10 


(published in HARD- 
WARE AGE, April 24) 
has_ additional _ signifi- 


cance. Among the points 
suggested to the manu- 
facturers by Mr. Soule 
on ways and means of in- 
creasing sporting goods 
sales were these: Adopt a 
slogan, and cooperate in 
educational and advertis- 
ing work. Mr. Manufac- 
turer, the President’s 
conference offers you an 
unprecedented opportu- 
nity. What are you go- 


ing to do about it? 
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By RENA M. 


Trade Research Dept., Boston Woven 
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loves to 
Every home owner 
prospective hose buyer 


Everybody help in 


garden. 


ARDEN hose is either alive or 
dead. Garden hose that is 
alive is sound merchandise, 

dead garden hose is poor property, 
either for you or your customer. 

The next time you buy garden 
hose perhaps this thought will come 
back to you. Now, I do not mean to 
infer that live garden hose is neces- 
sarily freshly made hose and that 
dead garden hose is old stock; this 
may be true, but it is by no means 
necessarily so. I have seen hose less 
than a year old which was dead, and 
I know a friend who is still using 
a length of garden hose he purchased 
more than twenty years ago which 
is still alive. 


Proper Reinforcing Necessary 


The answer is found in the nature 
of rubber itself. Rubber is a vege- 
table gum, the milk of a tree. Its 
principal properties are its strength 
and stretch and ability to absorb 
certain elements which when prop- 
erly apportioned, preserve its life 
and usefulness; in other words, 
which amplify the germ of life 
the gum possesses and make it 
resistant to the deteriorating action 
of time. This is rubber manufac- 
turing. Rubber gum is coagulated 
rubber milk just as cheese is co- 


agulated cow’s milk, and if the 
manufactured gum when made into 
rubber hose is reinforced so that the 
natural life of the gum is retained, 
the hose will live; if not, it will dry 
out and die very quickly. 

The best example in your store is 
the putty you sell to painters for 
plugging holes or setting window 
glass. You know that when the 
putty is freshly mixed it is soft, 
pliable and plastic, but if left ex- 
posed to the air it soon dries out, 
cracks and falls apart. 

Cheap garden hose acts in very 
much the same way. Possibly you 
have seen a length of garden hose 
left exposed to the weather—to the 
heat of the sun and soaking rains— 
and noticed that the cover is peel- 
ing, exposing the fabric, or that pos- 
sibly the wall has broken through 
wherever the hose has been sharply 
kinked. 

Unless the hose has been in service 
a very long time this is a sign of 
poor rubber compounding—poor re- 
inforcing—a feeble attempt to make 
the gum retain its natural elasticity. 

The other day I was looking at the 
length of hose my neighbor has used 
for twenty years. The hose leaked 


in just one place, near the female 
coupling, so I brought him a new 





fitting. As he cut the hose and at- 
tached the new connection I took the 
liberty of cutting off about a quarter 
of an inch of the hose, separated 
the cover and showed him as I un- 
wound the construction that the 
cover of the hose still stretched and 
snapped back quickly and that the 
“friction” between the plies still re- 
sisted the separation. When I got 
down to the tube I had the kernel of 
my whole demonstration, because it 
was still alive and elastic, and I'll 
wager that there isn’t the slightest 
crack in the tube throughout the 
whole 50 ft. 


The Season for Hose Is Here 


The garden hose season is upon 
us; the impulse to dig, to plant and 
to transplant is sprouting in the 
minds of your customers all over the 
neighborhood, and well displayed 
stocks in your racks or in your win- 
dow will now prompt the purchase 
of hose. Perhaps the next best thing 
to well displayed hose is a good hose 
selling argument, and the best talk- 
ing points on any merchandise are 
the simple statements of fact which 
the manufacturer learns through ex- 
perience and the merchant absorbs 
by contact. 

Try some of this hose doctrine on 
the next customer who comes into 
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the Wherefores 
Garden Hose 


FARRELL 


Hose & Rubber Co., Cambridge, Mass. 


your store to get a length for his 
spring garden or to keep his lawn 
fresh and healthy. You will find that 
he will appreciate learning how much 
you know about hose, and of course 
he will be glad to know why his last 
hose gave out so quickly and that 
the new one he is buying comes from 
a store where hose values are known 
and demonstrated. 

Probably you have several differ- 
ent kinds of hose in yonr stock. 
Some may be “wrapped” or “sheet- 
ing” construction, five, six or seven- 
ply and other grades may be “mold- 
ed” or “cord” hose either single or 
double braided. These are manufac- 
turing terms, but their explanation 
to the customer makes a splendid 
selling argument. 


Various Kinds of Hose 


Sheeting hose, as its name implies, 
is built of plies of rubberized cotton 
sheeting, wrapped and vulcanized 
around a rubber tube and inclosed 
in a rubber cover to take the hard 
knocks and keep the moisture from 
attacking the plies. 

Molded, or cord, hose is built like 
a cord tire, of braided cord jackets 
and rubber tubes all molded as it is 
vulcanized into one _ solid, unified 
wall. Unlike the sheeting or fabric 


hose, molded hose has no separate 
tube body and cover; all three are 
molded into one. It is often some- 
what heavier, but it also frequently 
has the advantage of being more 
kink-proof. This, however, 1s not 
necessarily a criterion of its quality. 

Fabric hose or cord hose may be 
either good or poor as the compar!i- 
son comes back to the inevitable 
starting point—was the rubber gum 
properly reinforced when the com- 
pound was put together in the fac- 
tory? The cotton sheeting or the 
braided cord jackets are always sec- 
ondary to the rubber in the hose. 
They are like the steel skeleton in 
a concrete wall because they are 
the framework around which the 
hose is built. The rubber itself holds 
the secret of the wearing value of 
the hose. 

Garden hose for many years has 
been made in three sizes—1, in., 
52 in. and %4 in. Not that the con- 
sumer has cared particularly, be- 
cause most of us who buy hose are 
more concerned about how long it 
is going to last rather than the 
diameter of the water channel. Now- 
adays % in. hose is very popular, 
and many merchants are carrying 
only this size because standard house 
piping is % in. and the % in. size 





Molded cord hose (on left) can be bought with 
either a plain or corrugated cover. Note the braided 
cord plies which give strength and resiliency 


Wrapped or sheeting hose (on right) has the ad- 
It is strong and flexible 


vantage of being lighter. 
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A good 5 or 6 nly sheeting hose makes 


the ideal light weight hose for women 
and children to use 


is just large enough to carry the 
water without friction while it 
eliminates the bulk and weight of 
the 34 in. size. I have to smile when 
I hear people say they use 1 in. hose, 
estimating, of course, the outside 
diameter instead of the waterway, 
by which hose is measured. 


People Want Hose Value 


After all, people are looking for 
hose value, just as they are for 
quality in paints, tools or other mer- 
chandise. This spring when you 
display your garden hose, try put- 
ting some of the above hose facts 
into the form of neatly lettered 
cards to tell your customers the 
points they ought to know about hose 
and to excite their interest. Cus- 
tomers, as a rule, are hungry for 
information about the goods they 
want to buy. If you give them new 
and interesting facts about hose they 
will value your counsel about other 
kinds of merchandise, so it all comes 
back to confidence, that inevitable 
builder of merchandising good-will— 
the quality that makes your store 
different from the less successful 
merchant who as yet has not learned 
the secret of selling intelligently. 
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Changes in build- 
ing costs based 
on July, 1914, as 


100. Labor is 
now slightly 
higher than 


building mate- 
rials and both 
are double the 
pre-war level. 
The diagram is 
copyrighted by 
the National In- 
dustrial Confe7- 
ence Board 





No Drop in Building Costs 
Considered Likely 


OTHING in the recent survey 
| \ made by the National Indus- 

trial Conference Board in- 
dicates that any appreciable reduc- 
tions in building costs may be ex- 
pected in the near future, although 
the general trend of building costs 
taken as a whose shows a tendency 
downward for materials and a slight 
rising tendency in wages. 

Building costs in the United 
States, in the midst of what eco- 
nomists have agreed is the country’s 
greatest construction boom, have 
doubled in the last ten years, accord- 
ing to an announcement issued today 
by the National Industrial Confer- 
ence Board. In its announcement 
the board summarized the results of 
a study it has been making into the 
national building situation. A note- 
worthy development by the study is 
that costs of labor and of materials 
stand at exactly the same increased 
levels, for the first time since 1920. 

While in New York the building 
crafts receive high wages, the study 
shows that last month they were the 
highest in the country in only ten 
out of twenty-five trades. Other 
cities reporting uniformly high 
wages are Chicago, Cleveland, Pitts- 
burgh, St. Louis and Houston, Tex. 

The conference board’s investiga- 
tion covered the leading American 
cities and took in all the crafts and 


the leading elements in building ma- 
terial. Wage figures were based on 
government and other reports an- 
nually in May from 1914 to 1920 and 
monthly since August of that year. 

Among the separate trades, plas- 
terers and bricklayers receive the 
bulkiest pay envelopes in practically 
all cities. Bricklayers get $1.25 an 
hour in fifty cities and plasterers 
in forty-four cities, while in St. 
Louis the rate is $1.75 an hour. 
Lathers and masons get $1.50 an 
hour in Houston, Tex., the same rate 
being received by roofers and hoist- 
ing engineers in New York. Masons 
get $1.25 an hour or more in twenty- 
eight cities, lathers in twelve cities, 
hoisting engineers in seven cities 
and roofers in four. 


How Wages Figure 


Gasfitters and _ steamfitters in 
Houston, plumbers in Houston and 
Pittsburgh, ornamental iron workers 
in Cleveland, marble setters in Phila- 
delphia and tilesetters in Shreve- 
port, La., all get $1.37 an hour. 
In New York the trades best paid 
next to those above cited are car- 
penters, cement finishers, painters, 
pipe coverers, sheet metal workers 
and structural iron workers. These 
get $1.31. 

The hod carrier, once figuring 
prominently as the butt of cartoon 


and caricature, now counts himself 
among the aristocracy of labor, ac- 
cording to the board’s survey, for 
he earns up to $1.25 an hour, and 
the average earned by all hod car- 
riers is more than 90 cents an hour 
in the cities surveyed. 

The same sustained high levels as 
shown by the trades mentioned are 
also being experienced by plumbers, 
electricians, carpenters and_ sheet 
metal workers. 

Prices of building materials until 
recently more than kept pace with 
the rise in wages, the announcement 
reveals. It shows that from 1915 to 
1920 the prices of materials in- 
creased more than twice as much as 
wages. In 1921, however, they fell 
to approximately the same levels as 
wages, and during the past year the 
present 100 per cent increase over 
1914 in both was established. 

Cast iron pipe is the most expen- 
sive commodity in construction as 
compared with 1914 wholesale costs, 
showing an increase of 306 per cent. 
Other materials which have more 
than doubled in the past ten years 
are Douglas fir, lime, white pine, 
white lead and turpentine. 

Sheet copper and copper wire show 
the least advances over 1914 of only 
4 and 5 per cent. Pine flooring and 
structural steel show great reduc- 
tions over the peak period. 
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Movredith Celebrates 


a Quarter Century 





of Hardware Success 


By JAMES M. ROSE 


OSEPH L. MEREDITH, JR., 
West Chester, Pa., celebrated 
his twenty-fifth anniversary as 

a hardware merchant April 21, and 
during the day his store was crowded 
by hundreds of friends congratulat- 
ing him on his success. Old line 
salesmen who sold him his first bills 
of goods came from different sec- 
tions of the country to help him cele- 
brate, and the head of one of the 
largest wholesale hardware houses in 
the east, William B. Munroe, presi- 
dent of the Supplee-Biddle Hardware 
Co., headed a delegation from Phila- 
delphia that presented Mr. Meredith 
with two large floral pieces in token 
of the esteem in which he is held in 
the Quaker City. 

Mr. Meredith offered no special 
“bargains” to attract his friends to 
his “Silver Anniversary” but set the 


Mr. Meredith said: “I do not have 
any dead stock because I see that it 
does not die. We buy with judg- 
ment, push the goods for full value 
but never offer 10 or 15 per cent off 
our goods at the end of the season. 
We don’t carry anything over but 
watch our stock carefully, keep per- 
sonally acquainted and don’t sit in 
the office or go out and play golf too 
much—too many fellows do that— 
our hours are from seven to six daily 
and until ten o’clock Saturday 
nights. Merchants should use judg- 
ment in selling. I mean know the 
valuation of a piece of merchandise 
to put the price on it. Lots of times 
a 35-cent proposition can be 75 cents 
and still be good and low. Judgment 
involves buying low but not in giv- 
ing the goods away—if you buy low 
you are entitled to take advantage 
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Joseph L. Meredith, Jr. 


of it. My experience has taught me 
that I can’t sell more at 80 cents 
than if I price the same merchandise 
at a dollar. Talk points, merits, 
value, not just price. Another ad- 
vantage is in knowledge of your 
prices—know the price, don’t turn 
around and look for it after the cus- 
tomer has the article in his hands.” 
Referring to turnover, Mr. Mere- 
dith said: “The merchant that 
causes the jobber to carry his stock 
is the one in my mind who gets the 
big turnover. When merchandise is 
sold from the shelves, replace it im- 
mediately — only takes a few mo- 
ments. Each month since the first 
of this year I have been running 
from $200 to $500 ahead. Business 
is good—wonderful. I have been 
selling the same brand and quality of 
paint (Lucas & Co.) for twenty-five 





day aside as one of pleas- 
ure, not only for himself 
but his visitors as well. 

At the age of nineteen 
years Mr. Meredith se- 
cured a “job” with George 
F. Field, and pushed a 
wheelbarrow to the tune 
of $4 per week. He con- 
tinued his apprenticeship 
seven years and then with 
a nominal stock and 2000 
sq. ft. of floor space he 
began as a retail mer- 
chant on April 20, 1899. 
His store now contains 
10,000 square feet, and he 
- is making alterations that 
will give an additional 
1200 square feet of sell- 
ing space. Practically all 
the stock in the store is 
in plain view and every 
portion of the building 
structure is utilized to 
display merchandise. 
There are no dark corners 
nor “dead stock.” 








April 20 Thursday April 20 


A Day We Trust You May Remember, as It’s 


OUR OPENING DAY 


For the past month we have been busily occupied in unpacking Crates, Bat- 
rels and Boxes, Kegs, Rolls and Bundles or Articles too numerous to mention, 


preparatory to opening a 


GENERAL HARDWARE STORE 


In this time we have cxamined and marked thousande of articles; made 
crder from disorder; and on APRIL 20th, when we open our doors for inspection, 
we trust we may be complimented with your presence. In our stock will be 
found those articles kept in all well-regulated Hardware Stores. 

To the ladies we éffer a complete and handsome, serviceable line of Cuflery 
for the home, also a fine line of BRASS, BRONZE and METAL TRIMMINGS, 
tor Doors, Furniture, Cabinet Work, Curtain Poles, Brass Headed and Upholstered 
Nails, and many other things which you will be glad to see. Ladies, bring your 
husbands with you. Our stock wil] interest you separately or collectively. 
We will have the famous COLONIAL PAINTS, for which we are exclusive 
agents, Lewis’ Leads, Stains, Oils and Varnishes, Metallic Paints, BATH TUB 
ENAMELS. Edge Tools, Poultry Supplies, Tar and Felt Paper and many other 
articles worthy of mention. Our eight years’ experience in the Retail Hard- 
ware Business enables us to judge well the needs, wants and tastes of the 
pecple of this section. 

May we be pleased to welcome YOU? If so, we extend to you a most 


hearty WELCOME. 
The Day, April 20 
The Flace, 43 West Gay Street, West Chester, Pa. 


J. L. MEREDITH, JR. 
Phone 103 








The first newspaper advertisement ever used by the store 


years and the turnover is 
about five times. I study 
appropriate merchandise 
as to season and arrange 
an attractive display in 
my windows with a 
change at least every two 
weeks—if I had the time 
there would be a change 
every week—too many 
merchants neglect their 
windows. I have been able 
to trace sales as much as 
six weeks after display in 
the window. The cash 
register has an additional 
value to that of recording 
purchases — always _ in- 
quire if a customer calls 
and the register doesn’t 
ring—find out why. Ser- 
vice is a fundamental of 
healthy business and cov- 
ers a whole lot. 

“Business today is so 
constituted that the value 
of a salesman’s person- 
ality is more important 
than ever,” 
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Mr. Meredith believes every store should have a scale for customers. 


Mr. Meredith is a firm believer in 
fair treatment of his organization 
and gives full credit to those who 
have cooperated with him and are 
still loyal after from eighteen to 
twenty-five years’ service, among 
them being Howard N. Reeves, man- 
ager, who has been with the firm 
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Another view showing the steel goods rack. Note 
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ever since it started to do business. 

On entering the store one is at- 
tracted by its clean appearance and 
on inquiry Mr. Meredith stated: 
“By having your clerks immediately 
pick up string makes it clean and 
tidy and also teaches economy. There 
is no excuse for a hardware store be- 
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the h ome-made 


This one 
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is an excellent good will promoter 


ing dirty. This entire store is swept 
out twice daily and dust down is 
used—samples on boxes are dusted 
every two days. One man devotes 
his entire time in cleaning and un- 
packing goods; he has been on this 
particular job for eighteen years and 
it pays us to have him.” 
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axe rack in the picture at the top of the page 
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A corner of the store’s paint department. 


Cleaning up brought another sub- 
ject with Mr. Meredith and that was 
clean bookkeeping—he said: “I am 


a very good collector because in the 
first place I have learned to say ‘NO’ 
with judgment—‘NO?’ is a bad thing 
but it saves money in the long run 
when presented with a doubtful 
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Seed display and wrapping counters. 


HARDWARE 


credit proposition. I make them toe 
the mark and have proved that I can 
do $30,000 and collect all but $1,000 
within the year.” The “TERMS 
CASH” sign is quite evident through- 
out the store. 

Mr. Meredith believes that a store 
without a free weighing scale is a 
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Brushes are displayed in the show case and screens in front of it 


back number. He has had one in use 
ever since he started business. An- 
other feature of this store is an up- 
to-date lavatory for the convenience 
of ladies and children which is at all 
times kept in the best possible sani- 
tary condition and is in a convenient 
but inconspicuous location. 


Every bit of spare space in this store is utilized to the fullest advantage 
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I was elected one of the vice-presidents 


came an “advisory committee,” and a new list 

of officers of the Simmons Hardware Company 
was elected. Wallace D. Simmons became president. 
E. H. Simmons and George W. Simmons officers and 
I was elected one of the vice-presidents. Naturally I 
was very proud and happy at becoming an officer in 
this great institution. 

In my work as sales manager I, of course, came 
very closely in contact with our mail-order business 
(orders by mail direct from customers). Mail orders 
were priced and handled very carelessly, not only by 
our house but by all jobbers of that time. There were 
constant claims on prices. Customers only sent mail 
orders in extreme cases. Salesmen did not receive 
credit for mail orders, and so asked customers to mail 
them to their headquarters. They had envelopes and 
order blanks printed, addressed to them. 

It struck me the whole system was wrong. I be- 
lieved “a house divided against itself cannot stand,” 
therefore, salesmen should have credit for all mail 
orders from their customers. I had a hard time con- 
vincing our board, but finally succeeded. We gave 
salesmen credit on mail orders. We systematized the 
pricing of mail orders. 

In doing this I installed a card system. I got the 
idea from a library where one day I first saw the 


\ BOUT 1898 E. C. Simmons and I. W. Morton be- 
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By Saunders Norvell 
Chapter XIII 


Handling Mail-Order 
Customers 


method of keeping track of books with a card system. 
I asked the librarian to allow me to study this system. 
The possibilities of the card system in business imme- 
diately occurred to me. 

The first set of cards was written up from the 
ledgers. I remember that the clerks, when they were 
first instructed to register orders on these cards, 
objected to the system as a new-fangled idea. After- 
ward, when they became accustomed to handling the 
cards, they could register very much more rapidly 
than they did with the old system because they did 
not have to write out the name and address for every 
order. 

These cards were the memory of the business, and 
as soon,as the system was working well it made an 
immediate improvement in our service. No instruc- 
tions, regardless of how small, were ever forgotten. 
The great advantage of the system was in the fact that 
the handling of our accounts was not a matter that 
rested in the memory of a few men, but was a perma- 
nent record. Men could come and go but the accounts 
were handled exactly according to these written 
records. 

I go into detail about this card system because it 
was one of the best things I ever worked out to control 
the handling of thousands of accounts. These cards 
became the key to the business. 

This system was simply an expansion on a large 
scale of the books I had kept on my individual custom- 
ers in Colorado. 

There was a card for every customer. On these 
cards were written complete, detailed instructions in 
regard to handling a customer’s account—for instance: 

NG os oa wince 

Packing instructions........ 

Shipping instructions........ 

Whether to back order or not........ 

Whether to substitute or not........ 
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Whether to ship goods on hand immediately or hold 
order and fill complete........ 

Any remarks about prices........ 

To catch goods waiting on back orders........ 

One order to be packed with another........ 

“K.K.” (“Kronic Kicker”)........ 

Don’t sell—refer to sales manager. 

Agency arrangements, such as on Wilson stoves, 
were entered on these cards. When salesmen visited 
the house they went over these cards with an employee 
and gave any new instructions needed about the han- 
dling of each of their accounts. 


A System of Numbering Orders 


I introduced the system of numbering orders by 
dates. For instance, the 100th order received April 
(4) first (1) would be numbered “41 100” with an 
automatic numbering stamp so every order number 
told the date the order was received. Orders were first 
numbered and then registered on the back of these 
cards. All instructions on cards—shipping, pricing, 
etc.—were transferred to the order as it was regis- 
tered. Rubber stamps were used for many of the 
notes. There were two columns on the back of each 
card—one for mail orders the other for salesmen’s 
orders. 

These cards were arranged and filed by States, towns 
and customers. As the orders were opened they were 
so arranged and passed to the “register” clerks. With 
this system there was no limit to the number of 
“register” clerks who could work at the same time. 

In the case of a customer whose credit was beyond 
question, we placed a large star on the card. This star 
was stamped on the order and the orders were passed 
through without the inspection of the credit man. 
This saved him a great deal of work. In addition, 
everybody handling the orders in the house understood 
that a star customer was one whose credit was beyond 
question. 

The credit department used these cards by enter- 
ing a number on the card which referred to the cus- 
tomer’s credit record. Then commercial reports, etc., 
were filed in a folder in the credit files numerically. 
In other words, if you wished to look up a customer’s 
credit record quickly, you simply turned to his card, 








=e) 
(|: 


/4 
(i 


ny) i : 1 











“I had a hard time convincing our board” 
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obtained his credit number and then turned to the 
credit files for the reports when necessary. 

These cards led to our changing our filing system from 
A. B. C. to one by States, towns and customers. There- 
fore our files were in line with our cards. If a question 
came up about some town, one could get all the orders 
and correspondence from that town in a moment. 
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“He was jollying the girl sitting next to him” 


Of course by making these cards larger, the actual 
purchases from month to month of a customer could 
be entered on the card, so with such a card you have 
an absolute record of the account. Some merchants 
will say: “But we keep all such records on the ledger 
account.” The trouble with that system is that it 
clutters up your books with pencil memorandums on 
the accounts and besides that, if too many people wish 
to look up records on the ledgers, the bookkeepers do 
not have enough time to work on the ledgers. 

Then it naturally followed that our ledgers were 
changed to states, towns and customers and at last 
our sales managers, mail order men and clerks were 
arranged geographically. Of course a man handling 
the business from one section of the country day after 
day became more familiar with the prices necessary 
and the peculiarities of the trade in that section. 


Organizing the Department 


In organizing a territory, the sales department took 
a list of the towns assigned to a salesman and from 
the ledgers they wrote up cards of all the accounts 
they had in these towns. Then from the commercial 
agencies they wrote up cards of all the merchants in 
this territory in our line of business who had not been 
buying. 

Now the sales department put their letter-writing 
machinery to work. Letter Number One was a care- 
fully prepared letter advising trade in this territory 
that our salesman would call in January and that the 
house would let them know exactly when to expect him, 
soliciting a share of their favors, etc. 

This letter was very carefully prepared, and while 
it was a form letter, it was so well done that it avoided 
the appearance of a form. Every letter of this kind 
was signed by the sales manager by hand and if the 
sales manager happened to know the customer per- 
sonally, he made a little personal notation at the bottom 
of the letter in his own handwriting. When these 
letters were sent out the date was entered on the card 
with a figure “1” in a circle, indicating that the first 
sales shot had been fired. 
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Then if the salesman came along and opened a new 
account, he filled out a form giving full information as 
to pricing and handling. From this form the neces- 
sary instructions were entered on the card and an 
acknowledgment letter sent. This we would call Letter 
Number Two. This letter expressed to the merchant 
the pleasure of the house in having him open an ac- 
count. It expressed the hope that he would be satis- 
fied with our goods and our service and that he would 
continue to buy from us, both through our salesmen 
and by mail. This letter also stated the fact that the 
salesmen received full credit for any mail orders that 
came direct to the house from their trade between 
their visits. 

As these letters were all forms they took very little 
work and only accuracy was required in seeing that 
they were sent out properly. 

Then if there were other letters that followed, 
calling attention to various lines of goods or special 
items, each of these letters in turn was numbered 
and the sales manager could tell by the card at a glance 
exactly what letters had been sent a merchant. By 
looking at the register on the back of the card the sales 
manager could also see at a glance whether there had 
been any responses in the way of orders. 


Handling New Customers 


Now let us take the case of a new customer. We 
all know that first impressions are usually lasting ones. 
A new customer should receive special attention. 
Therefore when this order struck the card and it was 
found to be a new account, the proper tags were placed 
on the order, instructing the stock and shipping de- 
partments to be exceedingly careful to send only nice, 
clean boxes, to pack the goods with extra care, to 
fill the order complete and to see that it was shipped 
with extra dispatch. In other words, the sales de- 
partment must use all the departments in the house to 
make a good impression on the new customer. The 
original order when finished, with the invoice, would 
then come to the desk of the sales manager so that 
he could carefully look over the order and see how it 
had been handled. 

Suppose the order had been filled without a single 
omission! The sales manager had an opportunity to 
call the attention of the customer to the fact that 
notwithstanding the size of his order, we had taken 
pleasure in filling it without a single “short.” Prob- 
ably this fact would not have been noticed by the 
customer unless it was invited to his attention. If 
there happened to be unavoidable “shorts,” the sales 
manager had an opportunity to explain why these goods 
were not sent. The great attention given to such de- 
tails naturally made an impression upon the mind of 
the customer, and inevitably helped the salesman as 
well as the house. 

Then no sales manager can possibly do business 
without what I used to call a “tickler.” By that I 
meant a contrivance by which my stenographer or 
secretary brought up papers at a future date. In 
the case of new accounts, a memorandum was immedi- 
ately made in the “tickler” to look up that merchant 
and see if he bought any goods in the next thirty days. 
If not, he was to receive a treat in the form of Letter 
Number Three, inclosing a stamped, self-addressed 
envelope and politely asking him if the goods of his 
first order were received promptly and if they were 
to his entire satisfaction. A follow-up system of this 
kind often surprises the retail merchant. He cannot 
understand how the sales managers of large houses 
have such wonderful “memories”! 
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I made it a custom for years to dictate to my stenog- 
rapher a memorandum of the date of the call of a cus- 
tomer or a prospect and then very brief notes of our 
conversation. I would place this memoranda in the 
“tickler” and have it come up in thirty or sixty days. 
Then I would write a letter to this merchant, referring 
to his visit, recalling the subject of our conversation 
and asking him certain questions. Such letters led 
to correspondence—to personal contact and naturally 
to sales. 

Copies of all these letters were sent to the salesmen 
and naturally a salesman was impressed when he 
found a constant running fire of correspondence be- 
tween the head office and his customers. He of course 
thought if the “old man” could keep so busy, he would 
have to get busy himself! These letters when skillfully 
written made a very favorable impression upon the 
minds of the merchants. 

I remember the case of a salesman who resigned his 
position with us and went with another house. After- 
ward he wrote me a letter, asking to be taken back. 
The reason he gave was that the house he was with 
never wrote him any letters and never wrote anything 
to his customers. “Why,” he said to me afterward, 
“IT could send them a bequtiful order and they never 
wrote me a line about it nor did they write a line to 
the merchant, thanking him for the business!’ 

If a salesman is ever trained under a sales managing 
system, such as I now outline, he will certainly never 
be satisfied with any other method. I know this 
from experience. 

Now in regard to the organizing of territory, let 
me state that I am fully aware that some of my 
readers will say they can not afford to employ the 
clerical force to carry out such ideas as I have out- 
lined. As a matter of fact, if the sales manager is a 
good teacher, it is not necessary to have a large or 
expensive force. The details can be carried out by a 
few bright girls. I have found carefully selected 
women very much better at doing this kind of work 
than men or boys but of course the sales manager must 
explain clearly just what is wanted. He must see that 
the records kept are respected and are therefore kept 
accurately. 


The Man Who Made Mistakes 


I remember once I went through a large establish- 
ment and the president spoke very proudly of his sys- 
tem of figuring profits. Just to have a little fun, I 
remarked to him that I did not think his profits were 
figured accurately. He was very indignant. He said: 
“How do you know whether they are or not in the few 
moments you have devoted to walking through the 
house?” “Well,” I answered, “I will bet you a Dunlap 
hat that you could go over any salesman’s file of profits 
and you would find that it is full of errors.” He be- 
came interested and we made atest. The profit figur- 
ing turned out to be a joke. Then he turned to me 
indignantly and asked what made me think that their 
profits were not figured correctly. I answered: “Just 
because I took a good, hard look at the man who is 
doing the work and I made up my mind from his 
untidy, slip-shod appearance and the way he was 
jollying the girl sitting next to him that no accuracy 
could come forth from that source.” 

W. E. Biggers was my mail order assistant at this 
time. He was very efficient and an exceedingly level- 
headed, hard worker. He is now the president of the 
great screen door business, the Continental Company, 
and lives in Detroit. 

(To be continued) 
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Everything 

needed by the 

average home 
gardener 


Some Selling Tips That Mean 
Dollars During “‘Plantin’ Time’’ 


E had been discussing the po- 

litical situation, the incon- 

veniences of prohibition and 
the unseasonable weather. And then 
we sat silent for several minutes, 
conscious of the rushing lurch of the 
train, of the stiffness of the seats, 
of the rancid smoke in the compart- 
ment and of the formal dignity each 
of us had assumed in the presence of 
a stranger. The train was passing 





through a low range of hills and the 
early signs of spring were visible in 
the lowlands. A farmer was plowing 
on the hillside, and the sight of the 
rich, black earth turned up by the 
plow moved my companion to speak. 

“[ guess this backward spring has 
even caused a lot of farmers to hesi- 


tate about planting,” he commented. 


I raised my eyebrows and nodded 
my head in a manner that was in- 
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tended to indicate sagacity and be- 
lief. Encouraged by my silence, he 
continued. 

“I’ll have to get my own garden 
seeded before it’s too late. I don’t re- 
member when I let it go so late in 
the season before. Funny part of it 
is,’ he chuckled, “I sell seed and steel 
goods myself, and if I didn’t use the 
things I sell, people would think I 
hadn’t confidence in my own goods.” 
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W. J. Bacon, Washington, Ind., made a ten strike when he featured this seed display. The design in the background 
is made of seeds glued to the board and the entire window was commented upon by the Washington Herald 
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“What, are you a manufacturer’s 
salesman?” I asked. 

“Nope, wholesale house—Dash & 
Blank, Silentapolis. Are you a trav- 
eling man?” 

I identified myself and gave a 
meager account of the nature of my 
work. 

“Is that so?” he exclaimed. “Why, 
I get your paper every week. I 
know Llew Soule personally.” 


common-sense merchandising ar- 
ticle and worth passing around. 
I’d like to have it.” 

I couldn’t remember the article he 
referred to, but I promised to look it 
up on my return to New York and 
to forward it to him if it were pos- 
sible. So I went through the files 
and, somewhat to my surprise, I 
found it without difficulty and sent 
it to him. 

A few days ago I received a letter 
from him thanking me for what he 
was pleased to call my “courtesy.” 
And in his letter he urged me “in the 
name of the Great Horn Spoon” 
to reprint parts of the Blair article 
“for the benefit, relief and edifica- 
tion of the hardware trade.” So I re- 
read the article with more attention, 
and venture to reprint below some of 
the salient paragraphs that he sug- 
gested: 

“Everybody reads the seed cata- 
logs these days,” wrote Mr. Blair 
“The magazines are packed with seed 
advertisements, while every mail 
carries hundreds of colored litho- 
graphs of vegetables and flowers. In 
other words, the seed men are giving 
the hardware dealer a lot of free ad- 
Vertising, if he will only take ad- 
vantage of it. They realize the im- 
portance of getting in their fine work 
in advance of the actual planting 
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time; of playing on the would-be 
gardener’s sense of anticipation, 
which sometimes turns out a schedule 
that realization can hardly fill. They 
are convincing your customer that a 
garden is about the finest thing he 
can produce, and when he is once 
convinced, someone is going to sell 
that customer a bunch of garden 
requisites. Will it be you? I hope 
so, and I am sure it will be if you 


play the same kind of a game. It 
may mean putting the garden tools 
on display a little earlier than usual, 
but it will pay you for all the extra 
bother. If the garden germ is work- 
ing its best, men will buy seeds and 
garden tools while the ground still 
holds the winter’s frost. Cater to 
him while he is in the buying mood 
and take advantage of the prelimi- 
nary work the seed man has done for 
you. j 

“One of the best methods of boost- 
ing early sales of seeds and garden 
tools is through the use well-de- 
veloped window displays. Such a 
display should take the form of a 
garden plot in the window. Make a 
set of galvanized trays to fit the floor 
of the window to correspond to vege- 
table beds. Fill them with good, rich 
earth and form gravel paths between 
the beds. If you wish, the beds can 
be planted with the artificial vege- 
tables such as are used in similar 
displays of the large city seed stores. 
However, it is an easy matter to ac- 
tually grow such quick-growing veg- 
etables as radishes, onion sets, let- 
tuce, etc., in the sheet metal pans. 
The appeal of such a display is al- 
most irresistible. Don’t make the 
mistake of crowding the display with 
a lot of miscellaneous garden tools. 
Have a small wheel seeder or culti- 
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vator in one plot, a trowel and a 
weeder in another, and a dibble in 
another. Use a good woven wire 
fence for a back ground, and against 
it stand the shovels, hoes, rakes, 
spading forks, weeders and other 
similar items. Have a sprinkle can 
in evidence, a coil of hose and a hand 
sprayer. You can safely leave the 
rest to the imagination of the cus- 
tomer. 


Thus our conversation became line up with the seed catalog and “A good man should be placed in 
easier and more charge of the 
intimate. “Say, peepee: ” garden equip- 
by the way,” he “SSS Ree oe ment __ section 
said, “do you re- hee lee and allowed to 
member an ar- use his own 
ticle that ap- initiative. Of- 
peared in HARD- ten he will de- 
WARE AGE back velop selling 
in 1920 by a ideas that will 
fellow named practically dou- 
Blair?” ble sales. In 

“What was it one such de- 
about?” partment in 

“Seed and Iowa the sales 
garden tools. I of garden tools 
cut it out to and accessories 
save it and then were increased 
I lost it. I wish 200 per cent 
-you’d send me a through the ar- 
copy of the is- > | rangement’ of 
sue in which > ra == complete sets 
that article ap- ee and garden out- 
peared. It’s a Symmetry is the keynote of this business getting display of Palmer &€ Gayley, Chester, Pa. fits. This firm 
good, sound, also sold many 


sets of miniature tools for the chil- 
dren’s gardens, some of these sets 
retailing as high as $2. Other small 
sets were arranged for the use of 
women in tending the flower gar- 
dens and bulb plots. It was found 
to be a comparatively easy matter 
to sell a set, where only a single 
tool was called for. There is no 
copyright on the idea, and it is 
well worth a trial. 

“Somewhere in your store there 
is a salesman with garden fever. He 
knows what the other victims want, 
need or can be sold. He is well 
enough acquainted with the garden 
equipment line to display it properly, 
talk it intelligently and sell it on the 
right basis. Give him the oppor- 
tunity he craves and show your ap- 
preciation when he makes good. 

“Whenever you find a salesman in 
your store with a hardware hobby 
encourage it. Some of them are am- 
ateur carpenters, all of the young 
ones play baseball and participate in 
sports of all kinds.” 

In conclusion, I would like to direct 
your attention particularly to the 
picture of the window display ar- 
ranged last year by W. J. Bacon, 
Washington, Ind. The design in the 
background is made of seed. The 
board is 4 feet high and 8 feet long. 
The seeds are all glued to the board. 
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Men as Well as Merchandise— 


HE human element is the dominating fac- 
tor of retail merchandising. The ultimate 


success of any merchant hinges upon inti- — 


mate personal contact between himself or his 
employees and the people who buy his wares. 
The exchange of merchandise for money is a de- 
cidedly human transaction. 


People the world over are influenced by friend- 
ship or prejudice. Incidents which seem com- 
paratively trivial often change the entire current 
of their lives. As human beings we are sensitive 
to a degree not yet fully realized by business 
men. The little petty likes and dislikes which 
prevail socially are likewise to be found in busi- 
ness. People who dislike a merchant’s persona!- 
ity, his store, his methods or his salesmen, will 
inevitably take their patronage elsewhere. 
““Good-will” has a cash value only because of this 
fact. 


No retail merchant today has a monopoly of 
trade. The customer can buy the selfsame ar- 
ticles carried on any dealer’s shelves from a 
dozen other sources. His buying at any particu- 
lar store is purely a matter of choice. His first 
purchase may be merely the result of circum- 
stances. His continued patronage, however, de- 
pends upon his impression of the treatment ac- 
corded him by the merchant he favors. Since 
the human element has such a decided bearing 
on retail success or failure, it seems only reason- 
able that it should receive at least the same con- 
sideration at the hands of the merchant as the 
merchandise he carries. No really modern mer- 
chant would ever think of conducting his busi- 
ness without a regular annual inventory of his 
stock. Is it not equally wise for him to take a 
similar inventory of his intangible assets, those 
things which make for business friendship, con- 
fidence, prestige and good-will? 


Modern business with its strenuous competi- 


tion demands that successful merchants set a 
standard and grade themselves on such items as 
ability, energy, efficiency, courtesy, personal pop- 
ularity, community interest and fair dealing. 
Using the same gage, they should grade each 
of their employees, paying particular attention 
to personality, courtesy, loyalty, neatness, will- 
ingness, knowledge of merchandise and sales- 
manship. Such an inventory, honestly taken, is 
worth fully as much as any material inventory a 
merchant can make. 


Once taken, this human element inventory 
should be used just as a merchandise inventory 
is used. Bad habits, obsolete systems, shelf- 
worn ideas should be relentlessly weeded out. 
Wherever the grade falls below a reasonable 
standard, the causes should be located and reme- 
dies applied. When the inventory reveals any 
great weakness among employees the personal 
inventory of the merchant will of necessity show 
an equal weakness somewhere. The faults of his 
store and his men must be accepted as his faults. 
It is part of a merchant’s responsibility. 


The customer who ceases to patronize any 
store always has a reason, either real or imag- 
inary. It is the merchant’s business to find that 
reason; to make ample reparation when due, 
and to explain fully where the grievance is only 
fancied. The loss of old customers is never cov- 
ered by the addition of new ones, and it is always 
cheaper and easier to repair leaks than to con- 
tinually furnish new accounts. 


The hardware business is a human business. 
Put it on a human plane. Be friends, consider- 
ate, human. That is the only sure method of 
winning and holding the friendship, confidence 
and trade of the great “human” buying public. 
The key to future retail success lies as much in 
men as in merchandise. 
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IEW of Ghar- 

daia. The tower 
is the minaret of 
the mosque and 
dates from the 6th 
Century, 900 years 
before Columbus 
discovered America. 


Ghardaia—a Gem of 


(Paris, March 27, 1924.) 
PA GHOUAT—lunch at Tilrempt—Ghardaia. Splen- 
|e did military road; fast running; real desert; low, 
rocky hills; spaces of sand; blue sky. We are 
far south of Biskra and other places that tourists 
visit. 

At noon look down upon Oasis of Tilrempt. A few 
trees and a good, square, white-walled enclosure. Pass 
through gate. Rooms, stables, kitchens, etc., all line 
the inside of wall. No windows outside. Inside sun 
beating down—very warm in sun as wall stops wind. 
See some fine Arabian horses—stallions and mares— 
all white and gray. Arabs only ride stallions. They 
are full of mettle. 

This caravansary is fitting-out place for hunting 
expeditions. We are in great hunting country—skins 
and heads on walls—jackals, gazelles, bustard, par- 
tridges, hares. 

Surprising luncheon served by Arabs, the piece de 
resistance being partridge—wines, cigars. 

After fast running, from a hill, about five o’clock 
look down upon Ghardaia. Last motor place in the 
desert. Large, purely Arab city. Built on a small 
hill. In center on the top of the hill is the mosque 
with high, square leaning minaret and four queer 
points at the top like roots of an inverted tooth. 
Everything white. 

On adjoining hills nearby are several other towns— 
holy cities—walled. Closed at night. Strangers must 
all leave these towns at sundown. 

On a hill overlooking and commanding Ghardaia is 
a French walled fort (bjorg). We run up a winding 
road and enter gate of bjorg. French officers and 
soldiers—salutes. We are to sleep in this fort. Rooms 
open on arched stone colonnade first floor. Dining 
place separate. 

Mrs. A. inspects room and selects largest and 
best. Quarters run by a young Arab with his very 


By “THE SALES 


pretty, attractive French wife. This Arab was chauf- 
feur at front during war. He is the Poo-Bah of the 
place. Never seems to sleep; always working; brings 
your breakfast in morning; makes fires (cold at 
night); acts as guide; serves table at meals; makes 
out bills and knows how to stick on the prices, too! 
Wife cooks, helped by an Arab as black as the ace of 
spades. 

Baggage settled in rooms. Walk out of gate of 
bjorg and with my new Zeiss Delactis 8 by 40 field 
glasses take in the panorama. Below us Ghardaia 
with its flat-roofed, white houses. Reminds one of 
Jerusalem—camel and donkey caravans patiently 
plodding their way to the city gates. No trees in 
city. Oasis of palms seven miles long in valley on 
edge of city walls. 


Evening in the Sahara 


Evening. Long, sharp, blue shadows. Air pure as 
crystal. Faintly from the distance hear flutes and 
the rhythm of the desert drum. Here and there on 
the hills see the curious burying grounds—a white 
house for washing and preparing the dead—a flat, 
square, smooth, concrete floor where the mourners 
pray, the simple headstones, all enclosed in a low, 
square wall. 

From the mosques come floating through the clear 
air the evening song of the muezzin. “There is no 
God but God and Mahomet is his prophet.” “Tell all 
the world that God is good—that God is good.” 

Below me on the caravan road, on the housetops, in 
little gardens, tall, graceful figures facing Mecca in 
their white, flowing robes, bow in their devotions. 

A glorious sunset—one of those moments in our 
lives that we never forget. Lovely, peaceful, devout 
Ghardaia. One feels very close to God. 

It is dark and the constellations are glittering all 
over the sky. Think of a dear one so far away who 
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HE town of 

Berrian, which 
we passed on the 
way to Ghardaia. 
Report has it that 
the inhabitants eat 
dogs—and_ they’re 
not hot dogs. 
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the Sahara Desert 


MANAGER” 


knows and loves the stars. Think of the epitaph on 
the grave of the Herschels—husband and wife—‘We 
loved the night too well to fear the dark.” 

Ahmed, our factotum, calls me to dinner. Mrs. A. 
carefully wipes her knife and fork on her napkins; 
also wipes her plate. Ahmed does not miss it. 


Everything Good But the Coffee 


No ice. Butter white; made of goats’ milk; tastes 
like lard. Omelettes, mutton, cous-cous (kus-kus), 
the Arabian national dish. Gray in color; looks like 
dry rice; served in deep soup dish, mixed in with meat 
and chicken. and a brown gravy. I like it. One dish 
a complete meal. Mrs. A. eats every bit of her large 
dish and then announces she does not care for it. 
Dessert, a very delicious chocolate sweet. Arabians 
very fond of sweets. We, without shame, eat this 
sweet like pigs. Mrs. A. after three helps announces 
it will be very bad for her digestion (I hoped so). 
Then dates and mandarins. These dates all through 
this country a staple article of diet and almost like 
candy—so sweet. The little oranges thin-skinned and 
just bursting with delicious juice. “God is good!” 
Coffee! Oh, for a good cup of black American coffee! 
A good cup of coffee here or in Europe generally a 
rare bird; made of chickory. Only a few places in 
Paris where you can get good black coffee. 

Conversation during dinner. Miss A. has a joke on 
her mother. Seems while I was taking in panorama 
over the wall, the French commander—a colonel—ap- 
peared. Mrs. A. in her choicest French attempted to 
draw him into conversation. He saluted very politely 
and walked away. Sore spot with Mrs. A. The 
Colonel never did thaw out. Don’t think he admires 
American tourists. Sure he didn’t like my golf suit 
and wrist watch! 

Restrictions living in a fort. Mr. B. and Miss A. 
decide to take walk under the stars. Find gate locked 


and a sentry on guard. Walk to a quiet corner in 
dark. Find another sentry on guard. Sit in little 
square under arches chatting. Voice out of darkness 
announces in French that at 9 o’clock everyone must 
go to bed! No place for petting parties! 

Retire and by a long, slim chimneyed oil lamp read 
a paper-backed “Garden of Allah.” Very enthusiastic 
over this country as place to come and escape all petty, 
nerve-racking worries of the world. In Middle Ages 
I might have gone into a monastery, but you can’t do 
that now. This country just an enlarged monastery. 
No wonder the Colonel does not like tourists—they 
spoil everything. ; 

Desert cities almost entirely self-supporting. All 
they buy outside is coffee, spices, salt and very few 
kitchen utensils and tools. From their own wool they 
weave their own cloth and make their own clothes. 
Their shoes come from their own eather. 

Their houses and walls built of palm tree wood plas- 
tered over with a sort of stucco as hard as concrete. 
No plumbing and no water pipes. Their door locks 
made of wood and the wooden key about two feet 
long. The only thing at home to lock up is the 
women, and from my observation of the beauty of 
Arabian women, even wooden door locks are unneces- 
sary ! 

In the winter they all live in their city homes; in 
the spring they move out to their country homes in 
the groves of palm trees in the oasis. These country 
homes all surrounded by walls but inside have lovely 
gardens. They never cut down a palm tree. When 
a house is built in a grove of palms, they build around 
the tree. It goes on growing just the same. 

Their method of getting water and handling it very 
ingenious and is an illustration of adapting means to 
ends. 

At Ghardaia am told it has rained once in five 
years. There is no dew. The air is very dry and 
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the climate splendid for throat and lung troubles. No 
running surface streams in the desert. In these oases 
there is water—no doubt a subterranean stream or 
lake—usually about twenty-five to thirty feet below 
the surface of the ground. 

In the cities wells are dug down to this water and 
everywhere you see these wells with their wheels or 
pulleys over which the rope runs. The water buckets 
are made of goats’ or camels’ skins and look anything 
but sanitary, These wells are in the streets and are 
used by the community. 

In the country places irrigation is done in a most 
peculiar manner. A high platform is built of con- 
crete. On this platform is one or several open con- 
crete reservoirs. Two high, upright concrete pillars 
support the wheels and rollers for the ropes (made of 
camels’ hair). Between these pillars down through 
the elevated platform is the well twenty-five to fifty 
feet deep. There are one or two large water buckets 





made of skin in the shape of a funnel. These buckets 
are lowered into the water straight out. The water 
runs in the small end of the funnel. By pulling a 
short rope, the small end of the bucket is pulled up 
alongside the water bucket and it is elevated to the 
surface. Then the buckets are swung between the 
concrete pillars, the funnel ends are released over the 
desired tank and the water rushes out. 

The motive power for pulling up these buckets may 
be two camels, a camel and a donkey or two donkeys. 

Alongside of the platform there is a long, declining 
runway (fifty feet) where the camel goes down hill 
as the water load comes up, and then when buckets 
are emptied he saunters up hill as they descend into 
the well. 

From the reservoirs little concrete irrigating 
ditches carry the water where it is needed either for 
household use or the trees and gardens. 

If you wish your country home to have running 
water, you simply erect your concrete water reser- 
voirs higher than your house. 

Everywhere—high and low—these concrete irrigat- 
ing water runways run through the oasis. At the 
time we are there they are all busy irrigating their 
gardens and fields. The sounds of the creaking of the 
water-wheels will always remain in our memories 
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as one of the characteristics of these desert homes. 

Ahmed shows us through a number of these Arab 
country homes. Two stories high; all concrete; all 
with lovely gardens. Over them are the cool, graceful 
palms, and below all kinds of fruit trees and flowers. 
In May, when everything is in full bloom, these homes 
must be like Paradise, with the air full of countless 
sweet odors. 

In each house there is the outside reception room 
where the master receives his male guests and back, 
under lock and key, are the family quarters where 
the women live. The bedrooms are like cells; no win- 
dows; only a door. The bed is a concrete wide shelf. 
They cover these concrete walls with rugs and place 
rugs and cushions on the sleeping places. The Arabs 
have no chairs. It is a poor country for any kind of 
business—no furniture; no hats; cloth and clothes all 
home-made. 

In this country of wonderfully clear, dry air the 





ELIKA, a small 

town near Ghar- 
daia. Note the con- 
crete work done en- 
tirely by the na- 
tives. 


Arabs are almost all tubercular. You hear the dry 
coughing everywhere. Blindness is very common and 
it makes one’s heart bleed to see the blind children 
and those with diseased eyes. All this could be 
changed if they would change their unsanitary habits 
and sleep in houses with windows to their rooms. The 
Arabs who live in tents—although they never bathe— 
are far healthier than those who crowd into the cities. 

A very mixed race, and you see all shades of color 
from coal black men to others as white as Europeans. 

The Arab is cursed by his religion. Taught that 
this world amounts to nothing—only a preparation 
for the next. A _ fatalist—‘‘Kismet”—it can’t be 
helped; God wills it. So he sits in the sun against 
a wall and loses himself in his reveries. 

Then for ages his rulers have so taxed him that it 
is futile to accumulate wealth. Why labor and gather 
to have it taken away? | 

Therefore he has reduced life to its simplest form- 
ula—gets along with the least possible—and looks for- 
ward to his happiness in the next world with Allah 
and Mahomet. 

Our civilization will crowd in upon him. He will 
be driven back into the desert and his beautiful places 
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Finding Hardware Profits 
in Waste Receptacles 


ODERN life demands varied 
i Sanitary equipment much of 
which becomes more or less 
permanent when installed. This, 
however, is not true of galvanized 
garbage pails and ash cans. These 
staple and profitable hardware items 
are among the most active replace- 
ment lines found in the modern re- 
tail hardware stock. Pails should 
be particularly active, as no modern 
housewife will wait 
for her garbage 
container to wear 
out before buying 
a new one. 
Business in these 
lines has always 
been good. Yet how 
many dealers have 
fully realized the 
tremendous market 
channels for these 
products? The 
smaller sized pails 
and cans find a 
ready and continu- 
ous demand from 
private families. In 
the aggregate this 
phase of the mar- 
ket brings a tidy 
profit to the dealer. 
There is, however, 
a stronger, larger 
and more profitable 
outlet. 
For a real pros- 


pect list make a record of all local 
hotels, hospitals, churches, schools, 
apartment houses, clubs, theaters, 
office and city buildings, manufactur- 
ing concerns, restaurants, bakeries, 
the fire department, street cleaning 
department, department of parks 
and playground operators. All of 
these have a disposal problem with 
their garbage or ashes—or both. It 
is a large proposition and each will 





A display of waste containers featured by the Pickering Hardware Co., 
Cincinnati, Ohio. Above, a similar display of the Vonnegut Hardware Co., 
Indianapolis, Ind. 





require several larger size pails and 
cans. One sale to any of these pros- 
pects might easily equal thirty days’ 
business in the general galvanized 
ware trade to the house owner. There 
lies your larger market and it is 
worthy of your immediate personal 
solicitation. 

Circular letters, window displays 
and other forms of advertising will 
help, but do not overlook the value 
and the absolute 
necessity of per- 
sonal contact with 
these_ prospects 
who will order half 
dozens and full 
dozens in the larg- 
er sizes and heavy 
gage. This means 
real money! 

You won't 


sell 


every one on the 
first visit. Follow 
them up. Keep a 


simple record of 
the prospect’s cur- 
rent equipment, fu- 
ture needs and 
probable date of 
buying. Spend any 
spare time, on a 
rainy day, phoning 
as a follow-up on 
calls made in per- 
son. 

This trade won’t 
just come to you, 
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even though these large buyers need 
your goods. Your honest solicita- 
tion on galvanized garbage pails and 
ash cans will meet a responsive note 
with building superintendents and 
others whose duties require at least 
the buying of galvanized ware. 
These men have so many divergent 
duties that your offer of service will 
look good, if properly presented. 

The Samuel McKnight Hardware 
Co., Pittsburgh, Pa.; Pickering 
Hardware Co., Cincinnati, Ohio, and 
the Vonnegut Hardware Co., Indi- 
anapolis, Ind., are three well known 
retail stores, representative of pro- 
gressive hardware merchandising. 
These three firms have been alive 
to the possibilities in this field and 
have had experiences which have 
proved both interesting and profit- 
able. 


Big Turnovers in This Line 


Hugh McKnight of the Samuel 
McKnight Hardware Co., Pitts- 
burgh, reports his galvanized stock 
turns from six to ten times per year. 
Cans and pails are displayed daily 
in the vestibule of the Samuel Mc- 
Knight Hardware Co. Mr. Mc- 
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has done a big business in this line 
with the local board of education, 
local apartment houses and hospitals. 
This has been the quantity trade. 
He is a strong booster for direct 
retail sales work on these items and 
says the dealer who follows this 
practice will make the profits. 

A prominent section of the Von- 
negut Hardware Co.’s housefurnish- 
ings department is reserved for a 
permanent display of galvanized 
ware. B. F. Everroad says business 
in these items has increased yearly, 
the stock turning from eight to four- 
teen times per year. This merchant 
has pushed heavy gage wear, because 
he feels that it will give his cus- 
tomers greater and longer service. 
Some of his customers have been 
buying pails and cans from the store 
for the past twenty years. 

In 1923 the Pickering Hardware 
Co., Cincinnati, turned its galvanized 
stock ten times. Its line is very com- 
plete. A. A. Bonhaus of this firm 
considers garbage pails and ash cans 
as two of his most profitable lines. 
He has done a very large trade with 
hospitals, hotels, factories, nearby 
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municipalities and other large buy- 
ers. This, of course, has been the 
result of honest-to-goodness sales 
effort. His household trade is also 
a big factor. Twice a year Mr. Bon- 
haus features an exclusive gal- 
vanized ware window display. These 
items have a prominent permanent 
place in the Pickering housefurnish- 
ings department. 


Look Over the Field 


A survey of your selling territory 
for these lines will reveal astonish- 
ing possibilities. An intensive sales 
campaign based on your investiga- 
tion will bring some real money into 
the cash box. These buyers, large 
and small, must have garbage pails 
and ash cans. Some one will get 
this business in your town. Will 
it be you? 

As a complimentary service, you 
could offer to paint the customer’s 
name on each pail or can purchased 
at your store. This could be handled 
easily by a boy, using your shipping 
department stencil outfit. Your 
customer’s appreciation would more 
than pay for the extra time and ef- 
fort invested. 
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LABOR TURNOVER 


HERE is another kind of turnover which interests the retailer and the 





| retail clerk. It is the turnover of the man on the job, labor turnover. 
Every time a worker leaves one job and goes to another there are at least three 
labor turnovers involved: his own, that of the man who takes his place and 
that of the man whose place he takes. Incidentally, the latter sallies forth, in 
turn, to take somebody else’s place and so the endless chain keeps on. 


| This labor turnover is a matter of serious consequences not only to the em- 
| ployers but to the men themselves and to the country at large. The American 
| Management Association says that labor turnover costs the country in the 
neighborhood of $900,000,000 annually. In some industries and stores it is as 
| high as 100 per cent a year. That means that for every hundred employees 
working on January first, there are an entirely different hundred next January 
first. 


It costs money to break a clerk in, even though he may have worked before in 
several similar stores. Knowing the location of goods on the shelves is only 
one thing. It is much more important that the new man learn the new store’s 
ways and its customers and their ways. And he cannot expect to be of full 
value to his new employer and hence to himself in proportion as he is not fully 
conversant with his new job. Desirable as quick turnover is on the shelves, 
it is conversely undesirable in the employee. “They all look good when they 
are far away”—no matter whether they be oases in the desert, bathing girls 
on the béach or new jobs. 
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Making the Article Stay Sold 


linked up with the attempted sale of a small 

water filter, the kind which attaches to an 
ordinary faucet. It was a well made article of real 
merit, having several good talking points. One of the 
older clerks was showing it to a hard-headed retired 
farmer of the usual type. “Here is a very useful 
little article,” he said as he placed it in the would-be 
customer’s outstretched hand. ‘“‘Humph,” said the 
prospect, “what’s it for?” “Its a water filter,” was 
the answer. “You just attach it to the faucet and 
the water comes out pure. Mrs. Jones bought one 
last week and she says it’s fine.”’ The old fellow looked 
at it critically. “How’s it made?” he queried. “‘What’s 
on the inside where the water goes through?” “I 
don’t exactly know,” was the answer, “but it’s got 
something in there that takes out all the dirt and 
germs.” The customer glared. “Let me tell you 
something, young man,” he roared. “I ain’t feeding 
my family any water that goes through any contrap- 
tion unless I know what’s inside of it.” “But,” stam- 
mered the clerk, “Mrs. Jones says’’—“I don’t give a 
tinker’s damn what Mrs. Jones or anybody else says,” 
snorted the old man. “I know what’s good for my 
family, and I ain’t taking any chances.”’ With that he 
stalked out of the store. “Good riddance,” snapped 
the clerk, “he’s just an old crab, anyhow.” 

Perhaps he was a crab. Perhaps he was a little un- 
reasonable. However, he evidently had the welfare 
of his family at heart and could easily have been per- 
suaded to buy the filter if the case had been presented 
properly, provided, of course, that the salesman knew 
enough abeut the article to explain it intelligently. 
He was sufficiently interested to ask questions, and 
he only lost interest when his questions were not 
answered. 

This isn’t an unusual case. There are hundreds of 
similar incidents every day in retail stores. In fact, 
there is a woeful lack of knowledge all along the line 
in selling. There is too much use of “hot air” to force 
goods on to customers and too little constructive talk 
designed to make people really understand and want 


() NE of my early experiences in a retail store was 


the merchandise. The general aim seems to be to talk 
the customer off his feet and get the goods sold, re- 
gardless of whether or not they stay sold. Such a 
policy is fundamentally wrong. It is much better to 
have a customer say: “The Smith Hardware Co. sold 
me a wonderful washing machine. It does beautiful 
work, etc.,” than it is for her to say: “I don’t trade 
at Smith’s any more. They talked me into buying 
a machine I didn’t want, and it isn’t any good, etc.” 
The right kind of a sale always build boosters, while 
the wrong kind develops knockers. 

Here are a few things the retail salesman should 
know and be able to explain in an intelligent manner: 

1. What the article is and what it is for. 

2. How it is made and the reasons it is made that 
particular way. 

3. What materials are used and why. 

4. How it differs from competitive articles. 

5. How it can add to the customer’s pleasure and 
comfort. 

6. Wherein it does away with any unpleasant ex- 
periences. : 

7. Why the price is and what it is. 

8. Why its purchase really represents economy. 

9. How to use it to the best advantage. 

10. How to care for it properly. 

Such knowledge bolsters up the salesman’s confi- 
dence, increases his self-possession and fills him with 
enthusiasm. It fits him to talk to a customer in an 
interesting way and to answer his questions quickly 
and intelligently. It likewise breeds confidence in the 
mind of the customer and not only influences him to 
want the article, but insures his thorough knowledge 
of it and its uses. In other words, it makes the article 
stay sold, and merchandise which stays sold creates 
the best kind of advertising any store or any salesman 
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Building Boom Still Growing; 
Prosperity and Higher Prices 


Forecast of i;xperts 


General business prosperity, a con- 
tinuance of the building boom which 
eclipsed all records in 1923 and an in- 
crease in the price of building materals 
of copper, brass and bronze are pre- 
dicted in statements recently issued by 
authorities in the business and build- 
ing fields. 

In a survey recently prepared by 
William J. Moore, president of the 
American Bond & Mortgage Co., under 
the title, “Study of Building Costs and 
Rental Returns,” it is stated that ap- 
proximately $5,000,000 of required 
building will still remain to be com- 
pleted at the end of 1924 and that there 
is $8,000,000 of needed construction to 
be completed to which can be added 
$2,000,000,000 of delayed public con- 
struction, while the capacity of the 
country for building is not more than 
$5,000,000,000 yearly at most. 

The survey also maintains that the 
shortage of skilled mechanics, averag- 
ing almost 50 per cent in the case of 
lathers, plasterers, masons and sheet 
metal workers, together with the ad- 
vancing age of skilled building me 
chancis—more than 40 per cent of the 
carpenters, plasterers, masons, sheet 
metal workers and painters being 
above the age of 45—warrants the con- 
clusion that labor costs in the building 
industry will be maintained at approxi- 
mately present levels. 

A further rise in the price of build- 
ing materials of copper, brass and 
bronze, some of which show a present 
increase of more than 300 per cent over 
the prices of 1914, is predicted in a 
survey recently issued by the Copper 
& Brass Research Association, 25 
Broadway, New York City. 

According to the survey, prices of 
materials made of copper, brass and 
bronze have advanced less during the 
past ten years than prices of any other 
building materials. Sheet copper and 
copper wire advanced but 4 or 5 per 
cent during that period. 

Continuing, the survey says: 

“Records show that the largest vol- 
ume of building is contracted for and 
under way during the first three 
months of the year. So it is only 
natural that the present impetus will 
not be maintained during the summer 
and fall. Normally the early summer 
sees a recession and the fall a slight 
increase. In a normal year the first 
quarter represents about one-third of 
the yearly total. 

“The principal factors in the unusual 
activities for 1924 have been the con- 
dition of the money market, the large 
carry-over of projected building from 
1923 and the open winter. 

“There are indications, however, of 
a recession in the present boom. Labor 





and materials have shown a _ steady 
advance. Further increases in these 
fields are to be expected. Such ad- 
vances affect construction volume to a 
large extent. 

“While the peak of the boom un- 
doubtedly will be reached this year, the 
decline will be gradual. Construction 
for the next five or six years will 
greatly exceed that of pre-war periods.” 

That there is reason for optimism 
regarding the business outlook is the 
opinion of Landon P. Smith, president 
of Smith & Hemenway Co., Inc., Irving- 
ton, N. J., in a statement following an 
extended trip in the South. 

Mr. Smith said: 

“The wonderful growth in industrial 
and agricultural development is nothing 
short of marvelous. It has been over 
twenty years since I visited the sub- 
urban sections of the various southern 
cities. Handsome boulevards’ with 
large estates and beautiful residences 
are extended what was formerly the 
rural districts. Furniture factories, 
iron and steel works, woodworking 
plants, textile mills of every descrip- 
tion, leather manufactories and other 
big industrial enterprises have sprung 
up as if by magic. 

“Conditions in Florida were some- 
what depressed due to the low prices 
of the citrus fruit. These were more 
than offset, however, by the large in- 
flux of tourists. The winter trade in 
Florida as expressed by most of the 
wholesale dealers is satisfactory. 

“In Georgia and Alabama the spring 
trade has indeed been good, and the 
merchants have placed great confidence 
in the business outlook. In Georgia 
the cotton crop was somewhat ravaged 
by the boll weevil epidemic, but the 
situation was saved by the high prices 
of cotton. The fruit crop by Georgia 
was considered good, as was apparent 
by the farmers’ opinions. 

“Texas, having raised a bumper crop 
last year with high prices, is feeling 
the results of good business. The trade 
is inclined to look for a banner year 
for 1924. 

“In visiting Cuba, conditions were 
found to be highly satisfactory, raw 
sugar bringing prices that had not 
been enjoyed for a number of years. 
The merchants of the island hold the 
opinion that this year’s business will 
be very flattering. 

“Here cotton buyers from Germany, 


France, England and Belgium are seek- 
ing to fill all their requirements. Cotton 
is in enormous demand with resultant 
high prices. This has a tendency to 
increase the purchasing power of the 
South to a greater extent than has 
been possible in the last few years.” 








Own-Your-Own Home Show 


Draws Crowds in N. Y. C. 


More than one hundred manufac- 
turers of building materials and equip- 
ment used in the construction of homes 
exhibited at the Sixth Annual “Own 
Your Home” Exposition, held at the 


69th Regiment Armory, New York 
City, April 19 to 26. The exposition, 
which was largely attended, was 


marked by the unusual variety and 
extent of the exhibits, and included 
building materials, ceramic tile work, 
clay products, lumber and wood prod- 
ucts, stone masonry, concrete products, 
equipment for sanitation and plumbing, 
heating and ventilating material and 
equipment, electrical equipment and ap- 
pliances, gas appliances, nursery and 
garden equipment and interior decora- 
tions. 





Edward B. Mears Celebrates 
60 Years of Business 


For the purpose of commemorating 
his sixty years of business life, Edward 
Mears, director and former vice- 
president of Edward H. Tryon Co., 
Philadelphia, Pa., has recently issued 
in pamphlet form a brief biographical 
sketch of his career. 

Mr. Mears was born in Philadelphia 
Dec. 20, 1840, and was educated at the 
Germantown Academy. He enlisted in 
the Fifteenth Pennsylvania Cavalry on 
Aug. 22, 1862, and, after serving in the 
Civil War with distinction, was wound- 
ed and discharged from service in 1863. 
He entered the employ of Tryon & 
Bro., as the Edward K. Tryon Co. 
was then known, in 1864 and became a 
member of the company in 1868, at 
which time the name was changed to 
Tryon Bros. & Co. In 1905 Mr. Mears 
was elected a director and vice-presi- 
dent of the company, retiring from the 
vice-presidency in 1917, remaining, 
however, a director. Mr. Mears is still 
in excellent health and is at his desk 
every day. 


C. S. Arms to Leave 
Wickwire-Spencer 


Clarence S. Arms, for eight years 
superintendent of the Palmer works, 
Palmer, Mass., of the Wickwire-Spencer 
Steel Corporation, will resign, effective 
May 1, to become associated with the 
Wheeldon Wire Co., West Brookfield, 
Mass. Henry K. Swinscoe, superin- 
tendent of production at the Clinton 
Works of the Wickwire .Corporation, 
also will resign on May 1. He has not 
made definite plans for the future. 


Fraser Heads Saal Radio 


H. C. Fraser has been appointed 
manager of the radio division of the 
H. G. Saal Co., Chicago. He was for- 
merly connected with Lord & Thomas, 
and more recently with the Goodyear 
Tire & Rubber Co., in dealer service. 
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Toward Serew Driver 


Simplification 
Through questionnaires sent out by 
the American Hardware Manufac- 


turers Association, manufacturers of 
screw drivers have indicated that they 
believe that too great a variety is being 
made of this commodity. As a sequel 
to the association’s action a preliminary 
meeting was held in the Hotel Biltmore, 
New York City, Wednesday, April 30, 
to discuss a plan for simplification of 
styles, patterns, sizes, and finishes. As 
a result of this meeting, it is expected 
that a meeting will be called later by 
the Division of Simplified Practice, 
Department of Commerce, which has 
been cooperating in the movement to- 
ward elimination of excess variety. 

Invitations have been sent out to 
Henry Disston & Sons and North 
Brothers Manufacturing Co., Philadel- 
phia; Stanley Rule & Level Co. of New 
Britain, Conn.; Mayhew Steel Products, 
Inc. of New York; Peck, Stow & Wilcox 
Co., Southington, Conn.; Sargent & Co. 
of New Haven, Conn.; Cassady-Fair- 
bank Manufacturing Co. of Chicago, 
Ill.; Braunsdorf-Mueller Co. of Eliza- 
beth, N. J.; and the Bridgeport Hard- 
ware Manufacturing Corporation, 
Bridgeport, Conn., as a committee to 
discuss in a preliminary way the possi- 
bilities of simplifying the excessive 
variety in this product. 


H. M. Wallis Resigns from 
J. I. Case Plow Works 


Harry M. Wallis, since 1892 presi- 
dent of the J. I. Case Plow Works Co., 
Racine, Wis., resigned April 15. In 
his letter of resignation he said that 
for three years he devoted practically 
his entire time without compensation 
in an effort to bring about a reorgan- 
ization for the best interests of bank- 
ers, stockholders and all others inter- 
ested, but sincerely regretted that his 
efforts had been unsuccessful. Mr. 
Wallis is a son-in-law of the late 
Jerome I. Case, founder of the Case 
company, as well as the J. I. Case 
Threshing Machine Co., Racine. 


Clarinda Mfg. Co. 
Enlarges Plant 


The Clarinda Manufacturing Co., 
‘Clarinda, Iowa, manufacturers of elec- 
tric washing machines and lawn mow- 
ers, has erected a two-story L shaped 
addition to its present factory. he 
total frontage of the addition is 150 
ft., the width is 36 ft. Machinery is 
being installed which will add greatly 
to the production capacity of the — 

The company reports a very heavy 
manufacturing schedule of lawn mow- 
ers during the past winter which is to 
be kept up throughout the spring 
months. A new cylinder type electric 








Movement Under Way 
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washer is also to be brought out in 
the near future as an addition to the 
washing machine lines. This will be 
a cabinet type machine, with simple 
mechanism and special wringer fea- 
tures. 





B. L. Sommer Now President 
Keystone Steel & Wire Co. 


B, L. Sommer has been elected to the 
presidency of the Keystone Steel & 
Wire Co., Peoria, IIl., to fill the vacancy 
caused by the death of his brother, P. 
W. Sommer. Mr. Sommer formerly oc- 
cupied the position of secretary and 
treasurer of the company and in his 
new capacity as president will continue 
to function as treasurer. D. P. Sommer, 
a nephew, who has been the assistant 
secretary will act as secretary until a 
definite appointment can be made. 





Hibbard, Spencer, Bartlett 
May Change Location 
in Chicago 


Agreements effected between the City 
of Chicago and property holders along 
South Water Street and the river 
practically assures the boulevard ex- 
tension plan which has been under dis- 


cussion for some _ time. Hibbard, 
Spencer, Bartlett & Co., wholesale 
hardware jobbers, represented’ the 


largest investment in real estate in the 
disputed district and this company has 
finally agreed to accept from the city 
$3,900,000 for their building and land. 
A fair estimate of $5,000,000 was 
placed on the property but the company 
offered it at $4,500,000 and just recent- 
ly compromised by accepting the city’s 
offer of $3,900,000. 

About 85 per cent of the property 
holders have now agreed to the city’s 
plan and it is believed the remaining 
number will soon fall in line. It is 
now necessary for the city to put a 
bond issue before the voters and have 
the transaction authorized before any 
of the property along the river will be 
taken over. The city, it is understood, 
hopes to have the street widened and 
double decked within three years’ time. 

At the present time Hibbard, 
Spencer, Bartlett & Co. has made no 
announcement where their new quar- 
ters will be located in case the voters 
approve the transaction and the city 
actually takes over the property, as 
the moving date is problematical. 





Wapak Hollow Ware Co. 
Denies Rumors 


Recent rumors to the effect that the 
Wapak Hollow Ware Co., manufacturer 
of cast iron cooking utensils, Wapa- 
koneta, Ohio, is planning to discontinue 
the manufacture of its line of cast 
iron cooking utensils are entirely un- 
founded, according to recent statement 
by the company. 


| 











10% Radio Tax 
Arouses Storm 
of Protests 


Associations and Individuals Unite 
in Condemning Unpopular 
Measure 


Immediate, spontaneous hostility of 
the public against the proposal in the 
Revenue Bill, now pending in the 
United States Senate, to impose a 10 
per cent tax on radio sets, parts, and 
accessories has been expressed by 
letters, telegrams and _— editorials 
throughout the country, according to a 
recent statement by William H. Davis, 
chairman of the Emergency Radio Tax 
Committee, 165 Broadway, New York 
City. 

Mr. Davis was careful in this con- 
nection to call attention to the fact 
that he and the National Radio Cham- 
ber of Commerce are merely acting as 
the clearing house for the tremendous 
flood of communications evoked 
throughout the nation by the suggested 
financial measure. The National As- 
sociation of Broadcasters, the National 
Radio Trade Association, the American 
Radio Association, and a host of other 
organizations made up of youths inter- 
ested in radio, farmers’ associations, 
dealers in wireless equipment, manu- 
facturers, jobbers and welfare and 
charity organizations providing enter- 
tainment to crippled veterans and 
needy ill in hospitals, are taking a lead- 
ing position in the fight. 

“There has been no favorable ex- 
pression of opinion in regard to the 
radio tax,” said Mr. Davis, “The only 
argument, advanced for the tax is that 
the money must be raised somehow. 
Against this, criticism is expressed 
everywhere against imposing this tax 
on‘an industry just struggling to its 
feet, with an enormous amount of 
development and standardization con- 
fronting it, and no solution yet offered 
for the great problem of broadcasting. 

“Such a tax as proposed would, it is 
contended, have an adverse effect on the 
tendency to improve product and 
reduce prices, a most deplorable condi- 
tion, especially when taken in connec- 
tion with the fact that the manufac- 
turers could not absorb the taxes which 
would have to be passed on to the con- 
sumer with all the intermediate in- 
creases inevitable in such a process. 

“The public resentment, meantime, 
is certainly out of all proportion to the 
amount of income that can be expected 
to result from the tax. The only ex- 
planation for this is that the tax 
.proposal affects directly a source of 
information and culture in American 
homes scattered throughout the entire 
voting area of the United States, and 
one which the public have thought of 
as a great, free blessing, costing only 
the price of the receiving set.” 
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Obituary 





George M. Clark 


George M. Clark, pioneer manufac- | 


turer of gas and oil stoves, and a promi- 


NEWS | 








| 


| 
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nent figure in the business world, died | 


on April 5 at the Evanston Hospital, 
Evanston, Ill., in his eighty-second 
year, following an attack of pneumonia. 

Mr. Clark came to Chicago in 1864 
and secured employment with the firm 
of Cresar, Adams & Co., manufacturer 
of railroad equipment. When the fac- 
tory was consolidated with Dane, 
Westlake & Co., under the name of 
Adams & Westlake Mfg. Co., Mr. Clark 
became superintendent, and it was here 
that he first began the manufacturing 
of oil stoves in 1878. 

Some years later, in 1881, he formed 
a partnership with John McGregor 
Adams of the same company, and while 
still in its employ, began the manufac- 
ture of Jewel gasoline stoves. In 1885, 
he sold his interest in the Adams & 
Westlake business, and, after taking 
over Mr. Adams’ interest in his own 
concern, he changed the name of the 
business to George M. Clark & Co., and 
devoted his entire energies to the manu- 
facturing of Jewel gasoline stoves. 

When the American Stove Co. was 
formed, in 1902, George M. Clark & Co. 
became one of its “divisions,” and for 
three years, 1908, 1909 and 1910, Mr. 
Clark served as its president. At his 
death he was chairman of the board 
of directors. 

Mr. Clark leaves a widow, Mrs. Eliza- 
beth Clark, one daughter, Miss Alice 
Clark, and one son, Robert K,. Clark, 
who last year succeeded him in the 
active management of the George M. 
Clark & Co. division. 





Albert L. Swett 


Albert L. Swett, owner of the A. L. 
Swett Iron Works, Medina, N. Y., died 
April 12, in Medina, from the effects 
of an automobile accident which oc- 
curred last September. He was born 
near Medina in 1850 and after studying 
at Medina Academy, took a position 
with the Bignal Co., a Medina foundry. 
With W. H. Sampson he began the 
manufacture of hardware specialties in 
1873 under the name of Sampson & 
Swett. In 1889 Mr. Swett became sole 
owner and the firm name was changed 
to the A. L. Swett Iron Works. In 1898 
he founded the A, L. Swett Electric 
Light & Power Co., which became the 
a New York Utilities Co. in 
1916. 





Edwin Cowles Spear 


Edwin Cowles 5 oak treasurer and 
general manager Cheney Bigelow Wire 
Works, Springfield, Mass., died recently 
at his home in that city at the age of 
sixty-eight. Mr. Spear was born in 
Chester, the only son of David Cowles 
and Melvina Elizabeth (Pomeroy) 
Spear. Early in life he was associated 
with the dry goods business, but sub- 

















sequently became bookkeeper and pay- 
master of the Cheney Bigelow Co. In 
1898 he was made manager and later 


_ treasurer and general manager. 





R. P. Swart 


R. P. Swart, salesman for the Van 


| Camp Hardware & Iron Co., Indian- 


apolis, Ind., dropped dead of heart fail- 
ure en route to the _ Saturday 
morning, April 12. Swart had 
been a part of the es organization 
of the company for a number of years. 





Congoleum Co. to Hold 
Display Contest 


Ten Ford automobiles and numerous 
other valuable awards, including a $12 
camera, for each contestant, are to be 
distributed by the Congoleum Co., Inc., 
1421 Chestnut Street, Philadelphia, 
Pa., to winners in its Gold Seal Con- 
goleum Window Display Contest, to be 
held May 1-31. 

In order to give all retailers an equa) 
chance, the contestants are to be 
divided into two divisions, as follows: 
Merchants in cities of 25,000 or more 
population; merchants in cities of less 
than 25,000 population. 

Every window display must feature 
Gold-Seal Congoleum and must be on 
view for not less than one week, be- 
tween May 1 and May 31, 1924. 

Every photograph entered must bear 
on the back the following information: 

The period during which the display 
appeared; name and address of firm 
entering the photograph; name and 
position of the individual who is to re- 
ceive the award. 

The awards, total value of $25,000, 
include: 

2 Ford sedans to the two best win- 
dows. 

3 Ford touring cars to the three next 
best windows. 

50 traveling bags to the fifty next 
best windows. 

$12 cameras to all other contestants. 

The judges, who it is said, will be 
three nationally known Americans, will 
base their decisions on the effectiveness 
of the display from the passerby’s point 
of view. Entries are to be mailed to 
the company’s New York office, and ad- 
dressed to the Congoleum Window Con- 
test Bureau, Room 814, 381 Fourth 


Avenue. 


W. C. Allen with Oakes Co. 


The Oakes Co. of Indianapolis, Ind., 
manufacturers of Oakes spare tire and 
spare wheel locks, announces the ap- 
pointment of W. C. Allen to serve as 
assistant to F. E. Glass, sales manager. 
Mr. Allen was formerly on the editorial 
staff of the Indianapolis Star and has 
also served as house organ editor of 
the Cole Motor Car Co., in the advertis- 
ing departments of Apperson Brothers 
Automobile Co., and King Motor Car 
Co., and as sales manager of the Per- 
fection Windshield Co. 








Middle Western “News 


O. A. Irwin is the new owner of the 
Oscar McKinney Hardware Store, 
Clarks Hill, Ind. 





C. H. Bakemeier, Indianapolis, Ind., 
retailer, suffered small fire loss recently. 





George Black, formerly with Stehle 
& Shively, Rochester, Ind., has pur- 
chased a half interest in the Max Bailey 
Hardware Store, same city. The firm 
name will be changed to Black & Bailey. 


James Colbert, Mishawaka, Ind., 
business to E. S. Addison. Change of 
ownership took effect March 1, 1924. 
Mr. Addison will conduct the business 
under the firm name North Side Hard- 
ware Co. 





Ivan Little has purchased _ the 
partnership share held by Charles 
Frame in the D. Frame Hardware 
Store, North Manchester, Ind. Charles 
Frame and his brother Gus have con- 
ducted the business since the death of 
their father several years ago. The 
senior Mr. Frame founded the business 
fifty years ago. 

Irving W. Tuthill, hardware mer- 
chant, Richmond Hill, N. Y., has been 
elected president of the Richmond Hill 
Board of Trade. Mr. Tuthill has been 
a very active participant in civic mat- 
ters, a charter member of the board 
and was its vice-president last year. 


The Bifliex Products Co., Waukegan, 
Ill, and the L. P. Halladay Co., 
Streator, Ill., both bumper manu- 
facturers, have merged their interests 
according to a news report. 





Benjamin and William Kaupfer have 
purchased the retail hardware business 
of Rossman and Wunderlich, Columbia 
City, Ind., and will operate the business, 
hereafter as the Raupfer Hardware Co. 


Ray Holland, Editor “Field 
& Stream 


Ray Holland, who for many years 
was vice-president of the American 
Game Protective Association, has 
recently become editor of Field & 
Stream, succeeding H. S. Watson, who 
has resigned because of ill health. 


Horton Mfg. Co. Buys Out 
Michigan Washing Machine 
Concern 


The Horton Mfg. Co., Fort Wayne, 
Ind., has purchased the ‘good will, pat- 
ents, trade names, Leet ot etc., 0 
the Michigan Washing Machine Co. “ 
Muskegon, Mich. Henceforth the wash- 
ing machines of the latter company 
will be sold under the trade name of 
the Fort Wayne concern. Rich- 
ards, formerly secretary of the Horton 
Mfg. Co., Fort Wayne, Ind., has re- 
signed to enter other lines of business. 
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Manufacturers Need More Dealer Contact, | «can'sncrease his volame of business 


_ with each dealer if he makes the neces- 


W atts Tells Chicago Ad Men | sary intensive effort.” 


The rising costs of distribution are | tact with the consumer—the retailer’s B's ee Oe. - ° 
caused by too much duplication of sell- | store,’ Mr. Watts said, “is needed.” N. P. 0. & V. Ass n Convention 
ing machinery, according to a recent An example of the necessity for Date 
statement by F'rank E. Watts, director | creating better merchandising methods Invitat; oil f 
of distribution and publicity of the! was given in the discussion of the h gg oc Pa; a .OF 
Apex Electrical Co., Cleveland, Ohio, | great waste of direct-mail material and ree seat aint, Oil and Varnish 
in a talk before the Advertising Council ; so-called “dealer helps” with which the | age eo eae en haan age at 
of Chicago. | retailer is deluged. | the ena mega otel, Atlantic. aed 

“If I had 5000 intelligent, aggressive “Instead of being shown how in- October 20-22, 1924, have been issue 
retailers who understood my product,” | telligently to use this material,” he by the secretary’s office. 
said Mr. Watts, ow ages ager P yoann cone “the essay is sag with it. : 
my advertising and who really sold my e gets more than he wants, more oe 
goods, I pe so worry about the =~ oe yar w for, more than he can use. Webber Now with 
of the retail outlets.” Mr. Watts also | Most of them get a profit out of it ‘ . 
asserted that there are too many | only if they have a baling machine Landers, Frary & Clark 
dealers and jobbers, and expressed the ; with which to dispose of waste paper.” H. H. Webber, Cleveland, has recent- 
opinion that better stores and better Mr. Watts suggested that less ‘“‘tell- | ly been appointed sales representative 
cooperation between the manufacturer | ing the world” and more selling the | for Landers, Frary & Clark, New 
and dealer are the solution for the | individual would help to get improved | Britain, Conn. He will cover Ohio and 
house looking for more volume, rather | work from the retailer. The dealer | Indiana, making his headquarters in 
than a multiplication of retail connec- | should be educated in the fundamentals | Cleveland. 

















tions. _of merchandising and _ shown the Mr. Webber was with the Raymer 
“More intensive effort on the part of | significance of rapid turnover in estab- | Hardware Co., St. Paul, Minn., for the 
the manufacturer at the point of con- ' lishing profits. past seventeen years. 


Use ’Em Yourself to Sell “Km 


UMN—-IF THEY'RE SO GOO0D-S FUNNY 


YOU DONT USE 'EM YOURSELF-I 
HAPPENED TO NOTICE A DIFFERENT 








YES, SiR-REE 
THA THE BET 













YOU SAY JLtL 
GET GOOD NILE- 
AGE OUT OF THAT, 


SAY—J'D LIKE 
TO GETA 
TIRE 













—— 





\ 








a) 












































GOSH THOSE TIRES CAME WITH THE CAR | |\BILL CHANGES OVER} I'M TELLING YOU— 
BUT-I GOTTA ADMIT IT MAY HAVE | | — ZA USE EM YOURSELF 
OUNDED FisH Y TO THAT CUSTOMER : 70 SELL 'EM 


WELL, HERE’ | : 
: agg ead OWN WARDWARE 
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Kelly Demands Higher Postal Salaries 
and Parcel Post Rates 


Author of Price Protection Bill Opposes Increase in Second 
Class Postage—Parcel Post Big Subsidy 


(WASHINGTON, D. C., April 28, 1924.) 

4 YHE controversy concerning the 
present inadequate scale of com- 
pensation of postal employees and 

the discriminatory parcel post rates 
which are alleged to be far below the 
cost of the service broke out on the 
floor of the House during the past week. 
Representative Kelly of Pennsylvania, 
well known to the readers of HARDWARE 
AGE as the author of one of the pending 
price protection bills, appeared as the 
champion of the postal employees, as 
the vigorous assailant of existing 
parcel post rates and the eloquent 
defender of the publishers of news- 
papers, magazines and trade journals 
whom the Post Office Department is 
seeking to saddle with an additional 
load of something like $5,000,000 per 
annum. 

Mr. Kelly is one of the most experi- 
enced members of the House Post Office 
Committee and is the author of a bill 
which would raise the compensation of 
postal employees by about $75,000,000. 
This increase, he declares, is absolutely 
necessary to retain experienced men in 
the service and to provide fairly com- 
petent successors for those who die 
or resign. 


Bill Provides More Revenue 


The Kelly bill does not stop with 
raising salaries, however. It proposes 
an increase of parcel post rates that 
would provide at least $80,000,000 
additional revenue so that it would not 
be necessary to place upon the shoul- 
ders of the taxpayers at large any part 
of the cost of doing justice to the postal 
employees, 

Mr. Kelly criticized sharply the 
course pursued by the Post Office De- 
partment which proposed to relegate 
the question of postal pay and postage 
rates to a Congressional Commission. 
Past experience has shown that such 
commissions move slowly and usually 
present inconclusive or otherwise un- 
satisfactory recommendations. 

The only reason for referring the 
question to a commission, Mr. Kelly 
pointed out, was to obtain information 
concerning costs which in his opinion 
the department should have gathered 
long ago. This failure has in no way 
been due to the fault of the underpaid 
workers. 

“To attempt to stave off the answer 


for Mail Order Houses 


By W. L. CROUNSE 


to their just demands on any such 
excuse,’ said Mr. Kelly, “does not 
square with the conscience of Congress 
or the American People. The postal 
workers cannot stave off their own costs 
of living and they need no extra time 
to be convinced that those costs are 
tragically above the salaries they re- 
ceive for faithful and devoted service to 
Uncle Sam’s greatest enterprise.” 


A Sorry Joke on Postal Employees 


Analyzing Postmaster General New’s 
proposed increased scale of compensa- 
tion ranging from $100 to $200 per an- 
num, Mr. Kelly pointed out that in the 
majority of instances this would mean 
an increase in salary of about 28 cents a 
day. Such an increase, he declared, 
would be but a sorry joke. 

As indicating conditions that exist 
throughout the postal service he read 
a letter from a carrier working in one 
of the large cities who for a long 
period, owing to expenses incident to 
the illness of his wife, was obliged to 
work five hours per day in a hardware 
store thus increasing his salary by 
about $50 per month. This man’s 
daughter worked in a department store 
on Saturdays and during the summer 
and holiday vacation periods to help 
make ends meet. 

In speaking of the hazards of the 
service, Mr. Kelly cited the fact that 
accidents were so common in the rail- 
way mail service that when 20,000 rail- 
way mail clerks start out on their 
duties on Jan. 1 it is absolutely certain 
that one of every seven of them will 
be killed or injured before the next 
New Year’s Day. The United States 
Public Health Service, which recently 
compared the morbidity rates of nearly 
20,000 mail carriers with those of in- 
dustrial employees, found that the 
carriers’ average rate of sickness is 
57.7 per cent above that of the indus- 
trial workers while the rate of heart 
affliction above the industrials is 154 
per cent, largely because the carriers 
are required to carry a heavy mail sack 
on the left shoulder. 

As indicating the niggardly treat- 
ment of the postal employees by Con- 
gress, Mr. Kelly quoted from a recent 
report by the Postmaster General a 
statement in which it is frankly ad- 
mitted that the service largely depends 


upon the willingness of the employees 
to give more than a fair day’s work to 
maintain the efficiency of the service. 
This extract is as follows: 

“There is probably no service either 
private or governmental other than the 
Postal Service which has the capacity 
for taking on new business without a 
proportional increase in force and 
established facilities. This ability is 
phenomenal, as was shown in the 
assimilation of the parcel-post business 
with the mails and its. successful 
handling notwithstanding its rapid 
growth. The reason lies largely in the 
organization of the department and the 
service, its adaptability as well as effi- 
ciency, the versatile character of its 
genius, and the spirit of its personnel 
which is preeminently that of service. 


Big Increase in Business 


“But during the year this ability was 
severely taxed by the extraordinary in- 
crease in business under appropriations 
inadequate to meet even the average 
normal growth. Furthermore, to use a 
descriptive simile, the service has taken 
on new business under these conditions 
to the point of saturation. This is 
shown by the increase in the weight, 
volume, and extent of the mails as com- 
pared with the increase of the personnel 
to handle them. 

“The facts show a vast increase in 
the business handled. This has been 
done with a much less increase in force 
proportionately. 

“This new business was measured 
by an increase of $47,974,384.38 in 
revenues, or 9.89 per cent, as contrasted 
with a past average of 7 per cent and 
of 4.61 per cent for the preceding year. 
For the first nine months of the fiscal 
year the increase in revenues was 10.17 
per cent. To care for this volume ot 
business the appropriations for the 
entire service was 1.61 per cent less 
than for 1922.” 

Mr, Kelly then proceeded to analyze 
existing rates of postage. Taking up 
first-class mail he emphasized the fact 
that the present rate of two cents per 
ounce was fixed more than forty years 
ago, the war time measure of an addi- 
tional cent having been a taxing pro- 
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Spading Forks | Plow Files Spray Time 
Right size, phape —— yo = A ; Sprays as pictured, one 
quart sise, 6fc; large 


and Ww eight. Easy aight ; 
— fu tae J in 40 sharp i Soke ‘s size, galvanized ~ we en- 
oe], ao e. ae in files ] sure, tank, with nozzle $8 


poo hy ee0 $6; in brass a! 
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Pig Rings Field Fenée Dairy Needs 
Also erage won't Any weight or height, mesh- | Heavier metal for heavier 
~ x , —, = al tor — a. —_ service and now ute 
rings and ‘orceps 40: try wire, in many sises ana _— po wything. ~ in en overs 
(or aisle prices # at every pr 
By WALLY LANGERFELD Parcel Post brings our store to your door 


For special service, write Dept. D. E 


HARDWARE AGE is to give hard- ment you send in will 

ware dealers who advertise an_ receive attention. It 
opportunity to have their advertise- will either be repro- 
ments and advertising methods gone duced in HARDWARE 
over in a practical way and to make AGE accompanied by INCORPORATED 
suggestions as to just how their ad- constructive sugges- 
vertising may be improved in order tions or else the sug- 
to accomplish the desired results. gestions will be sent 


fhe purpose of this section of Every advertise- 























An advertisement from Greensboro, N. C., that 
pictures, tells and sells the merchandise 
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to the sender without delay. 


Phone Housefarnishing We believe that the time has come 
~ Treman, King & Co. sas area when the advertising of the hard- 


, ware dealer should be brought up 


C+ j ) y/: / ) to the same standard of efficiency 
“4 as that of the department store, the 
for iy Time ectri Ca \ specialty store or any other com- 


i peting store. It has been clearly 











Pleasure and happiness go hand in hand with the woman who has surrounded herself with electrical i ; S Ww 
soeenete + me, economical and practical, they make home work a joy and cut down the Ni demonstrated within the past fe 
housework hours. years that competing stores adding 


hardware lines are getting profitable 
returns; returns which should be go- 
ing to the hardware dealer, and are 
not going to him now simply be- 
cause he is not advertising in a way 
that will bring results: 

It is not our intention to run a 
“blarney” column, or, on the other 
hand, to hold any man’s work up 
to ridicule. This section is designed 
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Universal Excelsior 
Electric Washers Electric Stove 





ae new “Eclipse” carries ne 








refinements Full cabinet blue enamel fin- 
por release foot 5 eomins ish, rm ge mechanism of au- and Toaster ° ° ° ° 
handle, removable brush, tomobi ction, ears rn with the very important mission of 
bearings nozzle adjustable to rour pny bo beget Page: r grease, no belts Has chrome wire heating unit, re gi > sap 
positions, Geneve MO Oe Seaiey feature’ yee should see | Temovable grate for cleaning, etc. building up better advertising for 
gear driven Universal features you should see | Complete with cord and two-piece 
sluminum pan, wich on handle Washing ia your home. | attachment plug, hardware customers, and whatever 
reams 460- *45.28 Ts «6 #45022 A. appears in it will be handled with 


all the seriousness that the situa- 








; tion demands. 
if It’s an Electrical Appliance We Have It y We will show advertisements that 


Electric Curling Irons, Grills, Toasters, Perco:ators, Urns, Waffle Irons, Chafing Dishes, Water Heat- , é ; 
ads, Vibrators, Hair Dryers, Immersion Heaters, Baby Milk Warmers, Sewing Machine \ will assist all dealers in getting 
J} hetter results. For that reason we 





Motors, Washers, Clothes Ironers, Table Lamps, Floor Lamps, Boudoir Lantps, Mazda Lamps. 


Domanco Electric Irons . . *5 | Star Electric Room Heater ‘S| jj prefer to have copies of advertise- 


Guaranteed For Lifetime Fully Guaranteed : P 
VISIT OUR CHINA AND GLASSWARE DErARTMENT — 4TH FLOOR yj ments that have disappointed you 
Complete 


secant TREMAN, KING & COMPANY pe \ in their results just as much as 
those that you feel were worth while. 


ee NON IN IN NN PAN =a 48 Newspaper advertising necessarily 


Can you improve upon the price arrangement of this Ithaca, N. Y., firm’s namef comes first, but we intend to make 
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Here is a chance for all 
splendid outfit of d 
savings. Every housekee 


ht and shiny. This special sale includes most every 
ing requirement and at 








ROASTERS 
$2.35 to $430 


cAdam Vand 








PICTON 


of Aumann Wi 


qod housekeepers to secure a 


per 
is the most desirable cooking utensil, at, to keep 
prices they wil! ae meade. 





DOUBLE BOILERS 





MAKE THIS STORE YOUR HARDWARE STORE 


have in connection 
with your advertising 
which they were in- 
tended to solve. 

For instance, you 
may have run a spe- 
cial series of adver- 
tising or a special] ad- 
vertisement to sell 
some particular arti- 
cle or line which did 
not bring the results 
you anticipated. Or 
you may have an ad- 
vertisement that did 
splendidly for you. 
Either or both will be 
welcomed. For the 
advertisement that 
did not get results 
there is always a rea- 
son, and there is gen- 
erally a way of re- 
handling the advertis- 
ing which will accom- 
plish what it was in- 
tended to do. 

Perhaps the great- 
,. est fault and the one 






WATER PAILS 
$1.35 to $2.25 


$1.25 to $2.75 








Price talks—but description invites buying 


this section equally available and 
useful to the user of any form of 
advertising for hardware customers, 
whether it be in the nature of let- 
ters, folders, circulars, store papers 
or newspaper advertising. 

Send in one or more advertise- 
ments, and they may be of any form 
of printed advertising. We would 
prefer to have a letter with them 
telling us how you succeeded with 
them or whatever problem you may 
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How Do You Display 
Your Sereen Cloth? 


season for wire screens is about due and the 

wise hardware merchant will display his seasonal 
goods as effectively as possible and as early as possible 
in spite of the backward season that has afflicted trade 


fi HE open 


this year. 


The accompanying illustration of a screen cloth rack 
may be used by any dealer in any sized store in the coun- 
This photograph was taken at the Baltimore Hard- 
ware Co., Baltimore, Md. This is a steel rack mounted on 
Since its use the Baltimore Hard- 
ware Co. is reported to have materially increased its use 


try. 
a wooden seed box. 


of screen wire. 


The rack might be somewhat improved by suspending 
the rolls of wire by their rollers instead of placing the 
wire directly on the rack. Why not try something similar 


to this vourself this year? 


Th ‘ TIT " 
i 





that goes the longest 
way in defeating the 
purpose of an ad- 
vertisement is in the way in which 
it is arranged and laid out. Many 
an excellent idea has been buried 
away in a hurriedly or mistakenly 
constructed bit of copy. 

It is really surprising how easily 
the proper way of arranging an ad- 
vertisement may be accomplished. 
Yet in many cases the advertiser 
in his eagerness to get his ideas 
into type overlooks the necessary 
things that make his advertisement 
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readable, effective and a direct aid 
to sales. 


When to Send Your Ads 


You can probably remember sev- 
eral advertisements you ran recently 
that either fell short of what you 
expected them to do and you also 
remember others that brought in the 
trade. In both cases you may not 
know exactly why, for often the ad- 
vertisement that you expected most 
from turned out poorly, while another 
that you hesitated to put through 
panned out well. Right now, while 
you are thinking of it, don’t forget 
to send us in one of each kind, a 
success and a failure, and tell us 
in a few words just “what was 
what” about each of them. Natural- 
ly, we expect a very large number 
of advertisements to be sent in and 
we will have to take up each one 
in turn, so that the first we receive 
will get the earliest attention. 

Don’t forget that your advertise- 
ments are salesmen and that they 
are representatives of your store just 
as much as are the men behind the 
counter. The only difference is that 
the advertisements reach more pros- 
pective customers in a day than any 
single salesman could ever hope to 
reach. It therefore stands to reason 
that anything you can do to improve 
your advertising will be of decided 
benefit to you and your store. Why 
not let us hear from you about your 
advertising problems. 

Just address your letter with the 
advertisements inclosed to HARD- 
WARE AGE, 239 West Thirty-ninth 
Street, New York City, attention of 
Wally Langerfeld. 
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Builders’ Hardware from 


the Ground Up 


By W. N. THOMAS 
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HE material of which an article = | Metals it is cast it is heated in a special fur- 

is made, the manner in which the : | | nace to 1450 deg. to 1600 deg. and then 

material is treated and the finish and 3 allowed to cool very slowly. This 
put on the material are the general : : process softens the castings somewhat 
standards by which we measure the ; Finishes - and removes the brittleness, but gives 
value of an article. In the realm of : - much added strength to resist sharp 
metals all articles need not and should | zz blows or sudden shocks without break- 
not be made of gold or silver, neither By samaciaaa ing. It will also, to a limited extent, 
should all be made of iron—each metal eee eee a bend before it will break. Malleable 
has its proper uses and the various iron is sometimes referred to as semi- 
articles are best made of certain metals. This steel, but, of course, must not be confused with 
general idea applies as well to hardware as to other “cast steel” which is used in making certain tools. 


metal articles. It is the idea in this sketch to assist 


in the forming of a reasonable knowledge of the sev- Steel and Its Uses 


eral metals properly used in making builders’ hard- Steel is iron which has been refined to a point 
ware and the finishes applied to them. where it is ductile, and may be rolled into sheets or 
The principal metals are iron, steel, brass and rods and drawn into wire. The sheets are passed 
bronze. Many other metals are used in composition between rolls while cold, which gives them a very 
and for smaller parts, but the four above are the ones smooth surface; this is known as “cold rolled steel,” 
of which a good “working knowledge” will at times and it is this grade of steel that is shaped by dies into 
be found convenient. ; a large variety of hardware items, such as knobs, 
escutcheons, butts, bolts, sash lifts and a great variety 
The Value of Cast Iron of other goods. This steel must be much softer than 
Iron is generaily well enough known to require little cast irop or it could not be shaped as it is, and it must 
explanation. In hardware it is usually used in the not be confused with tool steel, which may be tem- 
form of cast iron—sometimes known as “gray iron pered until it will hold a cutting edge. 
castings” from its color. It is not malleable or ductile Cast iron, malleable iron, and steel have at least one 
and cannot be tempered. It is quite hard and to some common disadvantage in hardware—they will not re- 
degree brittle; that is, it may be broken by a sharp sist rust, and there is no known process that will elim- 
blow or other sudden shock. Where it wears one piece inate this disadvantage. There are certain treatments 
against another it will stand more use than any other to which they may be subjected which reduce to an 
metal used in hardware. It is very strong in resist- extent this tendency to rust, but because of the chem- 
ing steady strains and wear. ical impurities of these metals the rust will, under 
Because it is a low priced metal, and because it is many conditions, find its way through and mar the 
easily cast into any desired shape and can be drilled surface. To insure against this very undesirable con- 
and otherwise machined without difficulty, it is a very dition some metal that will not rust must be used, 
desirable metal from which to make the cases and and the ones most used in hardware are “brass” and 
many of the interior parts for locks, the cases and “bronze.”’ 
wheels for sash pulleys, butts for doors where expense Brass and Bronze 
is an item and where long wearing quality is impor- “Brass” is a lemon colored composition of copper, 
tant, bolts of various kinds, sash fasts for the less spelter (which is the foundry name for zinc), tin and 
expensive places and many of the unexposed items of lead. The proportions are about two-thirds copper 
hardware. and one-third spelter, the tin and lead constituting 
Malleable Iron a very small percentage. In some trades brass is 
There are places where strong hardware is required known as “yellow bronze.” 
and at the same time it must have the quality to resist “Bronze” is an orange colored composition of copper, 
breaking from a blow or sudden shock; such may be spelter, tin and lead, but the proportions are differ- 
made of what is known as malleable iron. This is ent. For high-grade work a common proportion is 
made from an iron ore especially low in carbon and approximately 85 per cent copper and 10 per cent 
sulphur, treated and smelted by a process to eliminate spelter, with the remaining 5 per cent divided between 
as nearly as possible the small amount of carbon and tin and lead. The color may be varied by a slight 
sulphur as it is converted into “pigs’’; these are change in the proportion of copper and spelter. The 
melted in a coke furnace and cast into the desired more copper used the more red is the metal, but it is 


shapes much the same as “gray iron castings.” After not so hard. “Bronze” is sometimes called “red 
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bronze,” to differentiate it from the “yellow bronze” 
or brass. 
“Nickeline” or “White Bronze” 


There is another composition metal that is composed 
of a much smaller proportion of copper than is bronze, 
usually about 60 per cent copper with the remaining 
40 per cent divided between nickel, spelter, lead and 
tin. The proportions vary somewhat according to the 
uses to be made of the metal. The nickel and spelter 
produce the white color, but at the same time make 
the composition harder and more difficult to machine 
than either brass or bronze. For this reason and be- 
cause of the higher price of the nickel over copper, 
goods made of it cost considerably more than if made 
of brass and bronze. This metal has and will retain 
indefinitely the appearance of fine nickel-plated goods. 
It is particularly suitable for hardware used in toilets 
and bathrooms. 

This metal is sometimes called “‘nickeline,” “‘white 
bronze” or “eclipse metal.” 

Both brass and bronze may be cast, rolled into 
sheets and drawn into wire. The sheets may be shaped 
into knobs, escutcheons, sash lifts and other pieces 
of hardware by means of dies. When price should be 
considered they serve well, but the higher grades of 
hardware are made of cast brass or ‘bronze. 


Various Kinds of Finishes 


After the metals are cast or formed into the desired 
pieces of hardware they must be finished, both as a 
protection and in order to improve there appearance. 
The first step toward this is the preparation of the 
surface to receive the finish. For certain finishes on 
cast iron, malleable iron and steel goods which are 
intended only for utility without the necessity of con- 
sidering appearance, the surface of the article as it 
comes from the foundry or press room is quite satis- 
factory. All brass or bronze goods and iron and steel 
goods that are to be finished to imitate real brass or 
bronze must have the surface prepared in a way suited 
to the finish to be applied. The surfaces, sometimes 
referred to as the “texture” of the surface, may be 
arranged into three groups—polished or bright, satin 
or scoured and sanded or matted. 


“Polished” and “Satin” Surfaces 


The polished surface is produced by grinding and 
polishing on an emery wheel or by putting a number 
of pieces together with a quantity of steel balls in a 
rolling barrel and tumbling them until the surface is 
smooth. The second method is sometimes called 
“rolled” or “friction” polished. The method of polish- 
ing depends largely upon the shape of the article and 
the smoothness of surface required. The “satin” 
surface is usually produced by scouring an already 
smooth surface with very fine sand and emery. Gen- 
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erally this surface is put on as one of the final finish- 
ing operations. 


“Sanded” or “Matted” Surfaces 


The “sanded” or “matted” surfaces are produced in 
entirely different ways, but the final effect is largely 
the same. When the surfaces are mostly plain and are 
not very ornamental the article is put under a blast of 
either fine or coarse sand, according to the texture of 
surface desired. When portions of the ornamentation 
are raised to one plane these are sometimes ground 
off smooth and finished either bright or satin finish 
in order to lend a contrast and bring out the design. 
In some cases, especially in cast goods, the depressed 
surfaces are given a somewhat sanded effect by having 
that portion of the pattern “matted”; that is, tooled 
to form a roughened surface, and this is reproduced 
in the finished casting. This same effect may be pro- 
duced in wrought metal by having the die “matted”’ 
where desired and pressed into the metal as the article 
is formed on the powerful presses. 

After the surface has been prepared as desired the 
articles must be thoroughly cleaned by various 
cleansing agencies suited to each particular condition. 
This may, in a general way, be classed as “washing.” 
They are then ready for the final finish. If the natural 
bright color of the metal is desired the article is 
buffed, again “‘washed” to remove any possible dirt 
and lacquered. It is then ready for use. Here is as 
good a place as any to say that all brass, bronze or 
plated steel hardware is lacquered; that is, covered 
with a special kind of varnish to protect the metal 
from tarnish. It should not be understood, however, 
that the lacquer will give any prolonged protection to 
such parts of hardware that are handled and receive 
much wear, such as door knobs. When the lacquer 
wears off or is removed in any way the metal will nat- 
urally tarnish. If spots of paint are found on the 
hardware the turpentine of the paint or alcohol used 
in removing them will also remove the lacquer and the 
metal will tarnish in such spots, sometimes before the 
building is occupied. Usually bright nickel is not 
lacquered, as this metal has a natural strong re- 
sistance to tarnish. 

Iron or stee] hardware, when it is desired to imitate 
the appearance of brass or bronze, must be plated, 
and when certain color effects are desired on brass 
or bronze they too must be plated. After the cleansing 
or washing process the articles are suspended in a 
plating solution containing the metal desired. With 
the aid of electricity this metal is gradually trans- 
ferred to and deposited on the article to be plated. 
The thickness of the plating depends largely on the 
length of time consumed. 

The subject of “finishes” will be carried further 
in the next article. 








si OHN FARR, advertising manager, McKinney 
Mfg. Co., Pittsburgh, Pa., recommends a general 
campaign in the hardware trade to eliminate the 
slang expression “butts” in favor of “butt-hinges,” 
which term will be used in all publicity of this com- 
pany. The word “hinges” will be used generally and 











Call Them “Butt Hinges” Not “Butts” 


Mr. Farr believes that the consumer will appreciate 
this practice, as it removes misunderstanding—any 
man understands the function and appearance of a 
“hinge,” although he says comparatively few know 
what a “butt” looks like. Anything that tends to 
relieve confusion is worth while. 
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The “King Tut” 
display that 
helped sell socket 
wrenches for the 
Western Iron 
Store Co., Miil- 
waukee, Wis. 
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Note the slogan 

appearing at the 

base of the win- 

dow. It’s a regu- 

lar display fea- 

ture of this com- 
pany 


How “King Tut” Helped Sell Wrenches 


in Milwaukee, Wis. 


FEXHE Western Iron Store Co., 

Milwaukee, Wis., has made a 
definite place in that city’ for a 
strictly high grade tool store. 
Outside of machinery lines the 
tools used by the mechanics, 
home owners and individuals re- 
ceive important consideration. 
That the management is on the 
lookout for ideas to apply in their 
business is shown by the accom- 
panying illustration. Mr. Prince, 
the display manager, never fails 
to supply his windows with inter- 
esting material. It will be seen 
that he built a skeleton from the 
parts of a_ well-known socket 
wrench and surrounded it with the 


proper setting of Egyptian scen- 
ery. He called this “King Tut” 
and it certainly stopped the 
crowd. 

In another display the various 
parts were scattered through the 
window, partly covered with sand. 
In both displays Mr. Prince made 
his signs indicate that modern 
tools and wrenches were greater 
treasures than some of those un- 
earthed in Egypt. 

Particular attention should be 
paid to the signs at the bottoms 
of the windows. Some trite say- 
ing is placed there every week. 
People watch for them and make 
it a point to go around by the 


Western Iron Store if their path 
does not take them that way. 

People like good tools and the 
Western Iron Store has proved 
this fact and has worked up a 
surprisingly large business among 
both men and women. 

The members of the firm know 
that good advertising, and they 
use plenty of newspaper space, 
coupled with good windows and 
courteous treatment will bring the 
people into the store. They also 
know that the sale of good tools 
will bring people back for other 
tools as the satisfactory perform- 
ance of the original purchase 
makes a permanent customer. 





Sell *Em.” 


of satisfaction.” 





in shop or home before it is offered for sale. 


““Use "Em. Yourself to Sell Em” 


HAT many hardware dealers make it a point to try out the merchandise they sell is being 
brought out by letters from dealers commenting on the articles that have been published on 
this subject from time to time in HARDWARE AGE. 
The Kelley Duluth Co., Duluth, Minn., believes in the principle of “Use ’Em Yourself to 
In fact, it has a standing house rule that new merchandise must first be tried out 
J. C. Neipp, manager, says: “You will find that 
our stoves, washing machines, dish washers, vacuum cleaners, paints, builders’ hardware, etc., 
are in use in the homes of all our people. 
“Our president will not allow an article of any consequence to be sold that has not been 
first tried in actual use and found satisfactory, so that we can back it with our own guarantee 
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New 10c Wizard Assortment 


In line with the concentrated move- 
ment in the hardware trade to establish 
a larger business on small ware, the 
Aluminum Goods Mfg. Co., Manitowoc, 
Wis., has recently developed the Wizard 
Assortment. 

This assortment consists of carefully 





Pure AJuminum 














selected 10-cent sellers, with several 
extra-big values thrown in. The sauce- 
pan, for instance, shown in the illus- 
tration is one quart capacity, the jelly 
cake pan measures 9% in. in diameter 
and the pie plate 9 in. 

While this assortment should sell 
well on display by itself or in the regu- 
lar kitchen ware department, it should 
prove especially successful for stores 
that have or intend to establish smal! 
goods counters or display stands. 

There are one dozen of each of the 
eighteen items illustrated—216 pieces 
in all. They sell for 10 cents each, 
making a total of $21.60. The cost to 
the dealer is $14.40, which provides a 
margin of $7.20. Each assortment. is 
packed in a corrugated carton, weight 
about 26% lb. A beautifully colored. 
15 in. x 18 in. poster is Included with 
each assortment. Dealer orders or in- 
quiries for further information should 
be sent to their jobbers. 








A. J. Reach Catalog 
A. J. Reach Co., Philadelphia, Pa., 


has recently issued an attractive cata- 
log describing its line of Reach athletic 
goods. The catalog, which contains 
sixty pages, is of a handy size and con- 
tains much information of interest to 
retailers. 


Blow Torch Is Explosive-Proof 


The Downey Blow Torch, made by 
W. C. Downey & Co., 200 Walnut 
Street, Springfield, Ohio, has a number 
of unique features that should recom- 
mend it strongly to all blow torch users. 
The torch is very simply and strongly 
made, and is designed with a view of 
eliminating needle valves, pump, or 
forced feed. The torch is said to be ab- 
solutely safe, and explosion proof, and 
a number of tests by the manufacturer 
would indicate that it is explosion 
proof. The tank is made of heavy 
seamless steel, drop forged, with a steel 
welded end, and will withstand terrific 
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pressure. In fact, it is said, many 
mechanics generate the Downey torch 
quickly by opening the valve slightly 
and placing the entire torch, filled with 
gasoline, over a fire, instead ‘of, enerat-. - 
ing in the usual way by fillimg:-the heat- ; 


ing cup with gasoline and gen iting at, 


Another feature of the yney torch. - 
is the fact it burns low g% ‘gasoline <* 
—the kind found at any_fifing station | 
in the country. The toréhg when .filléd, 
will operate continuousty efor two and 
one-half hours.* It blows’ a long, pointed 
flame’ Which does not’ spread or flare. 
This’ ‘concentrated flame makes solder- 


‘ing or heating easy in restricted quar- 


ters. A better or more ideal torch for 


‘radio work has never been developed. 


The Downey torch, with its long, pene- 
trating flame, is unusually convenient 
for soldering terminals that are ordi- 
narily hard to get at in radio work. As 
the flame does not spread, it is easy to 
concentrate the heat and flame on one 
spot. 

The blow torch is also equipped with 
a soldering iron, which is made of a 
high grade alloy metal, and which may 
be instantaneously attached or de- 





tached. The flame continuously plays 
on the butt of this iron when in place 
and eliminates the necessity of reheat- 
ing, etc. 





Display Board for Yale & Towne 
Latches 


For the purpose of assisting retail- 
ers in the sale of its line of Yale prod- 
ucts, the Yale & Towne Mfg. Co., 
Stamford, Conn., has recently developed 
a new display board, known as the 
G4 Board. and featuring the Nos. 20, 
26, 36, 042, 42 and 
44 latches. The 
board, as may be 
seen from the ac- 
companying illus- 
tration, is so ar- 
ranged that the 
mounted sample of 
each latch can be 
removed in order 
that the prospec- 
tive customer can 
easily examine it. 
The new display is 
attractive in ap- 
pearance and 
should materially 
assist the retailer 
in the sale of the 
company’s line. in 
that it enables him 
to instantly point 
out the various 
features of the 
locks without the 





necessity of un- 
packing a lot of 
boxes. 
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Unbreakable Rolled Steel 
‘€oal Chute 


iPhe Gabriel coal chute, made by the 
-Glabriel 8 Steel.Co., Bellevue Avenue, De- 
troit,.: Mich; »is made entirely of rolled 
st, dnidain breakable. Dgors, whether 
otid OF. azed, are of one-piece rolled 





steel plate. Joints and frame are elec- 
trically welded. Hinges are also of 
rolled steel, while an automatic durable 
spring latch assures positive locking. 
Glazed doors have heavy wire glass, 
which is further protected by wire 
grating. 

The boot which goes through the wall 
is collapsible and folds against the back 
of the frame, making the chute only 
3 in, thick and protecting both the boot 
and the glass. Four chutes take the 
place of one ordinary chute, thus saving 
in shipping, storage and handling. The 
chute is fireproof and burglar-proof. 





Crystal Detector Is Unusually 
Sensitive 


There is yet to be discovered a detec- 
tor for radio receiving sets that will 
give the clarity and truthful reproduc- 
tion of the crystal. 

One of these crystals that has become 
very popular during the past two i 
is made by the B-Metal west 
525 Woodward Avenue, Detroit ich. 
and sold under the trade name of B- 
Metal Loud Talking Crystal. This crys- 
tal is contained in a nickel-plated shell 
with the letters B-M stamped in the 
metal. The crystal in its attractive set- 
ting looks more like a fine piece of jew- 
elry than does the conventional radio 
crystal. The rectifying metal takes on 
beautiful colors in the treatments it 
undergoes in the company’s laboratory, 
but contrary to some opinions, its sen- 
sitiveness cannot be judged by its col- 
oring, for as a matter of fact, out of 
one hundred pounds of treated metal 
fully seventy-two pounds are discarded 
on the first test as being not good 
enough to be put out as B-Metal Loud 
Talking Crystals. 

The first test is made prior to mount- 
ing the crystals by means of the violet 
ray test. which has been found very re- 
liable for rough testings; but again 
after setting there are two music tests 
now being made with reflex sets, to in- 
sure every B-Metal Crystal being a re- 
liable reflex crystal. Between fifteen 
and twenty pounds of material are dis- 
carded again on these tests, so that as 
a matter of fact only about five to ten 
pounds of the originally treated metal 
ever goes out to the customer. 
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Auto-Lavatory Will Make Hit 


with Motorists 


The Auto-Lavatory, made by the Em- 
mons Mfg. Co., Canton, Ohio, is one of 
the latest developments in automobile 
comfort. The device is ingeniously in- 
stalled by bolting a supply tank to 
chassis frame, either inside, outside or 
on the under side. The supply tank is 





made in two compartments, the small 
one for liquid soap and the large one 
for water which is kept perfectly clean 
and free from dust, grime, oils or dirt. 
The filler hose connects the tank to 
aluminum filler cups located under hood 
on dash. Automatic folding faucets are 
located under the running board which 
give instant service. The simple auto- 
matic folding faucet is fully protected 
by patent granted last April and covers 
not only the faucets used for automo- 
biles but sink and lavatory faucets 
based on the same principle; that is, 
the valve automatically opens by swing- 
ing the nozzle. The Auto-Lavatory has 
a capacity of two gallons of water and 
a pint of liquid soap. 


Home Barber Outfit 


A compact “Home Barber” Outfit has 
recently been brought out by H. Boker 
& Co., 101-103 Duane Street, New York 
City. This outfit is put up in a sub- 
stantial and attractive package and is 
a real sales help for the dealers’ win- 
dow and show case in addition to in- 
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suring the consumer receiving the mer- 
chandise in fresh condition. Each set 
contains a French pattern forged and 
full nickel barber shears, a fine cut neck 
shaver hair clipper and the most pop- 
ular of the American Hard Rubber 
Company’s combs. This outfit is ready 
for distribution. 





Additions to Stover Hinges 


The Stover Mfg. Co., Freeport, IIl., 
has recently placed on the market a 
new line of steel hinges for which a 
number of unique features are claimed. 

The leader in the new Stover line is 
a detachable, referred to as the “Slip- 
A-Part.” There are no loose parts to 
get lost. The pin is securely locked and 
cannot work out of place when in use, 
yet it takes only a slight pressure to 
remove it when detaching the door. It 
is unnecessary to remove screws in 
taking down doors—simply press end 
of pin. An original feature is the 5/16 
in. long bearing on each end of the pin, 
which is turned in and concealed, giv- 
ing improved line and appearance. As 
both ends of the pin have the same ap- 
pearance, “Slip-A-Part” hinges can be 
applied to either the right or left hand 
side of the door, without the necessity 
of removing and turning the pin. This 
hinge is made in both open and covered 
spring and in japanned finish, dull 





brass finish and antique copper finish. 
The unique mechanical features of the 
“Slip-A-Part” hinge are illustrated in 
the accompanying sketch and the view 
of the hinge, detached. 


Liquid Glue from Codfish Skins 


The Gorton-Pew Fisheries’ Co., 
Gloucester, Mass., which for many 
years has been a large and prominent 
canner of fish products, is now making 
a high grade liquid glue. The glue, 
which is known as Gorton’s Liquid 
Glue, is made from the 
skin of codfish, which 
alone among fishes, pro- 
duces the highest grade 
liquid glue obtainable. 
It is by a secret process 
which is claimed to elim- 
inate impurities. The 
glue is of a pure amber 
color, and possesses un- 
usual strength. It is put 
in full one-ounce bottles 
and tubes and also in 
cans, containing one-half 
gill, gill, half pint, pint, 
= and gallon sizes. 

he glue is supplied in 
attractive packages. 
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' Simplex Electric Cord Set 


Simplex Electric Heating Company, 
85 Sidney Street, Cambridge, Mass., 
has developed a new plug for irons and 
appliances. It is claimed that the plug, 
which is of nickel steel, is unbreakable. 
A Bakelite ball grip makes it easy to 
connect and disconnect the appliance. 
It is stated that the steel spring con- 





tacts have been tested with loads of 600 
watts, making and breaking the circuit 
60,000 times without any sign of wear 
or pitted spots. Six feet of highest 
quality heater cord and a Bakelite 
Lamp socket plug are furnished. The 
new Cord Sets are packed separate in 
3-color cartons, 12 to a display con- 
tainer. 





Demonstration Cabinet for 
Shaler Vulcanizer 


Realizing that in the case of the 5- 
Minute Vulcanizer, to see’is to buy, the 
C. A. Shaler Co., Waupun, Wis., are 
loaning a handsome demonstration 
cabinet to dealers placing an order for 
only a dozen of the Shaler 5-Minute 
Vulcanizers with their jobbers. The 
cabinet is hardwood, ebony finish, with 
four color metal front, that puts the 
5-Minute Vulcanizer, its simple method 
of operation and a real repair on a real 
tube, clearly before the motorist. It is 
practically a demonstration of 5-Minute 
Vulcanizing that gets the attention of 
everyone who sees it. The front of the 
cabinet is 9 x 14 in. There is room 
inside the cabinet for a counter stock 
of a dozen 5-Minute Vulcanizers. The 
cabinet cannot fail to attract the at- 
tention of customers and link the 
Shaler advertising with the 5-Minute 
Vulcanizer itself. 
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Tripod for Camp Fire Cooking 


The Donley Mfg. Co., 10511 Quincy 
Avenue, Cleveland, Ohio, has recently 
placed on the market the Donley fold- 
ing camp fire tripod. This device, made 
of strip steel, may be folded under an 
auto seat or into a tool box when not in 
use. Its height is proper for cooking. 
It takes practically no room when 
folded. Kettles and other utensils may 
be set upon the triangular top frame. 
The three legs straddle the fire. 
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General Market News 


* 





Weather Remains Unfavorable 


Factor Througout Hardware 


Markets 


Weather conditions continue as an unfavorable factor retarding the 


sale of seasonal goods in the hardware market. 


Buying on the part 


of retailers is on a hand-to-mouth basis, and retail stocks are reported 
to be as low as it is possible for them to be under the circumstances. 
The volume of April sales fell below the March figures, although 
neither manufacturers nor jobbers regard this as significant as sales 
for the first four months of this year have been better than they were 


the same period of 1923. 


No major price changes were reported during the past week, 
although a number of small readjustments are®still being made by 
both manufacturers and jobbers. Collections are reported from fair 


to slow. 





Steel Mills Curtail Output 
in Pittsburgh District 


No major price changes have been 
reported in the Pittsburgh market 
territory. The hardware trade is some- 
what hampered by the cold weather. 
The steel mills, it is reported, will 
reduce their output to conform to the 
lessened demand, rather than pile up 
a surplus of manufactured material. 

The United States Steel Corporaticn 
has intimated that it will meet such 
prices of competitors as are necessary 
to hold its trade. The steel mills in 
this district are now operating at about 
65 per cent of capacity. 





Bolts May Drop 10% 
in New York 


Business in the New York wholesale 
hardware market continues on a frugal 
basis. The continued cold weather 
hampers the movement of seasonal 
spring goods, although staple articles 
are consistently active. Collections are 
reported to be somewhat slow. 

Some interests in this market are 
quoting bolts and rivets 10 per cent 
below the regular market price, and 
it is expected that there will be a 
temporary local drop of 10 per cent 
by the wholesalers within a week. No 
major advances or declines are re- 


ported. 





March Building Figures 
Break All Records 


With returns from 149 cities avail- 
able as to March building permits and 
expenditure, it is possible to predict 
that the March total and the total for 
the first quarter of this year will ex- 
ceed those of any similar periods in 
the country’s history. The total ex- 
penditure reported to Bradstreet’s at 





a 


the cities so far reporting is $333,717,- 
667 as against $239,440,900 at the 
identical cities in February and $325,- 
081,377 for March a year ago, which 
was the peak monthly total of con- 
sumption permitted for last year. 
There is here shown a gain of 39.3 
per cent over February this year and 
of 2.6 per cent over the hitherto un- 
surpassed total recorded in March, 
1923. Total building expenditures for 
the first quarter of 1924 point to the 
record aggregate of $830,695,459, a 
gain of 10 per cent over the like 
quarter of 1923 and of 1.3 per cent 


over the hitherto peak total recorded 


in the second quarter of last year. 





Labor Troubles Affect 
New England Industries 


As was indicated a week ago, bolts 
and nuts have been cut about’ 10 per 
cent in price. Small iron rivets also 
are 10 per cent cheaper, and jobbing 
prices on game traps the same. Other- 
wise price changes in this territory 
were unimportant the past week. 

Bad weather has hampered spring 
business although it is slowly improv- 
ing. Basic industries of New Eng- 
land hampered by labor conditions. 
Collections are fair. 





Contract Orders Better 
Cleveland Reports 


Practically no important rice 
changes have been made in Cleveland. 
Linseed oil two cents lower, now of- 
fered at $1.02. Turps ten cents lower, 
now aes at $1.08%. Advances ex- 
pected in rope and binder twine; both 
of these items very active. White lead 
prices, guaranteed until Aug. 31, 1924, 
with no changes. Scythes and lawn 
mowers scarce. Contract orders for 
paint, glass and hardware better. 








Need of Foreign 
Markets Apparent 
Expert Says 


“The present business situation is 
being interpreted in various ways, de- 
pending upon the position of the ob- 
server. Distributors find nothing much 
to worry about. because consumer de- 
mand has kept up pretty well to the 
mark. Wholesalers operating on the 
piecemeal buying policy to accom- 
modate customers who purchase in that 
way also find a fair degree of satis- 
faction in the situation,” writes C. F. 
Hughes in the New York World. 

“On the other hand,” he continues, 
“producers as a rule find conditions very 
unsettled and mainly because of the 
absence of forward buying. They pro- 
fess to having no method of gaging 
the future. This uncertainty over fu- 
ture requirements explains why so 
many manufacturers are dubious over 
the outlook. 

“Whether these doubts are solidly 
grounded or not depends upon condi- 
tions within specific industries. In a 
general sense it appears that the pro- 
ductive capacity of the country is 
geared too high for its own needs. 
Granting this, foreign markets hold the 
key to future prospects. 

“That there is need of a readjust- 
ment of the high costs prevailing in 
most industries in order to compete 
in world markets once Europe drops 
politics for business goes without say- 
ing. This readjustment now looms up 
on the business horizon.” 





Chicago Trade Steady 
—Few Price Changes 


The Chicago market remains steady. 
There were practically no price changes 
issued during the week. The only prin- 
cipal item on which any change was 
made was roller skates, which were re- 
duced 5 cents per pair. There is no 
indication of lower prices on major 
lines at this time, although keen com- 
petition in some sections may bring out 
some temporary concessions. 


Bolts, Solder and Files 
Drop in Twin Cities 


_ Business conditions in general con-~ 
tinue to be fair. More price changes 
are noted for this week than for some 
time past. 

Prices on solder continue weak, and 
there has been a decline from 36c. to 
35c. per Ib. 

Machine and carriage bolts have 
made a substantial decline; jobbers 
now quote machine bolts at 50-10-10 
per cent against 55-5 per cent; and 
carriage bolts 50-10 per cent as against 
50-5 per cent. 

There has also been a substantial 
decline on files. Best grades now quoted 
50-10 per cent as against 50 per cent. 
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‘Rural Demands Improving in Chicago District 
—No Anxiety About Conditions 


(Chicago office of HARDWARE AGE) 


GS lin tet orders are beginning to come to this center 


in better volume. 


last year. 


The steel market in this center is easier and has been 
classed by some experts as weak. However, there is no 
indication that hardware prices will be lower in the 
immediate future, due, no doubt to the labor costs, which 


still remain at the peak levels. 


The demand from country sections is much better, but 
not as heavy as might have been expected if the season 


AUTOMOBILE ACCESSORIES.—Sales 
are slowly improving. 


We quote from jobbers’ 
f.o.b. Chicago 
Spark Pitan. —Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
58c. each; lots ‘of 100, 
Blue Box ‘line, 53c. each; A. C. 
C. Special Ford, 44c. each. 
Spot Lights.—Anderson, No. 3280, 
$6. “9 each; ay ay $5.67 each. 
Horns.—E. Electric (Ford), $4 


ach. 
Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; S wt 


stocks, 


ea 


plex, No. 36, $1.80 each; Ajax, No. 6, 
90c. each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose, 1% cylinder, $1.55 
each. 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 8% non- 
skid fabrics, $8.65 each; cord, $11.60 
oe gray inner tubes, 30 x 3 

1.30 each; red inner tubes, 30 x 314, 
1.80 each. 


AXES.—Prices unchanged; future de- 
mand fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First ey a sin o 
bitted unhandled axes, Dee 
doz. base; double bitted, $19 Pty 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to per doz., according to 
quantity and grade of handle. 


BASEBALL GOODS.—Good volume of 
business reported. 


BOLTS AND NUTS.—Sales are im- 
proving. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, 
cut thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
60 per cent discount, all stove bolts, 
70-10 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE. — No 
changes in sight. 


We quote from 4 ed stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull ‘Senne finish, $3. 66 
per doz. pair; 4 x 4 steel putts, old 
copper and dull brass finish, $4.92 per 
doz. pair; heavy bevel steel inside 
sets, case lots, $7.80 doz.; steel bit- 
keyed front door sets, $1. 90 per set; 
wrought brass bit-keyed front door 
sets, $3.25 per set; cylinder front door 
sets, $7.50 per s set. 


CHAIN.—Demand quiet; prices un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago; %% ~ in. proof coil chain, 





$8.50 per 100 Ib.: American coil — 
40-10 per cent off list; No. 00 4% 


There has been a steady improve- 
ment during the past three weeks and it is quite 
likely that April figures will compare very favorably with 


had not been backward. The farmer could not fix up his 
fence or do other repair work due to the heavy snows in 
the North and the mud in the Central West. 
as the weather opened up he went into the field, and this 
class of work will either go over to next season or be 


As soon 


taken care of between planting and harvest. 


force sales. 
goods. 


electric welded cow ties, $2.75 per 
doz. 


COPPER RIVETS AND BURRS.— 
Very heavy demand; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 

DOOR SPRINGS.—Good volume of 
sales at present. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 365c. 


doz.; No. 3° 40c doz; No 4, 44c per 
doz.; No. 5, 52c. per ‘'doz.; ; No. 6, 63c. 
doz.; No. 7, 70c. doz.; Reliance, light, 
1.80 doz.; medium, $2.50 doz; heavy, 


3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH, CONDUCTOR 
PIPE, ETC.—Spring demand showing 
strength. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Ce Bead Tap Joint 
Gutter, 5-in., $4. per 100 ft.; Cor- 
rugated era ee Pipe, 3- in., $5.10 
per 100 ft.; Plain Ridge Roll, 1%4-in., 
$4 per 100 "ft.: Corrugated Conductor 
Elbows, 3-in., $1.36 per doz. 


ELECTRICAL MERCHANDISE. — 
Sales on sundries reported active; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 per 1000 ft.; in 1000-ft. 
lots, $7.35; No. 18 lamp cord, $15 per 
100 ft.; in 1000-ft. lots, $13.75; -in. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 
plugs, 18c. each; two-piece attach- 
ment plugs, 12c. each; dry cells, boxes 
of 50, 303¢c. each; less than case 
lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 
Good volume of sales reported. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 


smith’s sledges, 5-lb. and heavier, 
10c per Ib. 


FIELD FENCE.—Orders are good for 
poultry sizes. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Field fencing, 61% per 
cent discount from lists. 


eee .—Demand is good. 


— from jobbers’ stocks, 
oaks Chicago: American files, 60-10 
per cent off list; Nicholson files, 0 
per cent off list; Disston files, 50-10 
per cent off list; ‘Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—Sales are good; 
shortages reported on several items. 
FOOD CHOPPERS.—Sales are holding 
up well. 


We quote from jobbers’ stocks, 
f.o.b Chicago:: Food choppers, Uni- 
versal No. 0, $15 per doz.; No. 1, 


There is no anxiety in local hardware circles as to 
business conditions. 
ever, that business is not as large as was expected. On 
the whole, there seems no disposition to cut prices to 
The credit situation is reported as satisfac- 
tory, with most merchants having ample stocks of seasonal 


There is some disappointment, how- 


a . per doz.; No. 2, $22.25 per doz.; 

$28.35 per doz.; Enterprise No. 
BOL, "E18 65 per doz.; No 602, $20.80 
per doz.; No 703, $27 per doz. 


GALVANIZED AND TIN WARE.— 


Galvanized tub and pail prices are the 
firmest for this year, due to shortage 
of pails. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition, gal- 
vanized after made, water pails, 8-qt., 
1.85 doz.; 10-qt., $2.15 doz.; 12-qt., 
2.36 doz.; 14-at., $2.65 doz.; gal- 
vanized wash tubs, No. 1, $6 doz.; No. 

2, $6.75 doz.; No. 3, $3" doz. ; 2-gal. 

alvanized kerosene can (tin breast), 

doz.; 5-gal. 28-gage, soldered, 

not cemented seam, galvanized breast, 

$6.85 doz.; 1-bu. galvanized baskets, 
$7. Cyclone rubbish burners, $18. 


GARDEN HOSE.—Demand beginning 
to gain headway. 


We quote from jobbers’ stocks, 
f.o.b. ee ages Good quality, molded 
a %-in., 10%c. per ft.; % -in., 12c. 
per ft; %4- ~it, l3c. per ft.; 
quality wrapped, %-in., 
%-in., 12c. per ft.; 4-ply, good qney: 
wrapped, %-in., 12c. per ft.; %-in., 
l4c per ft, 5-ply, good quality, 
wrapped, %-in., 9c. per ft.; -in., 
lic. per ft. 


GLASS AND PUTTY.—Demand has 
not improved. 


We, quote from jobbers’ stocks, 
f.o.b. Ciisaae: Single strength A, 25- 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. 
bracket, 84 per cent discount; single 
strength A, all other brackets, 83 per 
cent discount; Double strength A, all 
sizes, 84 per cent discount. ; 


HATCHETS.—Volime is holding up 
with prices considered favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2 extra quality, 
broad hatchets, iY 15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $1 13.15 doz.; 
competitive og shingling hatchets, 
No. 2, $8.45 doz. 


HANDLED HAMMERS.—Sales are re- 
ported as normal; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 


nail hammers, $12 per doz.; 12-oz. 
ball pein, $8.80 per doz.; competitive 
forged nail hammers, per doz.; 


cast steel hammers, $4 per doz. 


HANDLES, TOOL.—Sales continue ac- 
tive; prices firm but unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe WHandles.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; ; Special white 
second growth hickory, $5 doz. 

Hatchet and Hammer WHandles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50 per doz. 
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HANDLES, AGRICULTURAL. — De- 
mand is starting in earnest. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; 
4%-ft., $4 doz.; 5-ft., $4.80 doz.; X 
4%4-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handies.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap 4-ft., $5.50 doz.; 4%- 
ft., $5.75 doz.; XX bent, 4%-ft., $4.50 
doz.; 5-ft., $5.50 doz.; X bent, 4%-ft., 

. -- $3.40 doz. 

Fork Handies.—Bent, best 
grade, 4-ft., $4.75 doz.; 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X bent, 4-ft., $2.60 
doz.; 4%4-ft., $2.95 doz. 

Garden Hoe Handies.—XX 4%%-ft., 
$3.45 doz.; X 4%4-ft., $2.40 doz. 

Garden Rake Handles.—XX 5%-ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D handle, best grade, $7.95 doz.; 
X grade, $6 doz. 

Spade Handies.—D handle, 
grade, $7.75 doz.; X grade, $6 


HINGES.—Heavy sales continue. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54; 10-in., $5.43 
per doz. pairs; extra heavy T hinges, 


best 
doz. 


in bundles, 4-in., $1.90; 5-in., $2.01; 
6-in., $2.52: 8-in., $4.30; 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS. — Firm 
prices; fairly heavy demand reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White; Mountain, 
1 qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list; 6-qt., $10.45 
list; 8-qt., $13.50 list; 10-qt., $18 list; 
12-qt., $21.55 list; 15-qt., $25.60 list; 
20-qt., $33.20 list; 25-qt., $42.60 list; 
Arctic, 1-qt., $4 list; 2-qt., $4.60 list; 
3-qt., $5.55 list; 4-qt., $6.80 list; 6-qt., 
$8.60 list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. 
LAWN MOWERS AND GRASS 
CATCHERS.—Current demand is as- 
suming larger proportions. 

We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in., ball bearing, 
5-knife, 1l-in. wheels, $13.75 each: 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $9.50 
each; 16-in., ball bearing, 4-knife, 
$-in. wheels, $9.50 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $8.10 
each; 16-in., ball bearing, 4-knife, 
S-in. wheels, $8.60 each; 16-in., plain 
maneine 3-knife, 8-in., wheels, $6.40 
each. 

Grass Catchers.—Galvanized bot- 
tom for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 12 to 16-in. mowers, $5.90 
doz.; plain bottom, canvas, for 18 to 
21-in. mowers, $7.60 doz. 


NAILS.—Better weather has brought 
out a better demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.40 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer, $2.50 for shorter than 1-in. 

OIL STOVES.—Steadily increasing ac- 
tivity is reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new improved New Perfec- 
tion, 2-burner, $22 each list: 3- 
burner, $28.50 each list; 4-burner, $35 
each list; Superfex 2-burner, $36 each 
list; 3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to a 30 
per cent discount. ts of ten or 
more are subject to 30-5 per cent 


> 


stocks, 


fiscount. 
PAINTS AND OILS.— The market is 
unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 
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Linseed Oil.—Raw, barrel lots, $1.05 
per gal.; 5-barrel lots, $1 per gal. 
Linseed Ol!.—Boiled, barrel lots, 

7 barrel lots, 
$1.02 per gal. 

corer atti lots, $1.12 per 

al. 

Denatured Alcohol. — Barrel lots, 
55c. per gal. 

White Lead.—100-lb. kegs, $15 per 
keg; 50-lb. kegs, $7.75 per keg; 25-Ib. 
kegs, $3.95 per keg; 12%-lb. keg, 
$2.05 per keg. 

Dry Paste.—Barrel lots, 6c. per lb. 

Shellac.—(4-lb. goods) white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 





An Appreciation 
from England 


Hardware Age, 
New York City. 
“Gentlemen: 

“We appreciate very much in- 
deed your kind letter of the 10th 
of March. 

“The copies of the HARDWARE 
AGE have come, in the meantime, 
to hand, and even if you would be 
charging twice the price, they 
ey have been worth every cent 
of it. 

“After all is said and done, it is 
not the price of a thing that gives 
it its value, but the service it 
renders, and particularly the 
spirit with which such service is 
rendered. I do appreciate your 
action very much indeed. 


“Thanking you once more, 
“IT remain, dear sir, 
“Yours faithfully, 
“BOSPIRIS BROTHERS, LTD. 
“LL. Bospiris (Signed) 
“London, England.” 











PYREX WARE.— Summer sales are 
opening strong. 


We quote from 
f.o.b. Chicago: 
Bread Pans.—No. 
No. 214, $12 doz. 
Casseroles.—Round, No. 167, $12 
doz.: No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 
Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. ae 
Pie Plates.—No. 202, $6 doz.; No. 
203. $7.20 doz.: No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


RADIO.—Radio sales are holding up 
better than at this time last year. 
REFRIGERATORS.—Some real busi- 
ness is expected. 

ROLLER SKATES.—Local prices re- 
duced 5 cents per pair. 


jobbers’ stocks, 


$7.20 doz.; 


212, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago boys, ball 
bearing, $1.40 per pair; girls, ball 


bearing, $1.50 per pair. 


ROOFING AND PAPER.—Demand i 


~ 
@™ 


better as building weather sets in. 


- We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofiing, $2 per square; 
best tale surfaced, per square; 
medium tale surfaced, $1.65 per 
square; light tale surfaced; $1.05 per 
square; red rosin sheathing, $70 per 
ton. 


ROPE.—No change, although the mar- 
ket is very strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, 17% to 
191%4c. per Ib.; No. 2, manila, 16% to 
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18%c. per lb.; No. 1 sisal, 14% to 
16%c. per lb.; No. 2, sisal, 13% to 
1542c. per Ib. 


SASH CORD.—Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.75 per doz. hanks; No. 8, $12.30 
per doz. hanks. 

SASH PULLEYS.—Demand continues 
active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 


50c. doz.; barrels, 45c. doz. Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
doz. No. 105, 52c. doz.; barrels, 48c. 


doz. 
SCREEN DOORS.—Will require some 
more warm weather to start activity. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$23.15 doz.: No. 296, 2-8 x 6-8, $28.20 
doz.; No. 311, 2-8 x 6-8, $40 doz 


Window Screens.—No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 
SCREWS.—Sales are normal. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Flat head . bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices holding steady now. 


We quote from jobbers’ 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $34 per 100 lb.; medium, 45- 
55 solder, $33 per 100 Ib.; tinners, 
40-60 solder, $32 per 100 Ib.; 
speed babbitt metal, $25 per 100 Ilb.; 
a No. 4, babbitt metal, $14 


STEEL SHEETS.—Demand is quiet 
and prices are still quoted for shipment 
up to July 1 without change. ‘Conces- 
sions are offered for large orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black, $4.70 per 100 Ib. 


WHEELBARROWS.—Sales are better 
than last season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Current demand 
increasing to a considerable extent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool* galvanized cattle or hog wire, 
$4.37 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $3.78 per spool; 
No. 9 galvanized plain wire, $4.15 
per 100 lb.; polished fence staples, 
$4.04 per 100 lb.; catch weight spools 
painted barb wire, $4.07 per 100 Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES. — Steady demand with 


firm prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 

We quote f.o.b. factory: 

Snap-On Wrenches. — No. 101, 
Master Service set, $15.25, No. 202, 
Heavy Duty set, $8; No. 404, Uni- 
versal Socket set, $7; No. 505B Screw 
Driver set, $3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 

Gellman Polly Wrenches.—No. 61, 


stocks, 


_ 
m 


6-in., $10.20 list; No. 91, 9-in., $15 
list; No. 121, 12-in., $21 list. Less 


0 per cent discount f.o.b. Rock 
Island, Iil. 
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Pittsburgh Mills Curtailing Production 


—Corporation to Meet Price Competition 


(Pittsburgh office of HARDWARE AGE) 


HE brightest spot in the steel business at this writ- 

ing is the structural trade, this having shown no 

falling off in demand, but on the contrary, has shown 
steady gains, orders placed'in the past week amounting 
to more than 20,000 tons, while new orders are in the mar- 
ket for over 50,000 tons. The outlook for the building 
trade all over the country is fine, and it is believed this 
will be one of the biggest years in the building trade ever 
known. The shortage in houses has been met to some 
extent, but there is yet not nearly enough homes to meet 
the demand. In the Pittsburgh district, there is great 
building activity, and demand for all kinds of building 
materials handled by the hardware trade is certain to be 
heavy all this year. 

The slowing down in the steel trade was more marked 
in the past week than for some time. As they have done 
on previous occasions when demand for steel fell off, the 
mills are going on the plan of curtailing production to 
meet lessened demand, rather than try to run full and 
thus accumulate heavy stocks. By following this policy, 
it removes largely the danger of violent cuts in prices, 
and so far the decline in prices has been orderly, with no 
signs whatever of demoralization. The action of the Steel 
Corporation in announcing that it will meet competition 
in prices, does not mean that the Steel Corporation will 
lead the way, but that it will make only such reductions 
as are necessary to hold its trade. The first official action 
in the reduction of prices was made last week, when 
most of the independent sheet mills announced a cut of 
$5 per ton in prices of automobile body sheets, or from 
5.35 cents to 5.10 cents per pound. The American Sheet 
& Tin Plate Co., the leading producer, has not yet an- 
nounced that it will meet this cut, but there seems to be 
no doubt that it will. Prices on all grades of sheets are 
weak, 28 gage black having sold in large lots as low as 
$3.60 per 100 lb. at mill, Pittsburgh, but this is not a 
common price by any means. On account. of the falling 
off in demand, sheet mills are now operating at only about 
65 per cent of capacity, as against close to 85 per cent 
about one month ago. 


AXES.—Demand is quiet and only for 
small lots to meet current needs; prices 
reported as holding firm. 


We quote from jobbers’ stocks, riage bolts, 


‘are soft. 


rolled threads, 60, 10 and 5 to 60, 10 
and 10 per cent off list. 
bolts, all sizes, cut threads, 60 and 5 
to 60 and 10 per cent off list. Car- 
6 in., smaller and 
shorter, rolled threads, 60 and 5 to 


In the Pittsburgh and Youngstown districts, eight blast 
furnaces were shut down in the past week, and four or 
five more will close in the next week or ten days, due to 
the falling off in demand for iron, and the lessened rate of 
operations among the steel works. In the above named 
districts, steel works operations are now down to about 
75 per cent or less of capacity, as against close to 85 per 
cent early in March. There will be further shutting down 
of capacity, as it is the firm intention of the steel makers 
to make demand and production balance as nearly as it 
can be done. 

Output of pig iron is steadily decreasing, and prices 
It is sure that the days of the merchant blast 
furnace are numbered. Practically all the steel works, 
these being the heaviest users of pig iron, have their own 
blast furnaces, and the only kind of iron that is now 
bought to any extent is foundry iron, and none of the 
foundries use enough iron to warrant building their own 
furnaces. 

Conditions in the hardware trade are steadily getting 
better. There has been some fine weather here lately, and 
as a result, jobbers and retailers report a very nice in- 
crease in volume of business. Seasonable goods are ac- 
tive, and the retailers are placing good orders with the 
jobbers who now are more encouraged than for some time. 
There is a disposition on the part of jobbers and retailers 
to buy conservatively, as the outlook is that there may be 
some softening in prices on hardware goods, due to the 
softening in steel prices. Demand for wire nails and wire 
is quiet, some of the wire mills in this district running 
to only about 50 per cent. Bolts and nuts are also quiet, 
with prices soft. Builders’ hardware is in good demand, 
with prices reported firm. The fruit crop will likely be 


late this year, but with all danger of frosts practically 


removed, it is still believed it will be a big year in fruit 
and vegetables of all kinds. This will mean a good demand 
for cans, jars and other accessories handled by the hard- 
ware trade. 

No important changes in hardware prices occurred in 
the past week and none are expected in the very imme- 
diate future. 

Rivets.—Large structural and ship 


rivets, base, per 100 Ib., $2.75; small 
rivets, 70 and 10 per cent off list. 


BUILDERS’ HARDWARE. — Local 
makers report a good steady demand, 


Machine 





f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled. 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 
— $21 per doz.; unhandled, $18 per 

OZ 


BOLTS AND NUTS.—New demand is 
very slow, and with more capacity 
than is needed to meet the demand, 
there is much competition to get the 
small business that is being placed. 
One local plant that makes nuts and 
bolts is running only three days per 
week, and none of the makers is able 
to run full. Demand from the auto- 
mobile builders has fallen off very 
much, and prices are weak, as low as 
60 and 10 and 5 having been done on 
large machine bolts on only fair sized 
orders. Hot pressed nuts have sold as 
low as 4.75 cents off list, and rivets are 
also being materially shaded. 


Prices and discounts in large lots 
are as follows: 
Bolts and Nuts. — Machine bolts, 


60 and 10 per cent off list. Carriage 
bolts, cut threads, all sizes, 50, 10 and 
5 to 50, 10 and 10 per cent off list. 
Lag bolts, 65 and 5 to 65 and 10 per 
cent off list. Plow bolts, Nos. 1, 
and 3 heads, 50 and 10 per cent off 
list; other style heads, 20 per cent 
extra. Machine bolts, c.p.c. and t. 
nuts, % x 4 in., 50 and 5 to 50 and 10 
per cent off list; larger and longer 
sizes, 50 and 5 to 50 and 10 per cent 
off list. Hot pressed squares or hex. 
para blank, 4.25c. to. 4.40c. off list. 
Hot pressed nuts, tapped, 4.25c. to 
4.50c. off list. C.p.c. and t. square or 
hex. nuts, blank, 4c. off list. C.p.c 
and t. square or hex. nuts, tapped, 
4c. off list. Semi-finished hex. nuts; 
vs-in. and smaller, U. S. S.; 80 and 5 
er cent off list; %-in. and larger, 
S. S., 75 and 5 per cent off list; 
aa sizes, S. A. E., 80, 10 and 5 per 
cent off list; S. A. E., 5g-in. and 
larger, 75, 10 and 5 per ‘cent off list. 
Stove bolts in packages, 75, 10 and 5 
per cent off list. Stove bolts in bulk, 
75, 10, 5 and 2% per cent off list. 
Tire bolts, 60 and 10 per cent off list. 
Bolt ends with hot pressed nuts, 60 
and per cent off list. Bolt ends 
with pe pressed nuts, 50 and 5 per 
cent off list. Turnbuckles, with ends, 
¥%-in. and smaller, 50 to 55 and 5 per 
cent off list. Turnbuckles, without 
ends, %4-in. and smaller, 65 and 5 to 
70 and 10 per cent off list. Washers, 
5e. to 5.25 ec. off list. 


building operations in the Pittsburgh 
district being very active. Prices are 
ruling firm. 


COPPER PRODUCTS.—Demand has 
slowed down to some extent, but the 
local maker has all the orders on its 
books that it can turn out over the 
next several months. Prices here are 
ruling firm. 


IRON AND STEEL BARS.—The new 
demand for soft steel bars is very lim- 
ited, large users such as the nut and 
bolt makers and others having a very 
quiet demand for their products, and 
are cutting down very much their pur- 
chases of bars. Prices are soft, and 
in some cases steel bars have sold 
here at 2.25 cents at mill or lower. 
Some of the mills that roll steel bars 
have cut down output to considerable 
extent. Demand for iron bars is also 
quiet, with prices only fairly steady. 


We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 
cold-finishing of screw stock analy- 
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sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.15c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 


SHEETS.—Effective on Tuesday, April 
22, several of the leading makers of 
automobile body sheets reduced prices 
$5 per ton, and it is certain that all 
makers will soon take the same action, 
if they have not already done so. The 
price was reduced from 5.35 cents to 
5.10 cents per lb. This is taken to 
mean that a reduction in prices on the 
ordinary grades of sheets may be ex- 
pected at any time, as prices for 
some time have been more or less 
shaded. Recently, one leading inde- 
pendent sheet mill made a price of 
3.60 cents base on 28-gage black sheets, 
but this low price is exceptional. Op- 
erations of sheet mills are down now 
to about 65 per cent of capacity, and 
unless demand soon shows betterment 
there will be a further curtailment in 
operations. 


Prices on No. 28 gage black sheets 
may now be quoted at 3.75c. to 3.85c.; 
galvanized No. 28 gage, 4.90c. to 5c.; 
these prices being for carloads or 
larger lots. For small lots from store 
or warehouse the usual advances over 
the above named prices are charged. 


SHOVELS.—The new demand for 
shovels is quiet, but makers state that 
prices are holding fairly steady. Or- 
ders are mostly for small lots to meet 
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current needs, there being no incentive 
at this time to anticipate. Local job- 
bers quote the retail trade $11 per doz. 
for plain black and $12 per doz. for 
polished. 


SHOT.—A leading maker in the _Chi- 
cago district recently reduced prices, 
now quoting in large lots as follows: 


Drop, Nos. 2 to 10 inclusive, 25-lb. 
bag, $2.35; chilled, Nos. 2 to 10 in- 
clusive, 25-lb. bag, $2.60; dust, 25-Ib. 
bag, $2.75; air rifle and buck, 25-lb. 
bag, $2.60; air rifle in 1-lb. bags, per 
case of 25, $2.85; air rifle in tubes, per 
case of 100, $3.65; for 5-lb. bags add 
le. per Ib. 

The above prices:are strictly for large 
lots, and carry the usual freight equal- 
ization. Jobbers charge the regular ad- 
vances over the above prices for small 
lots from store. 


TIN PLATE.—For some months all the 
tin plate mills operated to utmost ca- 
pacity in order to accumulate stocks 
for late spring and early summer de- 
livery. There has been some slowing 
down in specifications, and some mills 
have found it necessary to curtail op- 
erations slightly until some of these 
heavy stocks have been worked off to 
some extent. The outlook remains good 
for a big year in the tin plate trade. 
Prices are firm on the basis of $5.50 
per base box at mill in large lots. Job- 
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bers charge the usual advances over this 
price for small lots from store. 


WIRE PRODUCTS.—tThe new demand 
for wire nails, fence wire and plain 
wire is disappointing, being much be- 
low what it usually is at this season of 
the year. Jobbers and consumers are 
buying conservatively, not being as- 
sured that present prices are going to 
hold. Makers say the market is fair- 
ly strong, the only cutting being in 
cases where some mills will agree to 
equalize freights with mills more fa- 
vorably located. High costs of labor 
and building materials are holding back 
building operations in some districts, 
and this is holding down demand for 
nails to some extent. The claim is 
made that this is not the case in the 
Pittsburgh district, building operations 
being very active here. We make no 
changes in prices. 

Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2 point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 lb.; No. 9 galvanized 
fence wire, $3.90 per 100 1lb.; woven 
wire fencing, 63 per cent off list. All 


the above prices on spools are for 
80-rod. 
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Note: It should be understood that prices 


ine bolts, small, rolled threads 


PITTSBURGH BASE RATES 


ven below are f.0.b. mill or warehouse, Pittsburgh, and are quoted only for carload 
shipments from mill or warehouse to retailers. For smaller lots, the usual advances apply. 


Annealed fence wire, base, No. q gage, per 1 0 0 Ib *eeeeeenseveseneeseeees eee eeeeeeecsee $ 3 * 0 0 
PGS DOI WIPO, BAGD, DOP BOO TD... ccccccccccccccccccseccccecesesescccscsseceses 2.85 
Chain, pound, base, per 00 lb eer eeevese ereeree eevee eeee eeeeweeveveees . . . . ee 6.25 
Galvanized barbed wire, base, per 100 Ib... ........eeccccccccess wd 6 ob wae ndonntiesde 3.90 
Galvanized fence wire, No. 9, base, per 100 Ib..... cece ceceecceecccreeeecesseeeeces 3.45 
Painted barbed wire, base, per 100 Ib... ... cece ee cece cree redone eee r reese seseses 55 


60 and a8 and 10 off list 


0 and 10 off list 








Machine bolts, all sizes, cut threads..........ceeeeccceresccesenesveeres 
Machine bolts, c.p.c. and t. nuts, 3% X 4-i1m..... ccc ce eee ee eee ener ee eeees 50 and 10 off list ~ 
en, er rn, ee Be ccs ce bebe cccccsews ceouecesceoscocesdeeNneeee err 6llUr 
Os nn og o'b 060 b50666400550 600600008008 020 00s bee eeneesens 10 
DUCE, GUUROE GORING. oc cmc cece ccccccccceeceeseseceeeeececes $2.50 to $2.60 base, per keg 
COOMRMIOR ETO. DATE, DET UD. co ccccccccccccscccccciseecsvccscescccess bc cceéGes o0d00 Ce 
Plates, sheared, tank quality, per Ib....... cc ccc ccc cccccceccccccccvcccess 2.50c. to 2.60c. 
Sheets, blue annealed, Per ID... cccccccccccccccvcccccccccccsessccsececces 2.90c. to 3.00c. 
eee, BEE, Be GMO, DEF Tic cc cw cc ccccccscccrecccccccsaceecccccseceses 3.75c. to 3.85c. 
Sheets, galvanized, 28 gage, per ID... .. cece ee ecnccccces Sieteee sees gececes 4.90c. to 5.00c. 
Soft steel bars, per Ib..... .entens voass pb bbVedeSwS ROR Le web eeRcoecevenéees 2.30c. to 2.40c. 
Spikes, % and larger, base, per 100 Ib... 2... cer cccccccccccccccccccccccccccccccces $3.10 
Staples, polished fence, base, Pe ccc brccceccoseseeedesovevecvcscenetncse apesce Gan 
DURDISR, SRIVEMINOE, DABS, WEP MOMs ccc ccccccccccrecccccccccccesescccsesseeocceeces 3.90 
Steel pipe, black, butt welded, 1 to 3-im........ cece eee ween renee eeees 60 per cent off list 
Steel pipe, galvanized, butt welded, 1 to 3-im....... cece eee e ee neecee 4814 per cent off list 
re, ne Pe ee, tied oc Veeeccb oe de seee busebievereccocsaameseeneses $5.50 
Woven fence, carloads to retailerS.....ccccscnccccccccessvceceeesecens 65 per cent off list 
‘Wrought iron pipe, black, l-in. to LUM nin... . ccc ee eee eee eens 29 per cent off list 
Wrought iron pipe, galvanized, l-in. to LM%e-in..... cece eee eee eee eens 12 per cent off list 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 
carload, per 100 lb. 










domestic. $0.32 ee. .. cosbece de Cee — ME a we tcecccces $0.43 *Pacific Coast......... 1.15 

-- 0.235 Cleveland ...........-. 0.215 Kansas City .......... 0.735 *Pac. Coast, ship plates 1.20 

«an Cleveland, Youngstown nsas City (pipe)... 0.705 Birmingham ......... 0.58 

export..... 0.225 OMDB. .cccccccccese 0.19 St. Paul .ccsccccccecs 0.60 SE a6 2 bon SU eds 0b 0.56 

domestic... 0.34 Detroit .....ccceccees 0.29 MER, cnc ccccccccess .735 Jacksonville, all rail... 0.70 

ee0cce 0.255 Cincinnati ........... 0.29 Omaha (pipe) ........ 0.705 Jacksonville, rail and 

jeewes 0.365 Indianapolis ......... 0.31 it, letinin: cearih di tive 0-04: a Pe cdwees o sceeu se MOSS 

reehooee 0.255 DED coccsicns osepus. ee tDenver (pipe)....... 1.17 New Orleans ......... 0.67 





*Applies minimum carload 80,000 Ib. tMinimum londng st 000 Ib. 
Rates from Atlantic Coast ports (i.e. New York, Phi del phia and Baltimore) to Pacific Coast ports of call on most 


steamship lines, via the Panama Canal, are as follows: Pig iron, 35c.; ship plates, 40c.; ingots and muck bars, structural 
steel, common wire products, including cut or wire nails, spikes, and wire hoops, 40c.; sheets and tin plates, 40c.; sheets 
No. 12 gage and lighter, 50c.; rods, 40c.; wire rope cables and strands, 45c.; wire fencing, netting and stretcher, 40c.; pipes 
not over 12 in. in diameter, 55c.; over 12 in. in meter, 2\%4c. per in. or fraction thereof additional. All rates per 100 Ib. in 
carload lots, minimum 36,000 Ib. | 
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Strong demands continue for bat- 
terles. 
Red Seal 
cases of 50 an > 
Radio Batteries.—(Eveready) 
763, voltage 22%, 


10; 31 for quantities of from 10 to oo 
dF 0c. cow more + a ty 2135 bb 
voltage , less an ’ ; 
to 49, $ on 50 and more, $ : No. Rope Sales Small 
766, voltage 22%, less than 10, $1.75; ‘ 
0 ve, do. $1.67; 50 and more, 1.60; Rope sales are small but consistent. 
0. voltage 45, less than 10, j ’ 
$3.50; 16 to 49, $3.34: 50 and more, phe are unchanged. Stocks are 
_ $3; No. 771, voltage 44, less than 10, pie. 
42c.; 10 to 49, 40c.; 50 and more, 36c. Jobbers’ quotations to retailers, 
Sean .0o.b. New York: 
PP gy tong ate = mae rope, 
. c. base per lb.; hardware grade, 
Hose Quiet 16%4c. base per Ib.; first grade sisal, 
15%c. per second grade sisal, 


Little interest is being shown in 
garden hose at the present time. 


for boxes. 
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Weather and Politics Dull 
the Edge of Sales, Jobbers 
in New York Believe 


[Qu made during the past week in the New York wholesale 
market indicate that the volume of sales during April fell sub- 
stantially below the figures for March. 


“How much of this slump,” jobbers were asked, “do you attribute 
to the weather?” 


Many of the jobbers attribute about 60 or 70 per cent of the falling 
off in April sales to weather conditions. Others said that they believed 
the congressional investigations had caused financiers and big busi- 
ness men to take an ultra-conservative attitude, which is being 
reflected in the belief of many, upon retail sales. The fact that this 
is a presidential election year was also suggested as a probable cause 
for the hesitancy of buyers to commit themselves on future orders. 


The advent of warm weather, jobbers and retailers believe, will 
materially stimulate business. Some even go so far as to venture 
the opinion that a continued spell of warm weather would cause a 
certain amount of pyramided orders because of the fact that the 
majority of retailers’ stocks are low. Jobbers’ stocks, on the other 
hand, it may be observed, are in fairly good condition. 


Commenting on the present business situation, the National Bank 
of Commerce, New York City, believes that the situation is one of 
“depressed uncertainty.” Continuing, the bank’s statement says: “This 
has been the case a number of times in the past two years, and at no 
time have the unfavorable expectations been realized.” The state- 
ment says that the bank officials believe that the actual volume of 
business being done is substantial ‘and healthful. Continuing, it says 
in part: 

“Retail trade the country over has felt the adverse effects of unsea- 
sonable weather, while a late Easter has likewise tended to delay 


buying. When these factors are taken into account, trade has com- 
pared not unfavorably with the volume of buying last year. 


“For the country as a whole, retail trade is in fair volume and will 
probaby improve with the season, but the prospect is for a continua- 
tion of careful buying with concessions to the public demand for 
ae prices and with intensive efforts to maintain the volume 
of sales. 


“Apart from the textile industries, manufacturing activity gener- 
ally is at approximately a normal rate. There is full employment, 
wages are high and as long as this condition continues there can be no 
question as to the high purchasing power of that section of the 
buying public which is dependent on wages and salaries. 


“As unsatisfactory as is the position of farmers engaged in the 


production of many staple crops, the agricultural situation as a whole 


is better than a year ago.” 





a Clamps.—Galvanized, % 
an 

per 100; brass, same sizes, $3, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s) 
each; (Perfect 

%, % and %-in., c. eac 


Stocks are fair; prices firm. 
Batteries.—26c. each, in 
d 125 


No. 
1.05 for less than 











b.; 
14%c. per Ib. 





Job- 





to $1.50 per doz. 


-in., $2, $2.05, $2.15 res ective 


Batteries Continue Active soo eumtings—Brase, 4, '% and %-in., 


5% 
ly 
0 


; and 
Clinch), 


bers’ quotations are unchanged. 5 

Jobbers’ quotations to retailers, Glass Cutters Brisk 
E vee secs : 8% ‘ Good 

arden Hose.—4-ply, 8%c. per ft.; ood activity continues to be reported 
5-ply, 9 s r ft.; 6-ply, llc. . 
te fk a Pot bead, 4 3 ner 4 by local jobbers for glass cutters. 
Milo brand, 12%c. per ft. Bull Dog Jobbers’ quotations to _ retailers, 
brand, 13%c. per ft. f.o.b. New York: 

Nozziles.—53c. each; less 5 per cent Glass Cutters.—‘‘Red Devil,’”’ $1.40 
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New York Surprised 
By 10% Bolt Cut 


of Westerner 


According to local jobbers, a Western 
manufacturer entered the market in 
New York City last week and quoted 
bolts and rivets 10 per cent below the 
market price. No general reduction 
has been made in the trade, and it is 
said that if the new prices. are met 
it will only be for a short time. Jobbers 
point out that none of the Eastern bolt 
manufacturers have issued any new 
prices and that contracts have been 
made and will continue on the present 
basis for the balance of this quarter, 
which ends June 30. The new and 
lower quotations on bolts have not ap- 
peared as yet on printed lists, and all 
quotations made below the current 
market price are understood to be 
verbal. 

Manufacturers are not inclined to 
discuss the situation and none of the 
local jobbers have made any official 
price reduction, although some intimate 
that they contemplate doing so May 1. 

The sale of seasonal goods remains 
on a hand to mouth basis. Staple goods 
are consistently active. Collections are 
reported to be somewhat slow. 





Cut Nails Down 15c. a Keg 


A reduction of 15 cents a keg was 
made on cut nails by some of the local 
jobbers during the past week. Wire 
nails remain unchanged. The demand 
is fairly consistent and stocks are 
moderate. 


Jobbers’ 
f.o.b. New ; 
Nails.—Wire nails, $4 base per keg. 

Cut nails, $4.35 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 
Galvanized and -_—. $5.20. 

Roofing nails, x 2, 100 Ib., $8.20. 

American felt roofing nails, % x 
10% plain, $6.50 per case. Galva- 
nized, $9.50 per keg. 


— to retailers, 
ork: 





Wire Goods Demand More 
Active 


More activity is reported 
goods. Prices are firm. 


Jobbers’ avotations to 
f.o.b. New York: 
Poultry Netting.—From New York 


in wire 


retailers, 


stocks, 40-2% per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. 

Wire Cloth.—Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 
per 100 sq. ; 

Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14-mesh, $3.25 
per 100 


sq. ‘ 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 
per 100 sq. ft. 

Wire cloth, galvanized square mesh 


’ . per 100 sq. 
mesh, $5.50 per 100 sq. ft. 


Hod Stocks Short 


Brick and mortar hods are in good 
demand. Prices are firm and stocks 
broken. 


Jobbers’ quotations to 
f.o.b. New York: 

Brick Hods.—Wood, $2 each; mor- 
tar hods, wood, $2.35 each. 


retailers, 
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Bolt Prices Cut 


A Western manufacturer is reported 
to have entered the New York market 
last week and cut bolt and rivet prices 
10 per cent. Some interests are said 
to be meeting the new price, but it is 
not regarded by local jobbers as an 
official manufacturers’ price change. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Boilts.—Common carriage bolts, 
small, 35-10 per cent to 40-10 per 
cent; large, 35-10 per cent to 40 per 
cent. 

Machine bolts, small, 45-10 per cent 
to 50 per cent; large, 45 per cent to 
45-5 per cent. 

Stove bolts, 75 to 75-5 per cent, 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 


Barrows Active 


Continued buying is reported for 
canal and mortar barrows. Prices are 
firm. Stocks are said to be light. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Laborers’ Canal Barrows.—Half 
bolted, handles one Ra; of 2-in. 
maple wood, i *S wide on bot- 

eel, 16- _ $3.25 each. 
e, full bolted, extra strong, 
larger tray, $3.65 each. 

Wheelbarrows. . tray, 33 x 27 
in., depth 11% x 7% in., holds 3 cu. 
ft., strong bolted wood frame, steel 
wheel, $5.25 each. All steel tubular 
wheelbarrows for coal, cement, sand, 
ete., width of tray 29 in., length of 
tray on top 32 in., we ight 70 Ib., $8 
each. Same, with tray 30 in. wide, 
length of tr on top 38%  in., 
weight 80 Ib., $8. 75 each. Same, with 
tray 33 in. wide, 41% in. length on 
top. weight 100 Ib., $11.50 each. 

Mortar Barrows.—Angle steel legs 
and braces, tray measures at top 
26 x 34 in., bottom 15 x 19 in., depth 
wheel end 16 in., handle end 1% in., 
tray edge rolled over steel rod, 
capacity 3% cu. ft., 16-in. steel 
wheel, hardwood handle, $7.30 each. 


Screws Steady 


Demands for screws are _ steady. 
Prices are unchanged and the supply 
is reported to be adequate. 


Jobbers’ quotations to retailers, 

f.o.b. New Yor 

Screws.—Flat head, steel machine 
screws, 66% to 70-5 per cent. 

Round head, steel machine screws, 
66% to 70 per cent. 

Flat head, brass machine screws, 
60 to 60-10-5 per cent. 

Flat head, steel wood screws, 
bright, full packages, "75-20-55 per 
cent. ; 

Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 7214-20-5-5 per 
cent. 

Round head, nickel plated, 621%4-20- 
o-5 per cent. 

Round head brass, 67%4-20-5-5 per 
or. 

4 Cap screws, 80 per cent. 

Prices vary in different sections of 

the city. 


Mower Interest Slight 


Interest in lawn mowers is slight, 


but jobbers report a number of 


inquiries. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Lawn Mowers.—Plain bearing, 8- 
in. drive wheels. 5-in. reel, 3 steel 
knives, screw adjusting. 12-in., $5.60 
each; 14- -in., $5.85 each; 16-in., $6.25 
each: 18-in., $6.65 each. 

Ball-bearing lawn mowers, self- 
adjusting, 8-in. drive wheels, 5%-in. 
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diameter reel, screw adjusting cut- 
ter bar, 3 steel knives, 12-in., $7.25 
each; 14-in., $7.60 each; 16-in., $7.95 
each; 18-in., $8.30 each. 

Ball-bearing lawn mower, _ self- 
adjusting, 9-in. drive wheels, 5%-in. 
diam. reel, 4 self- -sharpening knives, 
14-in., $9. 15 each; 16-in., $9.50 each; 
18-in.. $9.85 each. 

Ball-bearing lawn mowers, self- 
adjusting hardened cones, 10%-in. 
open drive wheels, 4 self- sharpening 
knives, 6-in. diameter reel, 14-in., 
$10.35 each; 16-in., $10.90 each; 18- 
in., $11.45 each; 20-in., $12.10 each. 

Self-adjusting, ball-bearing lawn 
mower, 10%-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self-sharp- 
ening knives, 16-in., $14 each; 18- 
in., $14.65 each; 20-in., $15.30 each. 


Interest in Gates 


Jobbers report interest in ornamental 
gates. Prices are firm and stocks fair. 
Jobbers’ quotations to _ retailers, 

f.o.b. New ork: 

Ornamental Gates.—il1 in. x 3 ft. 
$2.95 each; 4 in. x 3 ft., $3.25 each: 
54 in. x 3 f $3.25 each: 4 x 4 
ft., $3.50 aS 47 in. x $3.75 
each; 54 in. x 4 ft., $3.75 anak 


Sash Weights Firm 


Good demands are reported for sash 


_weights. Stocks are small, prices firm. 








ee 


Jobbers’ quotations are $3.15 per 
cwt. 


Sash Cord Steady 


Sash cord is unchanged. Demands 
are moderately active. 


Sash Cord.—First grade, 48c. to 
55c. base per lb. Prices vary in dif- 
ferent sections of the city. 
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Handles in Demand 


Continued demands are reported for 
agricultural tool handles. Prices are 


firm and stocks ample. 


Jobbers’ quotations to retailers, 
f.o.b. New or 

Tool Handles (Agricultural) .—Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 5le. each. 

Manure fork handles, bent, 4%-ft., 
29c. eac 

Spading fork handle, 4%-ft., 36c. 
each 

Hoe handle, shank or socket stvle, 
414-ft., 22c. each. Mortar style, 6-ft., 
15¢c. each. 

Long shovel handle, bent, 4%-ft., 
27c. each. 

Long spade handle, 4%-ft., 37c. 
each. 
Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and 
cap, “nl each. Spading fork style, 


Spading style, with strap ferrule 
and cap, 63c. ‘each. 





Galvanized Ware Firm 


No new developments have been re- 
ported for galvanized ware. Prices 
are firm, stocks adequate. Demands 
are light. 


. ogy te seesntone to retailers, 
re) 

Galvanized Pails.—Galvanized pails, 
8-qt., 19c. each; 10-qt., 24c. each; 
12-qt., 26c. each: 14-qt., 29%c. each: 
16-qt., 37c. each. 

Fire Pails.—35c. each. 

Waterin 6 Ry eee 4- at.. 
52%c. each; 6-qt., 59c. each; 8-qt., 
70c. each; 10-qt., 8ic. each; 12-at.. 
93l%c. each. 





WEATHER HURTS STEEL GOODS SALES 


Unseasonable weather continues to 
hamper the sale of steel goods. Dealers’ 
stocks are light, and no buying activity 
is looked for until warmer weather. 


Jobbers’ quotations to retailers, 

f.o.b. New York: 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 
5 13-in. tines, $1.75 each; 6 13-in. 
tines, $2.05 each; 5 13-in. tines, 4- 
ft. handle, $1.50 each; 6 13-in. tines, 
4-ft. handle, sh 70 each. (Lots of six, 
5 per cent off 

Hay Forks. —3 oval 12-in. drop- 
forged tines, bronzed and polished; 
select ash handle, strapped ferrule 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off). 

Spading Forks.—Malleable, D han- 
dies, strapped ferrule; angular drop- 
forged tines; 4 tines, 76c. each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 
5 heavy tines, $2.08 each. 

Wooden Rakes.— Wooden hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each; same with 3 
ae steel bows, 24 teeth, 72c. 
each. 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
51%-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8le. each; 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 teeth, 36c. each; 16 teeth, 40c. 
each. 

Garden WHoes.—7-in. steel blades, 
black finish, 4'4-ft. ash handle, solid 





a 


shank, 36c. each; 7-in. blade, bronze 
finish, 7lc. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid 
shank, 6-ft. ash handle, 9-in. blade, 
95c. each. (Lots of six, 5 per cent 
off). 
| ow .—Garden trowels, 6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished, 
riveted shank, hardwood handle, 10c. 
each; 1-p iece socket, 6-in. forged 
steel biades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All_ steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 

Hand ne, pol Forks.—Three heavy 
flat tines, shed and japanned, 
binck-onameals ed handle, 10 in. over 
all, 10c. each; 4%-in., malleable 
tines, half polished, brass ferrule, 
polished handle, 104¢c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, 10c. 
each; 4 steel tines, 42-in. handle, 
44c. each. 

Weedin Hooks.—Malleable iron, 
tinned, 8%c. each; Magic weeder, 
three steel spring tines, tinned, 
black-enameled handle, 10c. each. 
Same with 42-in. handle, four steel 
tines, tinned, 44c. each. 

Grass Hooks. — Tempered steel 
blade, black-enameled handle, 25c. 
each; same forged from bar tool 
steel, raised hardwood handle, 43c. 
each; same, high quality steel, ribbed 
back, polished edge, 35c. each; same, 
tempered steel blade, 46c. each; Eng- 
lish grass hooks, 54c. to 57c. each. 

Hedge Shears.—Plain, 6%-in., 8- 
in., 9-in., $1.05, $1.75, $1.90 each 
respectively. Notched, 8, 9 and 10- 
in., $1.95, $2.10 and $2.30 each re- 
spectively. 

Border Shears.—With wheel, 9-in., 
$3.45 a pair; without wheel; $2.85 
pair. Lawn shear, two wheels, 9-in., 
$3.60 pair. Disston utility pruner, 
$1.55 pair. 
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Basic New England Industries Slow Down 
—Seasonal Sales on Upgrade 


(Boston office of HARDWARE AGE) 


LTHOUGH there is an improvement in the retail 
A hardware business, due to the advancing of the 
spring season, weather conditions have again been 
against a free movement of goods. It has been rainy and 
cold much of the time, and high winds prevailed. Some 
people have put in peas—in plowed ground and in hand- 
worked ground where it has been impossible to plow be- 
cause of excessive moisture. But that is about the extent 
of garden work so far. There are a large number of 
people who have not planted a pea. Where land has been 
plowed warm dry days are needed to properly prepare the 
soil for planting. Where people have had indoor work to 
do, advantage of weather conditions has been taken. That 
means paint, builders’ hardware, wallboard and numerous 
other articles of importance carried by the retail merchant 
have sold in increasing volume. It is because of such sales 
that an improvement in business is reported. 

Basic New England industries are still making some 
progress on the constructive side, but it is slow and threat- 
ened with pitfalls. In the largest basic industry, cotton 
textiles, it is intimated by employers that plant operations 
cannot resume with any degree of regularity without a 
reduction in wages. Labor takes unkindly to these sug- 
gestions and threatens a strike. Shoe manufacturers are 
not securing business as readily as anticipated and natu- 


rally are buying leather in a conservative manner. Wool 
values are slipping. Woolen goods manufacturers are bet- 
ter fortified with new business than they were a month 
ago, yet because of the condition of the raw staple market 
are taking wools only as needed. 

The credit situation, in so far as it relates to the hard- 
ware trade, is mixed, but it most always is for that fact. 
Those retail dealers classified by jobbers as “prompt pay- 
ers” are living up to their reputation. The “slow payers” 
are just as slow as ever, or even more so. There are ac- 
counts six and seven months overdue, which, of course, is 
not good business. Jobbers, naturally, are watching cred- 
its closer than ever because of the backwardness of the 
spring season. 

There is no reason to believe that a large amount of 
merchandise handled by hardware stores will not be sold, 
not only this spring and summer, but next fall and winter. 
The average retail hardware dealer, however, is not, per- 
haps, as enthusiastic as he was, and purchases of goods 
are being made more conservatively. In speaking of busi- 
ness conditions the common way for a jobber of shelf hard- 
ware, mill supply or heavy hardware to express himself 
is: “There is plenty of business, but we have to go out and 
dig it up.” To be exact, the war is over, and we are back 
on a normal business-getting basis. 


BARROWS.—Of the seasonable goods $1.95: No. 72, $2.95; No. 81, $2.75; No. Forks. — Manure, four-tine, malle- 


moving out of stock, garden barrows 


Discount 25 and 10 per cent. 


82, $4: No. 191, $2.35; No. 192, $3.60. able D-handle, $13.60 a doz. net; five- 


tine, malleable D-handle, $16.15; five- 


are enjoying about as large a per- Fillers.—No. 00, 90c. each list; No. tine, strapped D-handle, $17.35; five- 
j ; . : . 2, $1.60. Discount 25 and 10 tine, wood D-handle strapped, $21.35; 

centage of business increase as any- i Re win is eit : six -tine, malleable D-handle, a9, oe: 
thin Jobbers’ i i - : . six-tine, D-handle strapped, 19.75; 
* prices remain com- BREAD MAKERS.—Quiet buying of six-tine, wood D-handle_ strapped, 


$23.75. Stable fork, malleable D-han- 





paratively low as compared with man- bread makers and parts appears to 


ufacturers’. 
We quote from Boston jobbers’ 


Barrows. — Garden No. 4. steel 
wheel, $6 net each; wood wheel, $6.25; 
No. 5, steel wheel, $6.50; wood wheel, 
$6.75. F.o.b. factory, No. 4, er 2 
wheel, $5.75; wood wheel, $6; No. 
steel wheel, $6.25; wood wheel, $6. 50, 


BOLTS AND NUTS.—As intimated a 
week ago, bolts and nuts have been re- 
duced 10 per cent. The drop on ma- 
chine bolts amounts to a little more 
than that much. 


We quote from Boston jobbers’ 
stocks: 

Boits.—Machine bolts, with H. P. 
nuts, *% x 4 in. shorter and smaller, 
50 and 10 per cent discount; larger 
and longer, 50 and 10 per cent dis- 
count; with C. T. & D. nuts, 40 and 
10 per cent discount; tap bolts, list; 
common carriage bolts, 40 and 10 per 
cent discount; Eagle carriage bolts, 
50 and 10 per cent discount; stove 
bolts, large lots, 65 and 5 per cent dis- 
count; small lots, 50 per cent dis- 
count; bolt ends, 40 and 10 per cent 
discount tire bolts, 45 per cent dis- 
= 

uts.—H. P., all kinds, list; C. P. 
& ~ all kinds, Ic. off list; check nuts 
list; "semi-finished hexagon nuts, %- 
in. and smaller, 60 and 10 per cent 
discount; larger, 50 per cent discount; 
semi-finished case-hardened nuts, 50 
per cent discount. 


BOTTLES.—The recent advance _ in 
vacuum bottles has slowed up business 
some, say jobbers. Retail dealers, 
however, say they were well stocked 
and that over-the-counter sales have 
dropped to small proportions. 


We quote from Boston jobbers’ 
stocks: 

Botties.—Vacuum, Landers, Frary 
& Clark line, No. 21, $1.75 each list; 
No. 22, $2.75; No. 70, $1.85; No. 71, 


have been going on for some time, and 
the aggregate amount of merchandise 
moved out of jobbers’ stocks is reas- 
suring. 
We quote from Boston jobbers’ 
stocks: 
Bread Makers.—Landers, Frary & 
Clark line, No. 2, $30 4 oa doz. list; No. 
4, $36; No. 8, $48: No. 44, $33. Dis- 
count 25 and 10 per cent. 


Part for No. 4 s 
Es ¢ sides 6$400%086 $1.35 $1.65 $2.25 
Se Sa ee ee. 45 .60 .65 
DE ehwcd at wen ¢ .75 .90 1.00 
Ge ns od a's cae aebes 40 50 60 
pS .40 .50 .60 
CRED swveascpedecces .40 .60 By fs 


Prices are for each, list. Discount 
25 per cent. 


CULTIVATORS.—Those retail dealers 
who were caught short of cultivators 
are now coming into the market for 
goods. As a result the market is mod- 
erately active. Jobbers’ stocks are 
much smaller than they were a month 


back. 

We quote from Boston jobbers’ 
stocks: 

Cultivators. —- Midget, $3.45 per 
dozen; three-prong cultivators, $6.65; 
five-prong, $8.85. All prices net. 
American wore & Hoe Co., No. G2, 
$5; Leader, > « 


FARMING TOOLS.-The advent of 
spring farm work has brought with it 
a greater demand for farming tools. 
The average individual retail order be- 
ing placed is for comparatively small 
items, which suggests the trade is 
rounding out stocks. The number of 
individual orders coming into the mar- 
ket is increasing. 


We quote from Boston Jobbers’ 
stocks: 


dle strapped, $15.90; wood D-handle, 
strapped, $19.90. 


FENCING.—Wire fencing has just be- 
gun to move out of jobbers’ stocks in 
volume. Shipments are against or- 
ders placed some weeks ago, as well as 
recently. 


We quote from Boston jobbers 
stocks: 

Fencing. — Keystone Steel & Wire 
Co., line, Blue Ribbon from street, 50 
per cént discount; factory shipments. 
No. 832, $6.10 per roll, net; No. 636, 
$3.80; No. 846, $4.90; No. 1047, 6-in. 
mays. $7.90; No. 1047, 12-in., stays, 
$5. 


Staples, Blue Ribbon wire, $5.10 per 
100 Ib., in full packages. 


FLOWER BED GUARD.—In common 
with other garden accessories the call 
for flower bed guard and trellis is on 


the mend. 
We quote from Boston jobbers’ 
stocks: 
Flower Bed Guard.—16-in., $1.09 per 
rod; 22-in., $1.29 per rod. 
Trellis.—18-in., 80c. per rod. 


GARDEN TOOLS.—Increased de 
mands for garden tools are reported 
by retail and wholesale dealers. Up to 
the past week or so the movement out 
of stock was somewhat disappointing, 
say jobbers, but things today look quite 
hopeful. 


We quote from Boston jobbers’ 
stocks: 

Hoes.—Shank, 7%-in., $8.70 a doz. 
net; socket, 7%-in., $9.60; round top 
onion, $9.90; socket meadow, 9-in., 
$10.55; Rhode Island, shank, 9-in., 
$10.05; socket, $10. 

Rakes.—Light steel, 12 teeth, $4.80 
per doz. net; 14 teeth, $5.10; 16-teeth 
$5.60. Regular garden, 12 teeth, $8; 
14 teeth, $8.55; 16 teeth, $9.35; steel 
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Hl 14 teeth, $10.95; 16 teeth, 
Ed ers. — Turf, long handle, $10.80 
per doz. net. 


HANDLES.—Quite a material im- 
provement is noted in the demand for 
handles in this territory, if comparison 
is made with the first of the month. 
It is quite evident many retail dealers 
put off buying until the last moment. 
R&S quote from Boston jobbers’ 


Handles. “ee hickory, first qual- 
ity, 28-in., $6. per doz. net; 30-in., 
$4.99; 32- in. as $4.99" 

Pick 36-in., $7.67 


k.—First quality, 
per doz., net. 

Hay Fork. — Chucked and burred, 
straight, 4-ft., $3. 36 - — a 4le- 

$3.60; 6- ft. bent, ote 
340: 4-ft., $3.90; The wit. 349 -ft 
$5. bisconnt 33% per ce 

Manure Fork. — Bent, _ +r 
per doz. list, with ferrule, $5.4 
malleable, D- handle, plain, $6.60, with 
ferrule, $8.10; discount, 33% per cent. 
Wood D- handle, plain, $6.9 0; with fer- 
rule, $8.40; discount, 10 per cent. 

“eg x Fork. — Malleable, D-han- 
dle, $6.60; wood D-handle, $6.90; 
strapped atte malleable D- handle. 
$1 1.10, discount, 33% per cent; wood, 
with D-handle, $11.40; discount, 10 
per cent. 

Hoe. — Field, chucked and burred, 
poplar and ash, $3.40 per doz. list; 
not chucked, ash, $3.40. Mortar hoe, 
6-ft., $6.70; discount, 33% per cent. 

Rake. —Garden, 6- ft., 6.20 per doz. 
list, 33% per cent discount: steel D- 
handle, $2.28 net 

Ferrules. —Manure, $1 per doz. list; 
ond] $1; hoe, 85c.; discount, 33%, per 
cen 


LAWN MOWERS.—According to many 
of the most active retail dealers there 
exists a potential mower buying power. 
All it needs is: something to start it, 
and the recent rains may be just the 
thing. 

We quote from Boston jobbers’ 





stocks 
Lowen Mowers.— Hub. 14-in., $6 
each, net; 16-in., $6.25 net: Jewe 


>; 16-in., $14. 50; Co- 
lonial, 8-in. Wheel, ballbearing, 16-in., 
<~ 50 list; 18-in., $18.25; ewport. 
- wheel, plain bearing, 16-in., 
6 50 list; 18- in., $17.25; Lakewood. 
-in. wheel ballbearing, 16- in., $19. 25 
= a = in., $20 Im ig Plain bear- 
ing high ‘wheel, ades, 14-in., 
26.50 list; 16-in., $28. 50: aT? in., $30.50; 
mperial, eet 14-in $29 list: 
n., $31; 18-in., $33: 20- in., $35; 
Caldwell lawn trim, 8- in., $16. 50 list. 
Discount, 50 per cent. 
Motor Lawn Mowers.—No. L. $325 
list; No. H, $400 list. Discount, 10 
per cent 


LAWN ROLLERS. — Although not 
brisk there is a larger demand for lawn 
rollers. It embraces the largest as well 
as the smallest size of stock. 


We quote from Boston jobbers’ 
stocks: 

Lawn Rollers. — Water weighted, 
18-in. dia. x 24-in. long, $14.84 each 
net; 24-in. dia. x 24-in. long, $17.17. 

POSTS.—With the improvement in 
wire fencing has come a better call for 
steel fencing posts, jobbing stocks of 
which are only moderately large, but 
well assorted. 


We quote from Boston jobbers’ 
stocks: 

Posts.—Line, steel, galvanized, 6%- 
xy 63c. each net; 7-ft., 69c.; 7%-ft., 


End.— Steel, galvanized, 7%-ft., 


$3.94 each net. 
Corner.—Steel, galvanized, 7%-ft., 


$5.70 each net. 


POULTRY SUPPLIES.—The move- 
ment of poultry netting out of jobbers’ 
stocks has assumed large proportions. 
Owing to the fact that jobbers’ stocks 
were large, orders to date have been 
filled promptly. Sales of incubators 
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have dwindled, but those of brooders 
hold up remarkably well. 
a quote from Boston jobbers’ 


, ree Iine, oil and 
25 each, net; 


4.50; 
"6, 400 eggs, $68: 
600 eges $103: No. 35, 80 oe 
$132: No. 3, 1000 eggs, $157. Dis- 
count, 30 per cent. 
Brooders ——Buckeye line, coal, No. 
18, $15.05 each net; No. 19, 
oil burner, " 


Queen line, No. 
$21.50 each; No. 2, 1200 chick capaci- 
ty, $26.50. Discount, 30 per cent. 
Poultry Netting. —From Boston 
stocks, 40 per cent discount; direct 
factory shipments, 45 and 5 per cent 
discount, f.o.b. Pittsburgh. 
Staples.—Galvanized poultry  net- 
ting, direct factory shipments in car 
lots, 5 per cwt., in less than car 
lots, 5.50. From jobbers’ stocks, in 
100-Ib. kegs, $6.75 per cwt.; in 10-Ib. 
packages, $8; in 1-lb. papers, $9; in 
1%-lb. papers, $9.75; in %4-lb. papers, 
$11.50. 
RIVETS.—Small iron rivets have been 
reduced 10 per cent by manufacturer 
and jobber alike, the market now being 
40 and 10 per cent discount. . Rivet 
prices otherwise remain as heretofore. 


We quote from Boston jobbers’ 


stocks 
Rivets. — Structural, button head 


in 200-lb. kegs, $4.60 per 100-lb. base; 
for lots of less than 200 Ib., but not 
less than 100 Ib. an extra charge of 
. 40c. per 100 Ib. is made. Iron rivets, 
small, 40 and 10 per cent discount. 


ROOFING MATERIAL. — Prices on 
roofing material are on a firm basis 
and every indication is they will re- 
main so indefinitely. Manufacturing 
costs are high, especially on material 
made from material other than wood 
pulp. In addition, the demand the 
country over is tremendous, being espe- 
cially good in New England, so that 


‘manufacturers see little opportunity to 


accumulate stocks for some time. 
pe quote from Boston jobbers’ 


stock 
Roofing Paper.—Japroid line, slate 
alge ye $3.40 per roll; 
plain standard, $2.40 and $2.65; ead- 
er, light (35 Ibs. ), $1.70; medium (45 
Ibs.), $2.15; heavy (55. s.), $2.65; 
Rockrold, light, $1.05; ame. $1.45; 


nenvy. 7 
hingles .—Japroid line, lock top, 
5.25 per square; super giant, 12%- 
Bs $9; individual, 4 super strip, 
$7.25; strip, -in., 6.3 

Paper. —Bermico Se $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $64.50 a ton; ‘smaller 
$65. 50 aton 

Roof Beatton. Seek 340 S Bg mg 


green and red; 5-gal., $3.4 r gal.: 
= , $3.50; plastic roof BB , 5- 
32c. list; l-gal., 35c. Discount 


3314 per cent. 
SKATES. — Manufacturers say ice 
skates are but a small part of their 
business. The roller skate is the big 
production item. The roller skate sea- 
son has opened with a vim. Jobbers re- 


port orders flowing in freely calling 


for small to large amounts of stock. 
They anticipate cleaning up holdings at 
an early date. 


We quote from Boston jobbers’ 
stocks: 
ice Skates.—Boys’, key, toe clamp, 
85c. to $3 per pair; ‘girls’ strap heel, 
key toe clamp, $1.10 to $3 per pair. 
Roller Skates.— Union Hardware 
Co. line, No. 2, 70c. to 76c. per pair, 
net; No. 3, 75c. to 82c.; No. 10, $1.10 
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to $1.20; Nos. 4, 5 and 6, ty 65 to $1. 90. 

Skating Outfits.—Bo and men’s 
sizes 3 to il leckeive.” $4. 25 to $6.50 
per outfit. Girls’ and women’s sizes 
4 ha 8, inclusive, $4.25 to $7 per out- 


SCREENS AND DOORS.—The market 
for screens and doors, which a week 
ago showed more life, is even more 
active. The real buying movement has 
not set in, however, say jobbers. No 
trouble should be experienced by the re- 
tail dealer in getting what is required, 
for jobbers are well supplied. 


Bot quote from Boston jobbers’ 
stocks: 
He Cloth.—Black, 12-mesh, $2.40 


100 sq. ft.; 14-mesh, $2.90; ‘Opal, 
Po. Fev: Ra 432-95, per 100 sq. ft.: 14- 
mesh, ; 16-mesh, $3.95; all from 
Boston wine Direct mill shipments, 


f.o.b. b black, 12-mesh, 
$2.15; 14-mesh, $2.65. Bronze screen 
cloth, widths 24-in. to 48-in., from 
~ 


Screen oors.—No a a ry 4 
$20.80 per doz.; 2 x 8, $21.75, 2 x 
10, oane 3 x 7, $23.80; No. 454, 2 x 
6, $28.40; 2 8, $29.60; 2 x 10, $30; 
3 x 7, $32.10; No. 45G, 2 x 6, $24.45; 

$2 2x ‘ 7.20; x 7, 


2 8, 5. 

$38. 60. All prices net, from store. A 
10 per cent discount, is allowed on 
direct factory shipments. 


STOVES.—The summer oil stove sea- 
son is opening encouragingly. Some 
jobbers feel sales are not as large as 
anticipated, while others, who are in the 
majority, say they are even better. The 
improvement in business is all the more 
noteworthy in view of the fact that 
early in April business was slow. 
Rl quote from Boston jobbers’ 
Cook Stoves. —Oil, one-burner, $9.50 
each list; two- burner, $17.35; three- 
burner, $22; four-burner, $28. Dis- 
counts; 30 per cent in lots of ten, 
30 and 5 per cent. 

Water Heaters.—$45 each list. Dis- 


counts: 30 per cent; in lots of ten, 
30 and 5 per cent. 

Air Tight Stoves.—Conco line, No. 
418, $3.15 each, net; No. 421, $3. 65; 
No. 424, $4.40; No. 427, $5. 


TRAPS.—Prices have been issued by 
manufacturers of traps for next season, 
which show a decline of approximately 
10 per cent. Jobbers, after some de- 
lay, have adjusted their prices accord- 
ingly. 

A me quote from Boston jobbers’ 

eT Tra ps.—Game, No. 0, single spring, 
with aan. $1. 70 per doz. net; No. 1, 
$1.95; No 2, double 


' $3; No. 
spring, with chain, $4.70: No. 3, $6.50; 
No. 4, $7.80 


WATERGLASS.—Fresh eggs presuma- 
bly are as low in price as they will be 
this year. The flood tide of New Eng- 
land receipts is here. Retail dealers 
are selling eggs for less money than 
they have before since 1916. Here, 
then, is a good reason for the retail 
hardware dealer to push waterglass 
sales. 


Pi. Ie quote from Boston jobbers’ 
stock 

Waterglass. —Pint containers, $1.30 
per doz. net; quart containers, $2; 
gallon containers, $7. 


WINDOW WIRE.—Window wire has 
joined with other wire products in en- 
joying a better sale. Sales are running 
well in excess of those for last week 
and the corresponding period last year. 
Prices apparently are on a very steady 


basis. 
Rm quote from Boston jobbers’ 


st 


stoc 

Window og pasvoumed square 
mesh, from stock, $5.55 per 100 sq. ft. 
From factory, $5. 15 per 100 sq. ft., 
f.o.b. Pittsburgh. 
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McKINNEY | 
Hinges Butts 


\ 
_ There are no open 
- places in the McKinney 
- line of hinges. Each 
~ customer’s needs can 
be met without a com- 
promise of any kind. 
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Twin Cities Business Retarded 


HARDWARE AGE 


May 1, 1924 


by Bad Weather—Trade Optimistic 


(Minneapolis office of HARDWARE AGE) 

OCAL weather conditions have not been conducive to 
[= active demand for spring merchandise, as the 
temperature has been below normal for the past 
two weeks and at this writing snow has fallen pretty 
The unseasqnable weather in 
conjunction with rather quiet business conditions has 
materially held back retail and wholesale hardware sales, 


generally over the State. 


although they are not considered bad. 


BUILDERS’ HARDWARE.—A fairly 
good volume of orders are now being 
booked, largely for later delivery, al- 
though there is a good volume of over 
the counter sales. 


AXES.—Fairly good sales. Stocks 
ample. Prices remain steady. 
We quote from jobbers’ stocks, 


Single bit axes, 
double bit axes, 


f.o.b. Twin Cities: 
base weights, $14; 
base weights, $19. 


BOLTS.—Demand in a retail way is 
fair. Large users are buying quite 
freely. There has been a decline in 
prices quoted by manufacturers and 


jobbers. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts, 50-10 per cent; small 
and large machine bolts, 50-10-10 
per cent from lists; stove bolts, 70 
per cent; lag screws, 60 per cent from 
lists. 


BRADS.—Better demand as building 
season opens. Stocks good. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


CHURNS.—Sales fairly active. 
ample. Prices steady. 
quote from jobbers’ stocks, 


We 
f.o.b. Twin Cities: Barrel type churns 
40 per cent from list. 


COASTER WAGONS.—Retail demand 
is good. Stocks are good at present but 
selling rapidly. Prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, + 50 each; No. 61, 
$6.44 each; No $7.03 each; No. 
63, $7.72 each. a..a coaster wag- 
ons, 33% per cent from factory lists; 
All steel coaster wagons, 50 per cent 
from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS. — Demand showing 
rapid improvement. Stocks are good. 
Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100 
f 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in., conductor el- 
bews, $1.73 per ‘doz. 


FIELD FENCE.—Demand not active. 
Stocks good. Prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 56% 
per cent from lists. 

FILES. — Demand is showing some 
strength. Stocks are good. Prices 
have declined about 10 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent to 70 per cent dis- 
count from standard lists. 


FREEZERS.—Sales have been held 


back by unusually cold spring weather, 


Stocks 
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rapidly. 


although some sales have been made. 
Stocks are ample. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent from 
lists; Alaska freezers, 20-10 per cent 
from lists; Auto Vacuum freezers, 
33% per cent from lists. 


GALVANIZED WARE.—tThere is a 
somewhat better demand at this time. 
Stocks are good. Prices are firm. No 
advances have been made as yet, but re- 
ports from other territories would indi- 
cate possible advance in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; Heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 
$14.50; Standard eX agers pails, 10- 
qt., $2.55; 12-qt., $2.90; 14-qt., $3.2 
16- -qt., stock pails, $5; 18-qt., $5. 15 
per doz. 


HAMMERS AND HATCHETS.—This 
line is meeting a better demand as the 
building season opens. Stocks are good. 
Prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HFS81, $12; Riverside No. 611%, $12; 
Plumb Broad Hatchet No. 2, $17.15; 
Plumb shingling No. 2, $18.15; Plumb 
claw No. 2, $14.40 per doz. 


HOSE.—Some demand is opening up. 
— good. Prices firm. 


quote from jobbers’ stocks, 
teh % Twin. Cities: Garden hose, com- 
er grade, 3-ply, %-in., 9c. per 
t.; 5-ply garden hose, 10%c. per ft.; 
%-in. moulded hose, 12c. per ft.; 
54-in. hose about ic. less. P 


LANTERNS.—Sales fair, season con- 
sidered. Stocks ample. Prices are 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
os long or short globe, $13 per 

apg A lanterns No.. 210, $7.75 
og "doz.; No. 240, $12.75 per’ doz. ; 
No. 130, ‘Midget vehicle lanterns, $17 
per doz. 
LAWN MOWERS. — Retail demand 
slow in developing account unseason- 
able weather. Stocks good. Prices 
steady. 

We quote from jobbers’ stocks 
f.o.b. Twin Cities:° Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mow- 
ers in ordinary grades, $9.00 to $10.50 
each, according to quality. 

MILK CANS.—Demand continues good. 
Stocks ample. 


We uote from jobbers’ stocks, 
f.o.b. win Cities: Railroad milk 
cans, 5-gal, $2.60 ene 8-gal., $3.10 
each: 10-gal., $3.2 each. 


N AILS.—There is a very good demand. 
Stocks good. Prices firm. 


We uote from jobbers’ stocks, 
f.o.b. win Cities: Standard wire 


Buying has been very much influenced by and has 
acted with the weather; good demand showing on warm 
days with a sudden drop on colder days. : 

However, building operations are now getting under 
way, and as soon as seasonable weather sets in a reason- 
able demand for hardware lines is expected. 

Jobbers report very good demand in automobile sup- 
plies and accessories, and retail demand is improving 


nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 


PAINTS.—Demand is picking up rap- 
idly although adverse weather condi- 
tions have held. back demand some. 
There has been a slight recession in 
price on white lead. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $12. 83 per cwt. 


POULTRY NETTING.—A very good 
demand is under way. Stocks are good. 
ee remain steady. 


quote from jobbers’ stocks, 
Pi Twin Cities: Hexagon Poultry 
netting, 45-5 per cent from standard 


PYREX OVEN WARE.—Steady de- 
— Stocks ample. Prices firm. 


quote from jobbers’ stocks, 
Py Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1.11 each; No. 202 pie 
plates, 50c.; No. 210 pie ‘plates, 67c.; 
2 bread pans 60c.; No. 231 
utility ns, 67c.; No. 
2-cup, $1.67 each: No. 24 tea pots, 
4-cup, $2 each; No. 36 tea pots, 6- 
cup, 33. 


REGISTERS.—Sales remain fairly ac- 
tive. Stocks good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel registers, 40 
per cent from standard lists. 


ROPE.—Sales better. Stocks ample. 
Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 192. per m5 best grades sisal 
rope, 17%c. per Ib. 


SANDPAPER. Both retail and whole- 
sale demand is good. Stocks are ample. 
Prices continue steady. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Best grade No. 1 

, $5.85; second grade No. 1 

per ream, $5. Ai Garnet paper No. 1 
per ream, $16. 


SCREWS.-Sales of 
good. Stocks ample. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72 per cent; flat 
head, japanned, 67% per cent; flat 
head, brass screws, 70 per ‘cent: 
round head brass, 67% per cent. 


SASH CORD.—Demand good. Stocks 
good. Prices remain unchanged. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8, 


86c. per Ib.; ordinary grades No. 8, 
56c. per Ib. 


screws remain 


SASH WEIGHTS.—Sales better. Good 
stocks. No price changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 
$2.50 per cwt. 


SOLDER.—Sales remain fairly good. 
Ample stocks. Prices appear weak. 


Sash weights, 
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“Richards-Wilcox Stand Alone 


in the American Business World for Prompt Deliveries” 


Say Harris, Scarfe, Ltd., London 





*“*SHdetite’’ Garage 
Door Hardware 


Barn Door Hangers 
House Door Hangers 


‘‘AiR-Way’’ Multi- 
fold Window Hard- 
ware 
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Checks. 


Mounted Grind- 
stones 


‘‘Ideail’’ Elevator 
Door Hardware 


‘“‘OveR-Way’’ Con- 
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Dependable products and speedy 
deliveries have combined to make 
the name RICHARDS-WILCOX a 
synonym for SERVICE through- 
out the civilized world. 
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There has been a further decline since 
last issue. 


We quote from bbers’ stocks 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 35c. per 


STEEL SHEETS.—Construction work 
is improving demand. Stocks ample. 
General market conditions on steel do 
not appear strong. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: 28-gage galvanized 
steel sheets, $5.95 per cwt.; 28-gage 
black steel sheets, $5.05 per cwt. 

TACKS.—Good demand. Jobbers’ stocks 


eo Prices remain unchanged. 


go 5 from jobbers’ stocks, 
PP Sg win Cities: American cut 
tacks, 6, 8, and 10 oz., 60c., 55c., and 


50c. per doz. 2 oz. packages, respec- 
tively; 8-oz. blued carpet, 3lc. per 
doz. packages; No. oo double pointed, 
35c. per doz. pom ges; 8-oz. cut 
tacks "in —_, 5%c. per Ib.; 6 oz., 
16%c. per Ib. 

TIN PLATE.—Sales are good. Stocks 

fair. Prices remain as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, fur- 


HARDWARE AGE 


14.75 per 


nace coke, ry 20 x 28 
IC 20 x 28, -lb. coat- 


box; roofing tin 
ing, $14.25 per box. 


WHEELBARROWS. — Sales continue 
et Stocks sufficient for demand. 


quote from bbers’ stocks, 
top Twin Cities: oodstave b 
rows, fully bolted, $37.50 per doz. 
Tubular steel No. 1, $6.75 each; 
wood garden barrows, .25 each. 


WINDOW SCREENS AND SCREEN 


’DOORS.—Some interest being shown 


although weather too cool for active de- 
mand. Stocks are good. Prices as fol- 
lows: 


_ . We quote from jobbers’ 
f.o.b. win Cities: 24-in. Sherwood 
adjustable window screens, $7.40 973 
doz.; 24-in. Wabash extension, $6.50 
per doz.; common screen doors, 2-8 
x 6-8, $28.20 per doz.; fancy screen 
doors, 2-8 x 6-8, $32.30 per doz. 


WIRE CLOTH.—Sales are developing 
rapidly on wire cloth. Jobbers’ stocks 
are still in fair shape. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth 


stocks, 
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12 x 12 mesh, $2. 2” per 100 sq. ft.; 
galvanized cloth 12 x 12 mesh, $2. 76 
per 100 sq. ft. 


WIRE.—Demand showing a continued 


improvement. Fair stocks; no change 
in prices. 
Py \, uote from jobbers’ stocks, 
in Cities: Barbed wire, 


a cattle, 80-rod spools, - 70; 
galvanized cattle 
wire, Bana 
y 25; ooth black annealed, No. 39, 

r a smooth galvanized an- 
ell ed, $4.45 per cwt. 


WRENCHES.—Demand for wrenches, 
especially automobile wrenches, con- 
tinues very good and in some lines quite 


active. Stocks are fairly complete. 
ee show no recent change. 
uote: im jobbers’ stocks 
f. my 4g win ities: Agricul Itural 


wrenches, 65 per won 0 Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62% per eent from new lists; knife 
handle wrenches, 40-10 per cent; 
Stillson and Trimo wrenenee, mn ned 


cent; Snap-on wrenches in 
Master Rervioe No. 101, $15.25; Ne 
202, $8; No. 404, $7; No. 05B, $3.40 


less 40 per cent f.o.b. Milwaukee. 


Slow but Consistent Improvement Noted 
in Cleveland Market Territory 


hardware has had a slow start, scythes and lawn 

mower stocks are depleted—the current demand ex- 
ceeds the supply. Oil stoves, roller skates, coaster wagons, 
binder twine, rope and pocket cutlery are very active. 
Contract trade on hardware, paint and glass has increased - 


B UYING is better in this market. 


greatly. 


Average retail store business is showing consistent but 
The retail trade is not buying 
heavy but dealers express complete confidence in the 


not rapid improvement. 


AUTO ACCESSORIES AND TIRES. 
— Improved weather has brought 
more sales activity to these lines. Auto 
traffic in this territory very heavy. 
Dealers report that good transient 
trade is starting. Regular trade slow 
but steady. Auto paints and enamels 
reported better than any previous year. 
Prices firm and stocks appear balanced. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 


jacks, $4. 15; Retaste jacks, No. 1, 
.383; No. 2, 3, in lots of 12; Derf 
apare plugs, bc each for all sizes in 


lots of less than: 50; hampion 
spark plugs, 45c. each for less than 
100 and 4lc. each for over 100; am- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 
Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 


AXES.—Futures slower, but jobbers 
feel that bulk of this business has been 
written. Prices guaranteed until Dec. 
31, 1924. Current needs restricted. 
Farmers buying some axes. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; ; unhandled, 
$20 per doz 


BINDER TWINE.—Trade in this item 
said to be best in many years. Current 
sales heavy. Scarcities expected in 
summer. Though prices are holding at 
present, they are not guaranteed and 
may be subjected to advancing adjust- 


Though spring present market. 


a serious way. 


tions are fair. 


ments consistent with raw material 
costs. 
soars quote f.o.b. Cleveland: 
tandard, first quality binder twine, 
$5. rian er bale. White sisal, first 
——- inder twine, $5.87%% per bale. 
econd grade, $5.62%4 per bale. 


BOLTS AND NUTS.—Rumor regard- 
ing adjusted prices could not be con- 
firmed at press time. No indications of 
any such trend. Stocks ample, prices 
as quoted. Demand steady but not 
heavy. 

Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut thread, 50 
and 5 per cent off list; small rolled 
thread, 50, 10 and 5 per cent off list; 
carriage bolts, large and small cut 


threads, 45 per cent off list; stove 
bolts 75 and 5 per cent off list; hot 


pressed nuts, ° $3.25 off list 
COASTER WAGONS. — Very active. 
Stocks apparently satisfactory. Prices 
firm. Dealers sending in large orders. 
Consumer demand good. ‘ 
Jobbers quote f.o.b. Cleveland: 


Auto-Wheel coasters, rubber tired 


disc oe Fn 5 : $5.50; — 


14 x 32, 34, $7.03; 
size 16 x B87. 3. Ry 18 x 40, $8.33 
_ ee line, high grade rubber 


tires, size 14 x 32, 8-in. roller bear- . 

ing disc wheels, $5. 70; size 14 x 34, 

10-in. disc wheels, 

38, 10-in. . disc wheels, $7.15; size 18 
x 40; 10-in. disc wheels, $7.55 each. 


sbowman Anes line; size 13 x .« 


to $4.16, loose bearings, $4.50 
4.15, ph. to quantity. No. 
200, same with self-contained bear- 


Buying is for small lots well assorted. 
The aggregate wholesale sales volume is considered good. 

There is no speculative element in the Cleveland market 
territory. Pick-up business is fair. 
better sales to the farmer. 
industrial centers has not yet affected consumer buying in 


Rural dealers report 
Unemployment in certain 


No drastic price movements are expected. It is thought 
likely that binder twine and rope will advance. 


Collec- 


ings, $4.75 to $4.40, according to 
quantity. No. 80, same with spoke 
wheels. steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 
Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10. 40: size 16 x 30 x 1 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 
American National Line—American 
Boy Red Express wagon, No. 06, 
$8.65 per doz.; No, 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bee ae double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.6 ach. American Coaster, roller 
an Fi wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. 
National Flyer Coaster, roller bear- 
ing double disc wares. No. 51, $5.70 
each; No. 53, $6.9 ach. 
Janesville A nay No. 11R, $8.70; 
No. 12R, $7.95; No. 13R, $7. 20 each. 


CUTLERY.—Pocket items very active. 
General lines somewhat dull. Dealers 
generally balanced their stocks in the 
past thirty days, according to reports. 
Prices unchanged. 


FREEZERS.—Though early, the de- 
mand for ice cream freezers is fairly 
good. Jobbers report heavy inquiries 
and good orders. Stocks ample. 


Jobbers quote f.o.b. Cleveland: 

White Mountain freezers, triple 
action type, i-qt. size, $2.40 each; 
2-qt. size, $2.80 each; 3-qt. size, $3. 35 
each; 4- t. size, $4. 10 each; 6-qt. size, 
$5.20 eac 8-qt. size, $6. 75 each. 

Lightning Freezers, double action 
type, 1-qt. size, $2 each; 2-qt. size, 
$2.50 each; 3-qt. size, $2.85 each; 6-qt. 
5. 60 each. 


size, $4.25 ‘each: 8-qt. size, 
-qt. size, 


Auto Vacuum Freezers, 
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Dimensions at base, 2 ft. by 6 ft. Height, 4 ft. 42 
sq. ft. of display space. Mounted oncasters. Ad- 
Justable shelves. Finishes: mahogany, oak, gray. 





$21.50 display stand © “o 


Get this free stand —it sells Mirro 





Here is the plan that is doubling, trebling, 
quadrupling sales for Mirro dealers: 
You get the fine $21.50 display stand, as 
illustrated, absolutely free witha $98.00 
selection of fast-selling Mirro ‘articles. 
The total retail selling price of the mer- 
chandise is $149.75. Your margin is 
$51.75, 34% on selling price. (For extreme 
Western and Southwestern states, total 
retail selling price is $173.60; cost to 
dealer, $98.00; margin, $75.60, or 43% 
on selling price. 

The minute you place the stand on your 


floor where people can see and examine 
the splendid selection of fine Mirro arti- 
cles, things begin to happen! Miuirro 
starts tosell itself. As onedealer expresses 
it: “People come in and find things which 
otherwise they would not think of buying?’ 


This plan sells quality aluminum at a 
quality profit. It stimulates buying, and 
increases turnover. If you want to make 
money, set this plan to working for you, 
just as it is already working for several 
thousand Mirro dealers. Don’t put it 
off. Write today. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


MIRRO 


The Finest Aluminum 


OODLE LEA LESLIE LAAN PEGE ION I GEO Oe 2 Tea 











Every Inch 


Means Profits! 


Duluth store*equipment is your best 
salesman, because it will turn every 
inch of wall and counter space into 
long profits. 


Your customer may come in to buy 
some miscellaneous hardware — a 
spark plug or a can of paint. While 
you're waiting on him, your Duluth 
display equipment, filled with well 
arranged tools, cutlery or automobile 
accessories, catches his eye. Before 
he knows it, he’s bought a good 
chisel, a saw, a hatchet, a motometer 
—or some of the many other profit- 
makers he never would think of if 
it weren’t for your Duluth equip- 
ment. 


Be Sure to Read This Book! 


Ask us today for 
your copy of 
“Showing Is Sell- 






ing.” We'll send it 





Showing to you FREE. | Its 
A 48 pages contain 
Selling more profit-making 





ideas than we could 
ever tell you in our 
advertising. This 
book was written to 
sell for a_ dollar, 
re we still have a 
few copies of our 
limited, paper-bound edition. Ask for 
Catalog 19, too. 


But write today! 











DULUTH SHOW CASE CO. 
DULUTH, MINN. 
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$6 each; 3-qt. size, $8,each; 4-qt. size, 
$10 each. These_are: Hgt Prices- ‘sub- 
ject to a discount. of 33% ‘per cent. 
A= gape Sy Ses, rs, single Rage a type 
l-qt. s 785.e size 
each;. 3k ate ize, $ i260" each: 4 fcat. size 
$3.20 each;’,6-qt. , $4 e 
Polar freezers, an sistel, “ ran. un. 
$12 per doz. 


HANDLES (Tool dna Agricultural).— 
Many orders for steel godds include fair 
quota. of handles. ‘Majority of retailers 
have accepted stock on handles and will 

ardly take replacements yntil the sum- 
mer. Current trade light. Prices 
steady. ‘. 


Jobbers quote f.o.b. Cleveland: 

Axe ee ae —No. 1 His cory, $4.25 
per _doz.; No. , $2.90 per,. : finest 
selected ehite ‘hickory, gt doz. ; 
special ‘white second growth hickory, 
$5 per. doz. 

Hatchet and Hammer. Handles.— 
No. 1, 90c. S eg doz.; finest growth 


. er jon 
Fork Handles. — Straight, 
chucked and bored, 4% f 
$5.50 per doz.; XX, ace rt.; 
on doz.; X, 4% 'ft., $2.40 per doz., 
XX, 5 ft., $4.65’ per doz.; X, 5 ft., $2.80 
per doz. 
Hay Fork Handles. te canengy chucked 
. nd bored, 4% ft., $7.50 per doz.; 5 ft., 
% $8.50 per doz.; : , bent,.4% ft., $4.30 
e 


ro 


per doz.; X, nt, 1, — $2.90 per 
doz.; oe wen 3 hae $5. 25 per doz.; 
X, bent, $3.3 0 per 


pet ok Handies.—Bent, 4 ft., 
$4.75 per doz.; ‘4Y, ae 0 per doz. 
bent, 4 ft.,.$4 per doz.; 4% ft., 
$4. 30 per doz.; X, bent, 4 ft., "$2. 50 per 
doz.; 4% ft., $2. 90 per doz. 

Garden Hoe .Handles. —XX, 4% ft., 
ae per doz.; X, 4% ft., $2.40 per 
oz, 
erten Rake Handiles.—XxX, 6 ft., 
$25 per doz.;,X, 5% ft., $3.25 per 


OZ. 
Shovel Handiles.—Regular pattern 
X, 4M¥ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, best grade, 
$7.95 per doz.; X grade, $6.25 per doz. 


Spade Handles.—D handle, best 
grade, $7.75 per doz.; X grade, $6.25 “~. 
per doz. 


NAILS.—This market has no indica- 
tions of speculative nail tradings. 
Prices steady in most quarters. Build- 
ing requirements increasing. General 
business appears consistent. Supply of 
8-penny nails tight, otherwise stocks 
are satisfactory. 


Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 per keg; No. 9 gal- 
vanized wire, $3.95 per 100 lb.; No. 9 
annealed wire, $3.50 per 100 Ib.; and 
cement coated nails, $3.25 per 100 Ib. 
Polished staples, $4. 05 per 100 | 
galvanized staples, $4.50 per 100 Ib. 
Miscellaneous nails, 70 per’cent off 
list. Cut nails, $4 per keg. 

. ign brads, 70 and 10 per cent off 
ist. 


PAINTS AND OILS.—Brisk sales in 
mixed paints, brushes, and materials. 
Prices easier on linseed oil and turps. 
Other offerings very firm. Several very 
large orders on local books. General 
retail paint trade showing activity. 
Sponges, chamois and sandpaper live 
items. 

White lead prices are guaranteed 
until Aug. 31, 1924. This guarantee is 
effective April 17, 1924. 


Jobbers quote f.o.b. Cleveland: 

Turpentine, in bbls., $1.08%; 
than "bbls. .. $1.20% per gallon. 

Linge! ou in bbls., $1.02; less than 


less 


bbis., $1.1 Boiled, 2c. extra per gal. 
enna’ alcohol, 66c. per gal., in 
wood 


English Venetian red, in bbls., 3%c. 
per lb.; in 100-Ib. kegs, 4%c. per Ib. 

White lead, in 100-lb. kegs, 15c. per 
Ib.; in _* lb. and 25-lb. kegs, 15 
per Ib. - in 13%-lb. kegs, 15c. per b: 
in 500-Ib. lots, 10 per cent discount; 
other prices are net. 


POULTRY NETTING. — Business 
lighter, but expected to improve. 
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weeks ago this was very active whole- 
sale item.. Retail sales good. Prices 
firm. Note Pittsburgh and stock offer- 
ing are the same. 


Jobbers quote f.o.b. Cleveland: 

Poultry netting, Cleveland stocks, 
45 per cent; f.o.b. Pittsburgh, 45 per 
cent. 


PYREX OVEN WARE.—Consistent de- 
mand continues. Stocks well assorted. 
Prices quoted are guaranteed until June 
30, 1924. 


Jobbers quote f.o.b. Cleveland: 

LIST PRICES.—Subject to discount 
of 33'/4 per cent. 

Casseroles.—Round standard, No. 

167, $1; No. 168, = 17; No. 169, $1. 33; 
No. 170, $1.67 each 

Bread and Biscuit etc: 212, 
$1.60; No. 214, $1 each 

Cake Pans.—No. 231, ’ $0. 67; No. 221 
NPuddl $0.50; otal 809, ae a =e. 


lates. ; ; No. 203, 
$0.60; No. 209; $0.60 
Custard Dishes.—No. 422, $0.17; No. 
23, $0.13 each. 
Tea Pots.—No. 12, $1.67; No. 14, $2; 
No. 32, $1.67; No. 34 $2; No. 22, $1.67: 
No. 24, $2 each. 
ROLLER SKATES.— Heavy demand 
continues. Dealers placing very large 
orders. Said to be one of the best roller 
skates year in some time. Stécks are 
not heavy but are being replenished. 
The trade is enthusiastic on this item, 
because of the good trade at this early 
date. 


Jobbers quote f.o.b. Cleveland: 
Roller s tes, children’ s model, 
Union No.4, ; men’s model 
Union No 6, $1 55. Ladies’ model, 
Union oa , $1.65. All prices are 
pair 


Sidewalk skates, 78c. per pair. 
ROPE.—Business is very -steady and 
considered satisfactory. Lake shipping 
is open, offering a good outlet for rope. 
Prices quoted may change, as raw ma- 
terial market is rising. Sisal is searce 
and difficult to obtain even in small lots. 
Local opinion is that advances may be 
expected. 

Jobbers quote f.o.b. Cleveland: 

Best grades manila, 17%c. for mill 

shipments; 18c. for stock shipments. 

Best grades sisal, 15%c. stock 

shipments; 15c. for mill shipments. 
SASH CORD.—Prices holding fairly 
well. Demand not heavy but very 
steady. Spring trade will be large, it 
is said. Building needs should help. 
Stocks fair. 


Jobbers quote f.o.b. Cleveland: 
Sash cord, Samson spot No. 7, 85c.; 
Silver Lake, No. 7, 82c.; Competitive 
ca. No. 7, ranges from 49c. to 

c. 


SASH WEIGHTS.—Local jobbers quote 
foundry shipments $45 per ton and 
stock shipments $48 for sash weights 3 
to 27 lb. Inquiries heavy. Sales active. 


SCREWS.—Stocks well balanced; 
prices holding. Demand is fair. 


Jobbers quote wood screws as fol- 
lows, f.o.b., eveland: Flat head, 
bright, 75, 5, 5 and 5 per cent off list; 
round head, blued, 75, 5, 5 and 5 per 
cent off list; round head nickeled, 65, 
5, 5 and 5 per cent off list, and round 
ao brass, 70, 5 and 5 per cent off 

st. 


STEEL GOODS.—tTrade beginning to 
open. Sales improving slowly on most 
items. Scythes and lawn mowers re- 
ported scarce. Continued warm weather 
is expected to stimulate sales. 


STOVE PIPE AND ELBOWS.—De- 


Two mand easing off. Much of this business 


Reading matter continued on page 88 
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Gold-Seal Congoleum 
$25,000. 


window display 
contest 


Yes sir, prizes worth $25,000 will be awarded to en- 
trants in the huge Gold-Seal Congoleum Window Display 
Contest. Ten Ford Cars—100 Likly Traveling Bags— 
hundreds of the famous $12 Ansco Folding Cameras. 





And everybody in the Contest wins a prize. Ford Sedan (illustrated) and Fousing Car: You 
know the car. What more need b e sal The are 
All you have to do is run a good snappy window the 1924 models, with the improvements bg Daa 
: a : found i instant favor; oo with self-starter and 
display of Gold-Seal Congoleum—leave it on view for at demountable rims. Four of these gleaming, spic- 
and-span Sedans and six Touring cars will be given 
least a week between May Ist and May 31st—and send away free. 
a r . ni . e 
photograph of it, accompanied by an Official Entry 100 Likly Bags 


Blank, to Congoleum Window Contest Bureau, Room 814, 
381 Fourth Avenue, New York City. 


Any dealer who has had Gold-Seal Congoleum i in sntiek. 
or on order, prior to the first announcement of this contest, 
which was April 10th, 1924, is eligible. 

The small town dealer has as good a chance at the Fords 
asthebigcity merchant, for the contest is divided according 
to population into two groups—with identical prizes in 
each group. 





obs a 2 


—~ 


Send for one of the Contest Broadsides which contains —— mae 
$90 L Likl i Ba 18 inches long, made 
ily Te lack cowhide; ed with moisture-proof, 


the rules of the Contest and tells all about the big prizes. th 
It also tells how the Congoleum Company will assist you ribbed sik sores over-nishy pockets —— 


° . . : o wonder it sells for $30. And no wonder a 
in arranging an attractive window. hundred Congoleum lenlem will be tickled to win it. 





Don’t let this chance to win a splendid prize slip by. 
Write or wire nearest office for the Contest Broadside today. tie Lencs Cammeves 





C C For Everybody 

ONGOLEUM COMPANY Else * 
INCORPORATED 

Philadelphia New York Chicago Boston Pittsburgh 

Kansas City San Francisco Minneapolis Dallas Atlanta 

New Orleans Montreal London Paris Rio de Janeiro 













Ansco Folding Camera: It’sthe famous 
$12 No. | Ansco with a Deltax Shutter; 
takes pictures 214" x 3'4": fits comfort- 
ably into your coat ket ‘and will last a 
lifetime. Costs $12.00 everywhere. If 
you. don't get a more valuable prize, 





you re sure to get this sturdy Ansco 
Camera. 
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has been written. Prices are guaran- 
teed until Aug. 1, 1924. 


Jobbers quote f.o.b. Cleveland: 
Stove pipe in crates of 25 joints, 
Security blued, 28 gage; 3 in., $3.35; 
4 in., $3.50; 5 n., $3.80; 6 in., $4; 
7 Ls -» $4.65. 
Elbows, Security blued, corrugat a 
28 gage, ~ a 1.15; 4 in., $1.25; 5 
, age , $1.55.; 7 in., $2.10, a mar 


a hods, galvanized, 17 in., “3 25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystals, 33 in., $21.25 
per doz.; 30 in., $18 per doz.; 28 in., 
ae per Sos z.; 26 in., 13.25 per doz. 
shape, 20 x80 in., $18 per doz - 24x 
36 in., $16.65 per doz.; 26 x 32 in -» $16 
per doz. 


Crystal boards, prow lined, 
shape, 24 in., $6.65 per doz. 
$7.25 per doz.; 7 ‘in, -» $8.10 per Fog 
30 in., $9.65 per d 

Crystal stove bees a paper lined, 
oblong “3 °) 18 x 30 in., $7.90 per 
doz.; 20 x 30 in., $9 .80 per doz.; 24 
36 in. - $10 oie doz.; 26 x 30 in., ‘$10. 50 
per doz.; 28 x 24 in., $10.75 per doz. 


WIN DOW GLASS.—Contract business 
heavier. General trade active. Prices 
steady. 


te uare 


H. D. Pierce, Vice-President 
National Sewing Machine 


H. D. Pierce, formerly secretary of 
the National Sewing Machine Co., Bel- 
videre, Ill., has been elected vice-presi- 
dent of the company to fill the vacancy 
caused by the death of John W. 
Eldredge. W. E. Derwent, formerly 
assistant secretary, has been made 
secretary. David Patton is president 
and treasurer of the company. 


Motorcycle Spotlight Has Dis- 
tinctive Features 


The Delta No. 35 motorcycle spot- 
light and detachable trouble lamp, made 
by the Delta Electric Co., Marion, Ind., 
has a number of distinctive features 
which should make it a popular item 
in the hardware store. One of the most 
important improvements incorporated 
in this lamp is the remarkably easy 
swivel head action and the ease with 
which it may be detached for use as 
a trouble lamp, leaving the bracket 
attached to the handle bar and out of 
the way. The lamp, which is sold at 
a popular price, ‘is supplied complete. 
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Jobbers quote f.o.b. Cleveland: 

Window glass, first three brackets, 
single A and B, 86 per cent off list; 
over three brackets, same grades, 85 
per cent off list. Both 
A and B, 87 per cent off lis 
single and Rakes, 
cent off list. 

gle AA paper wrapped, 85 per 
cent off; double AA paper wrapped, 
85 per cent off list; lights, AA paper 
wrapped, 85 per cent off list. 

Putty, pure, in 12% Ib. lots, $6.75 
per cwt.; in 25-lb. kegs, $6 per cwt.; 
in 100-lb. lots, $5.50 per cwt. Com- 
mercial grade, n 12%-lb. lots, $4.75 
per cwt.; in 25-lb. lots, $4.25 per cwt.; 
in 100-Ib. lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WINDOW GLASS ACCESSORIES. — 
Active demand for glass cutters, glazier 
points and putty at prices given. 


Jobbers quote f.o.b. Cleveland: 
Red Devil glass cutters, No. 024, 
$1.50 per doz. Same brand, turret head 
type, No. 47, $3.30 per doz. Com- 
petitive grade, $0.75 per doz. 
laziers’ points, genuine zinc, in 4%- 

lb. and %-lb. papers, 30c. per lb. In 
bulk, 25-Ib. sore 28ce. per Ib. Zinc 
coated, in %4-lb. packages, 55c. per 
rey / 

Putty, strictly pure, 100-Ib. drums, 
54%4c. per Ib.; 25-lb. cans, 5%c. per Ib. 





_ double 


85 per 





The lamp is constructed of a single 
shell of heavy gage brass, and the 
diameter of the head is 4% in. The 
reflector is triple silver plated and dust 





roofed, and the bulb is the well-known 

ational Mazda Tipless. 

The focus may be instantly adjusted 
and locked and the spot is scientifically 
adjusted for high efficiency over a long 
range. The switch is of the positive 
“click on” and “click off” type. The 
lens ring is of brass, annealed with a 
dead soft nickeled and is high hand 
buffed. 

The lamp has a very attractive de- 
aan, weep a baked and enameled nickel 
finish. 
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Commercial grade, 100-Ib. 


Putty, 
4 per Ib.; in 25-Ib. 


drums, 3% to 4c. 


sound lots, 6%4c. to 7c. per Ib. 
WIRE CLOTH.—Steady trade; stocks 
ample. Prices firm. Heavier demand 
expected with warm weather. 
Jobbers quote f.o.b. Cleveland: 
wise cloth, 12 mesh, $2.10 per 100 


A OS wire cloth, 12 mesh, 
=: same, 14 mesh, 
$3.10 pe 


Black pF od eth, “12 mesh, $2.10 per 
100 sq. ft. 

Copper wire, cloth, 14 mesh, $7.25 
per 100 sq. ft. 

— wire cloth, $5.25 per 100 
sq. ft. 


WRENCHES. — Sales generally very 
good. Stocks adequate. Prices steady. 
Snap-On- Weenemes, No. 101, rae 

Service sets, 5.25 each; ‘No. 
Heavy Duty sets, $8 each; No. 404 
Universal Socket sets, $7 each; No. 
505B, Screw Driver sets, $3.40 ‘each. 
Less 40 per cent on all snap-on 
wrenches, f.o.b. Milwaukee, Wis. Skid 
a and cross links quoted at % 
oO st. 


Westinghouse Electric Co. 
Enlarging Plants 


With the completion of the three new 
factory units now under construction, 
the plants of the Westinghouse Electric 
& Mfg. Co., at Homewood, Pittsburgh, 
will be increased by about 120,000 
square feet of floor space. The new 
units are of modern fireproof concrete 
construction and with present buildings 
will form a single four-story structure 
with basement and will have a two- 
story materials building adjoining. The 
entire plants will be devoted exclusively 
to the manufacture of renewal parts 
and coils for electrical apparatus. The 
total floor space devoted to this work, 
including the additions now under con- 
— will be about 200,000 square 
eet. 





Herman Kornahrens Catalog 


A new catalog has recently been 
issued by Herman Kornahrens, Inc., 
103-111 Murray Street, New York City, 
is which the firm’s line of wholesale 
woodenware and housefurnishings are 
interestingly illustrated and described. 


Ghardaia—A Gem of the Sahara Desert 


‘ (Continued from page 56) 





taken by the’ organizing, working European races. 
He must leave or become a servant or a beggar. You 
can see the change taking place in all the country 
near the seaports such as Algiers. The white man 
will take the country and the fate of the Arab will, 
in the centuries to come, be the same as that of our 
American Indians. ; 

In my next letter I will write of our walks around 
Ghardaia; of the donkey rides to the holy cities; of 
having coffee with the Cid (mayor); of our journey 
to El ’Hamel, where we were entertained by the Mara- 
bout—an unusual honor, so Ahmed tells us. 

Mahomet had four wives and many children. A 
Marabout is a lineal descendant of Mahomet. There 
are many pretenders, but the one we met was the 
Simon-pure, unadulterated article. I will write what 


he said about America. I will tell of the mosques and 
how the marabouts worship; of the children’s schools 
and how they are taught the Koran. All this may. be 
to you, as it is to me, a happy relief from buying and 
selling. 

Do not put any Moslem country on your selling 
campaign. They do not want nor need your godds. 

As we traveled in the desert now and then on some 
hill we saw what looked like a little white, concrete 
house with four high corners. It was the grave of a 
holy Marabout, 

These Marabouts have the real power in the coun- 
try. If they gave the word, the Arabs would rise 
against their French masters and die to the last man 
—but why? It is hopeless—this world is nothing— 
“Kismet”—it is the will of Allah! 


Reading matter continued on page 90 
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Yes—now is the time to get your Faultless 


X 
ene aon culate nie Casters in the window for your Spring Clean- 
Achensemer the Ainaing qunstient ing Sale! Nowis the time when your customers 
i. Fer what furniture de want casters’ a6 . . . 
tee Sight, medion or heavy weight? are repairing, painting, and cleaning up. 


a The carton of Faultless Selected Sellers makes a 
bright window display—and the Demonstrator 
and Noelting Caster Chart make for Quick, 
profitable sales. 











Get particulars from your jobber on this quick- 
turnover proposition! 












wees 3° 


- * 
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FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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Attractive 
display that 
sold razors and 
strops for 
Duncan € 
Goodell, 
Worcester, 
Mass. 


Helping “Em Harvest the Hair Crop 


HE number of men who shave 
"[D themectves is apparently on 

the increase every year. In 
a recent article, we made mention 
of those figures which go to show 
that the number of boys who begin 
to shave each twelve months run 
well toward the million mark. 

Aren’t these encouraging features 
to every hardware dealer in the 
land? 

Surely, here is a market which 
cannot be overworked in any aver- 
age community. 

Despite the publicity given to 
safety razors, with which you are 
all familiar, you probably find 
that many cutomers still prefer 
the straight edge, sometimes re- 
ferred to as the “standard razor.” 
In other words, if developed proper- 
ly, there is a sure and steady de- 
mand for this older type of razor. 


Replacements N ecesSary 


In a measure, every man who 
comes to your store is a possible 
prospect for a sale at one time or 
another. If you wonder how we 
base our judgment for such a state- 
ment, we are all reminded of the 
fact (some of us from personal ex- 
perience) that a razor does not last 


By A. H. VAN VORIS 


forever. At best it is only a good 
tool. Good tools require careful at- 
tention. Some of them get it con- 


tinuously at the hands of their 
owner; others receive it only period- 
ically, and some are actually abused 
most of the time. Hence the neces- 
sity .for replacement. 

The man who takes excellent care 
of his razor, moreover, is, on occa- 
sion, in the market for a second or 
a third one. This is not personal 
vanity or.eareless extravagance—it 
is good business, on the same prin- 
ciple that the owner undoubtedly has 
more than one suit of clothes and 
more than one pair of shoes. They 
all tend to last longer and there is 
unquestionably a pleasure in this 
matter of variety; this principle 
carries over into the purchase of a 
second ori:third razor. 

In or@er to establish your store 
as “local razor headquarters” it is 
naturally quite essential that the 
product be kept well in the fore- 
ground. This implies a reasonable 
stock placed in attractive display. 
Happily, razors do lend themselves 
admirably to display. Their handles 


are neat and trim and the blades 
are bright, so that they may be 
readily kept in orderly arrangement 
within the display case proper. 


Sell the Idea of a Good Shave 


We like to think of selling the idea 
of a good, comfortable shave to the 
prospect. we 

You never can know in any large 
way just how far this sowing of the 
“idea seed” goes. toward making 
many sales. At any rate, the im- 
portance of display seems very 
logical in the merchandising plan. 

For example, Philip Bowman, 
bank clerk, during his noon lunch 
hour strolls into your store to buy 
a penknife. While selecting the 
knife, his eye wanders to the other 
part of the show-case where the 
razors are neatly laid out next to 
pocket cutlery and shears. They 
look rather inviting to him, for he 
unconsciously recalls that of late he 
has been extremely annoyed by a 
pulling razor which has not re- 
sponded to stropping as it should, 
nor did a recent honing improve it 
to any great extent. 

The- salesman who is waiting on 
Mr. Bowman is somewhat of a shark 
on razors himself, and, if in reading 
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OPPORTUNITY SEEKS THE EYE! 











Why Use Classified Adver- 


tising in Hardware Age? 
BECAUSE— 


1. Circulation over a million a year. 

2. Circulation concentrated within the 
hardware industry. 

3. Every department of the industry 
served. | 

4. Class of people reached: Wholesal- 
ers, retailers, retail managers and 
clerks, manufacturers, export houses, 
sales agencies, sales representatives 
—EXPERIENCED VALUABLE 
HARDWARE MEN. 


5. Readers more influenced in their 
business policies and decisions than 
by any other magazine. 

6. Number of towns reached: 6,353. 

7. National distribution in every sec- 
tion of the country and in every de- 
partment of the industry. 

8. Intelligent service. 

9. Proven returns. 

10. Extremely low cost. 











Why Read Classified Ad- 
vertisements in Hardware 


Age? 





BECAUSE— 


These classified advertisements are too 
worthwhile to be overlooked. Would 
you idly leave a gold piece on the side- 
walk where it lay within your easy 
grasp? Why let Opportunity pass your 
door? The adage that she knocks 
should be discarded.—Every man builds 
his own future. The future of every 
business depends upon its personnel.— 
You cannot profit by things unknown 
to you, but with the type of opportuni- 
ties—their number, caliber and _ classi- 
fication for clearest possible reference— 
you can so valuably assist your present 
and future. Follow Harpware AcE 
Classified Advertisements! 














TURN TO PAGES 114-115 THIS ISSUE 
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ALL ACES! 


Every last one of them! Good dealers 
won't handle anything else because the 
Ace is the aristocrat among knife sharp- 
eners. It is the instrument that holds it’s 
head up against price cutting and other 
cheap practices. 


There is a genuine thrill in selling the 
Ace because it sells on merit, and for 
only one price. A few strokes through 
it’s steel discs will sharpen the dullest 
knife—thirty years from now as well as 
to-day. 

Include the Ace Knife Sharpener in 
your cutlery display! It is nationally 
advertised in the Saturday Evening Post, 
Good Housekeeping and Country Gentle- 
man. 


Ace Hardware Mfg. Co. 
Philadelphia 








If you have not re- 
ceived your demon- 
stration board write 
for it to-day. It will 
pay big rent for the 
space it uses on your 
counter. 
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these ensuing paragraphs, you think 
him unusual, we frankly believe that 
he may be a salesman from your 
very own store; providing that you, 
as proprietor, take the pains to in- 
struct him in some of the finer 
points of salesmanship, which will 
make your store a razor head- 
quarters for the very reason that 
your customers will soon come to 


._ recognize your men as interested 


specialists in the line. 


A Good Sales Approach 


Let’s call this salesman Mr. 
Terney. 


Says Terney to Bowman— 


“Mr. Bowman, I see you’re look- 
ing at our razors and, if you have 
just a few more minutes to spare, 
it will be a real pleasure to me if 
you will let me show you some of 
the points which have led many cus- 
tomers to tell us we have the best 
line in town.” While speaking, he 
opens the back of the case, removes 
a panel of razors, placing the panel 
on top of the case, as he continues. 
“You use a straight edge, don’t you, 
Mr. Bowman?” 

At this juncture Mr. 
makes his confession— 

“You’re right, Terney; I like the 
straight edge but mine’s gone bad 
for sure—can’t do a thing with it, 
either stropping or honing, and I’m 
about to the end of my rope as far 
as it’s concerned any more.” 

“Well, Mr. Bowman,” says Terney, 
“we don’t profess to know every- 
thing about razors, although we do 
have lots of satisfied customers from 
this line, but I do think we can help 
you out of your difficulty for a long 
time to come. 


A Razor for Every Beard 

“I should judge that yours is 
about a medium beard, as we call it, 
neither extremely heavy nor very 
light, and we have a special razor 
for each of these kinds of beard.” 

He now selects a_ three-fourths 
concave razor with a honed point, 
for he has learned that this par- 
ticular “grind” is most suited to a 
medium stiff or wiry beard, and as 
to point he has found that the aver- 
age customer likes the honed point 
better than the round (for beginners 
in many cases) or the square (the 
frequent barber model). 

(He now hands the razor to his 
customer.) 

“Mr. Bowman, this razor, which 
I think is just about made to fit 
your face, has a very high recom- 
mendation from other customers 
who are using it. We also know 


Bowman 
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that this blade is made from a 
specially selected and forged razor 
steel. Only the most experienced 
workmen are allowed to have a hand 
in its manufacture; it is hardened 
and tempered with unusual care, and 
that bevel which you note on the 
blade permits it to take the strop 
at the right angle. 

“T think you will prefer this honed 
point, as most of our experienced 
shavers like it best. I can give you 
this same razor in the round point, 
if you fancy it or have become ac- 
customed to a round point razor. 

“Our manufacturer builds real 
material into every one of our 
razors, particularly this model which 
you have in your hand. It’s just a 
real good practical razor for a busy 
man, and if you like its appearance 
and will take our experience and the 
say-so of a great many other cus- 
tomers regarding its merit, I’d like 
very much to have you give it a 
trial.” 

(Salesman Terney now asks Mr. 
Bowman to step around the end of 
the counter where he has a strop 
ready for business. He asks Mr. B. 
to give the razor a few strokes to 
ascertain if he understands this task 
and, finding that he is an old hand 
at stropping, he drops a compli- 
mentary remark about it.) 

Thereupon Mr. Bowman tells 
Terney that he thinks he has picked 
a winner for him, from what he has 
heard and from his own opinion, and 
he tells him that although he had 
come in for a penknife only he was 
real glad that his attention had been 
called to the razor, since he had 
really needed one for some time past 
—kept putting it off like some dread 
ordeal, and all that sort of thing. 

So here we are at the end of this 
particular razor sale. 

An enthusiastic salesman. 

A potential prospect. 

But remember that compelling dis- 
play which started the ball a-rolling. 

Let’s keep razors displayed in a 
prominent foreground. Let’s adver- 
tise them. Let’s set up good window 
displays to feature them. Let’s select 
a reputable brand which will stay 
sold to satisfied customers after you 
have done these things to keep them 
moving. 

The profit is sufficient to warrant 
a study of these and other good 
points of salesmanship, and this is 
one of the paths which you will 
travel if you would have your road 
lead customers to your store as the 
local razor headquarters. 


Reading matter continued on page 94 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 








“MILO Is Cord Hose 


‘Study the little picture and see the 
construction. It is built up of two 
braided cord jackets and three seam- 
less tubes of rubber, all vulcanized 
into a solid wall. The cords are the 
same kind as those used in the best 
cord tires. 


“Tough? Well, just try to tear it 
apart or damage it on purpose and 
you’ll see how tough it is.”’ 
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See back pages of this issue—VOW. 





PRICELESS 


KNOWLEDGE 


The Crystal Globe can re- 
flect and is not a bad pastime. 
But you want action—action 
so the pocket will jingle and 
there can be more pastime 
and success. 


It took an egg to convince 
a lot of folks that the world 
was round, and an apple had 
to prove the Law of Gravita- 
tion. Which means that 
Columbus and Sir Isaac, like 
your good self, must “get it 
across.” 


HARDWARE AGE CLASSIFIED 
OPPORTUNITIES are not gazed 
at like a Crystal Globe! No 
siree! They’re not gazed at! 
They're studied! Looked at! 
Used for ACTION! Thev 
act as direct stimulant to 
over 19,000 weekly subscrib- 
ers, reaching throughout the 
Hardware Field—Wholesale, 
Retail, Manufacturing, Sell- 
ing and Traveling. 

When you are in the market: 


Buying or Selling a store— 


Increasing your sales 
f orce— 

Looking for a_ business 
partner— 


Seeking a new position— 

Personnel problems—Want 
experienced and com- 
petent help— 


Your “want” will be brought to 
the right place and promptly, 
through this economical high class 
means, you will get results to your 
best satisfaction. 

The sooner you make the contact, 
the quicker you connect. 


ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 


HARDWARE AGE 
239 W. 39th St... New York 
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Washington News 


(Continued from page 64) 





vision the receipts of which were 
covered into the general Treasury. 

“In other words,” said he, “during 
the past ten years when the price of 
every known commodity and _ service 
was being skyrocketed the price of 
letter postage has remained stationary. 
Two cents in 1883 would buy more 
than the nickel of today in everything 
except the product of the Post Office 
Department.” 


Second Class Rates Only Ones Boosted 


Coming to the question of second- 
class matter, Mr. Kelly emphasized the 
fact that this is the only class upon 
which the rate has been increased dur- 
ing the past ten years. Continuing, he 
made a graphic presentation of the 
situation’ in which the publishers, ad- 
vertisers and readers of the country 
find themselves by reason of the dis- 
criminatory increases that have been 
made in this class of mail in part as 
follows: 

“Second-class mail matter includes 
newspapers, magazines, and _ other 
periodicals bearing notice of entry as 
second-class matter. Rates are based 
on eight zones and cover the advertis- 
ing portions of the periodical with a 
rate of 1% cents a pound on the read- 
ing portions. But newspapers and 
other periodicals may be sent by others 
than the publisher or news agent at 
rate of 1 cent for 4 ounces. . 

“Second-class rates are the only ones 
which have been increased during the 
past ten years. in 1914 the rate was 
1 cent a pound any distance. In the 
war revenue act of 1917 the zone sys- 
tem was established with rates on the 
advertising portions amounting to 2 
cents in the first and second zones, 
3 cents in the third, 5 cents in the 
fourth, 6 cents in the fifth, 7 cents in 
the sixth, 9 cents in the seventh, and 
10 cents in the eighth. / 


Eighth Zone Rates Raised 1000 
Per Cent 


“In other words, the advertising por- 
tion of a periodical sent to the eighth 
zone now costs 1000 per cent more than 
it cost ten years ago. 

“The total weight of mailings on 
newspapers and periodicals as second- 
class matter at the rate of postage and 
the free in country publications during 
the fiscal year of 1923 was 1,326,947,557 
pounds. 

“On mailings at the pound rates the 
revenue was $28,601,343.20. 

“The advertising portions of the pub- 
lications subject to pound rates mailed 
during the year weighed in the aggre- 
gate 488,937,101 pounds, on which $17,- 
544,758.14 was collected, making the 
average cost 3.58 cents per pound. 

“On both reading matter and adver- 
tising in publications subject to the 
zone rate the average postage paid was 
2.46 cents a pound. 


Reading matter continued on page 
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“There has been.-an increase in the 
postage rates on the advertising por- 
tions of these publications during the 
past ten years of 258 per cent. And 
counting both reading and advertising 
matter there has been a general ad- 
vance in second-class rates amounting 
to 146 per cent. 


Second Class Postage Double Parcel 
Post Rates 


“The rates now are _ considerably 
higher than fourth-class rates on 
similar merchandise. For instance, a 
parcel of printed matter weighing 50 
pounds can now be sent a distance of 
150 miles by parcel post for 54 cents. 
Fifty pounds of advertising matter in 
newspapers sent by the publisher hav- 
ing second-class entry the same dis- 
tance costs $1. 

“Any person can send a periodical 
weighing 1 pound from Washington to 
San Francisco for 4 cents. But if the 
publisher of that periodical wants to 
send it and it contains half advertising 
and half reading ‘matter it will cost 
him 5% cents to do so. 

“The second-class rates are also high- 
er than express rates and as a result 
a large volume of this class of mail is 
being carried by private means of 
transportation. 

“The express companies also offer 
inducements to publishers that they can 
not secure through the post offices. 
They collect the bundles, offer more 
expeditious delivery to news agents, 
give unlimited insurance, have greater 
facility in claim collections, and show 
delivery receipts.” 

No changes have been made in third- 
class rates during the past ten years, 
Mr. Kelly said. If third and fourth- 
class mails were consolidated, he said, 
it would be a source of satisfaction 
to the public and by fair adjustments 
could also be made to yield an increased 
revenue. 


Parcel Post Rates Cut in Two 


Referring to the parcel post service, 
he said: 

“As originally established, 11 pounds 
was the maximum weight limit ad- 
missible to parcel post. This weight 
limit has been increased from time to 
time until it now stands at 70 pounds 
for the first, second, and third zones, 
with 50 pounds for the remaining zones. 
In many instances parcels intended for 
foreign countries weighing 22 pounds 
are admissible. 

“As originally established the girth 
limit of a parcel acceptable for mail- 
ing was 72 inches. This girth has bee: 
increased to 84 inches. 

“As originally established the sched- 
ule of parcel post postage rates was 
some 50 per cent (estimated) higher 
than the prevailing rates. These post- 
age rates have been reduced from time 
to time until the present classification 
applies. In no instance has there been 
an increase in parcel post postage rates. 

“Congress fixed a price for this serv- 
ice which was believed to be fair in 
1913. Since then there have been un- 
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This new Walden-Worcester No. 25 Inter- 
changeable Socket Wrench Set opens up new 
sales possibilities for you. 





Many Combinations 


obtainable with these 
three types of Handles. 


. Using Tee Handle 
> as an L Wrench. 





Assembling 
Socket to 
Tee Handle. 





9 Assembling Sock- 
et to Brace Han- 


: dle. 





It’s a special heavy duty set, particularly de-. 
signed for the garage man and general me- 
chanic. Exceptional value is offered in this 
set which has such a wide range of usefulness. 
The price is reasonable, too. 


Three handles are provided—an offset, a com- 
bination Tee handle and extension shank, and 
a brace handle. They are made from extra 
heavy stock in approved shapes. 


Twelve hex sockets, ranging from 7/16” to 
114” provide ample facilities for a wide range 
of use. 


Complete set is packed in a strong, substantial 
tool box, having a place for each part, and that 
locks by means of a handy snap arrangement. 


This new No. 25 set will boost’ your spring 
profits. Ask about it now! 





Assembling 
Socket to 
Offset Han- 
dle. 


WALDEN-WORCESTER ’ 


INCORPORATED 
475 SHREWSBURY STREET 


WORCESTER, Mass., U. S. A. 








Making long shank 
brace by combination 
of brace wrench and 
combination shank. 





Ask Your Jobber for the New No. 25 Set 
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precedented conditions of rising costs, 
but the Post Office Department has 
practically cut the original rates in two 
on the large proportion of the business. 


A Graphic Comparison 


“Now, in this survey, I have shown 
that during the past ten years there 
has been no increase in first-class and 
third-class mail, a marked reduction in 
fourth-class, and only second-class has 
been increased. 

“While the department sold its own 
service at a stationary or decreasing 
rate in the main, it had to pay much 
more for every character of service 
or supplies which it had to buy. 

“Tremendous additional expenses 
without proportionate increases in 
rates have been picked up and carried 
on the shoulders of the most devoted 
soldiers of the common good who ever 
served a Government. Work has been 
speeded up, loads have been made 
heavier, the number of operations per 
unit has been vastly increased, but 
the tremendous extra cost has been 
absorbed. 

“That record made in the last ten 
years I believe to be without an equal 
in any business in the world.” 


Deficits Due to Department’s Policy 


Reviewing the postal deficits for the 
past dozen years Mr. Kelly pointed out 
that they had been due solely to the 
policy of keeping postage rates sta- 
tionary or reducing them during a 
period of rapidly mounting costs. 

“The express companies are engaged 
in a similar service,” says he. “Have 
they reduced rates during the past ten 
years? It is absurd to ask the ques- 
tion. In the face of Government mono- 
poly competition they have met in- 
creased costs by increasing their own 
rates from 35 to 50 per cent.” 

The small advance proposed for 
pagcel post of 5 cents per package 
above 8 ounces in weight as provided 
by the pending bill, Mr. Kelly said, 
“would not bring parcel post rates 
within hailing distance of express 
rates.” Continuing, he said: 
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“The present rates are surprisingly 
low even in the eyes of the great mail- 
order houses which profit most from 
them. 


Cheap Postage for Mail Order Tires 


“I recently received a tire catalog 
from one of the largest of these 
houses, a catalog which I understand 
was sent to every possessor of an 
automobile license in the United 
States. Here is the glowing tribute 
to parcel post rates I read in that 
catalog: 


Ordering by mail from Ward’s is 
about as easy and simple as using 
your telephone. Did you ever stop to 
think that the battery or tires you 
buy locally probably were ordered by 
mail? In fact, there are many firms 
selling tires and auto supplies by mail 
to dealers only. Selling by mail was 
originated by Montgomery Ward & 
Co. more than fifty-two years ago. 
Today Ward’s has more customers than 
ever before. So why should you pay 
extra profits on tires, a battery, or 
other supplies, to have some one else 
order them for you, when you can 
order them yourself at Ward’s and get 
fully guaranteed merchandise direct 
from Ward’s at a big saving? 

Parcel Post Rates Are Low 

It is truly surprising how a good- 
size package containing a pair of tires 
may be shipped several hundred miles 
for a few cents. A study of the ex- 
tremely low cost for shipping tires and 
tubes shown in the column next to the 
prices will reveal another of the big 
reasons why each year more people are 
buying from us. This amount is so 
small that it is only a fraction of 
your savings. Remember this—you 
receive packages shipped from Ward’s 
by parcel post at a lower cost than you 
many times have to pay to have them 
carried a few blocks by any other 
method of delivery. 


Increased Rates Would Be “Sur- 
prisingly Low” 


“T am of the opinion that a fair 
increase in these parcel post rates 
would still enable these concerns to 
advertise that they are ‘surprisingly 
low’ while producing revenues to be 
used in paying a living wage to the 
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workers who make the system pos- 
sible.” 

While Postmaster General New is 
opposing the compensation bills now 
before the joint post office committee, 
which the authors say would represent 
additional expenditures of $75,000,000 
but which the Post Office Department 
estimates would cost at least $150,000,- 
000 annually, he is advocating in- 
creased salaries that would approxi- 
mate $43,000,000. Of this sum he 
proposes to raise at least $30,000,000 
by a flat increase of 5 cents on parcels 
weighing more than eight ounces. 

The Postmaster General’s willing- 
ness to increase both salaries and 
parcel post rates without waiting for 
the report of the departmental com- 
mittee that has been investigating the 
cost of carrying the mails increases 
the probability that some action will 
be taken at the present session. It is 
believed, however, that any adjustment 
made at this time will be temporary 
and that the permanent settlement of 
this serious problem will be postponed 
until the report of the departmental 
committee is fully digested by the 
joint post office committee next winter. 


No Change in Second Class Rates Now 
It is regarded as extremely unlikely 


that in connection with the proposed 


temporary readjustment any change 
will be made in the rates on second- 
class mail matter. Public sentiment 
appears to be strongly opposed to add- 
ing to the burdens of the publishers, 
advertisers and readers of the news- 
papers, magazines, trade journals and 
the like and there is good reason to 
believe that if the Post Office Depart- 
ment’s plan for increasing second- 
class rates is postponed by Congress 
until next winter it will be finally 
abandoned. 

The most experienced members of 
both houses seem to think that it would 
be most unwise to risk the demoraliza- 
tion of one of the most essential in- 
dustries of the country for the sake 
of raising additional revenue amount- 
ing to less than $5,000,000, as is sug- 
gested by the Postmaster General. 





Coming Hardware Conventions 


* 
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NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 


ARKANSAS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Little Rock, May 20, 21, 22, 
1924. L. P. Biggs, secretary, 815-816 
Southern Trust Building, Little Rock. 


LOUISIANA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Roosevelt Hotel, New Orleans, June 
3, 4, 5, 1924. R. D. Nibert, secretary- 
treasurer, Bunkie. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 


secretary-treasurer, 717-718 Commercial 


Bank Building, Charlotte, N. C. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. ,; 


NEW YORK STATE RETAIL HARDWARE AS- 
SOCIATION CONVENTION EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 13, 192% ‘“Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Amarillo, 
Amarillo, Tex., May 12, 13, 14, 1924. C. L. 
Thompson, secretary-treasurer, Canyon, 
Tex. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARB ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
BE. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee. 
Convention ae ition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 
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‘Show the Fastener and 


ITH McKay Tire Chains you 
can turn a luke-warm prospect 
into a buyer in a moment—open the 
fastener and open the sale, close the 
fastener and close the sale. 
Demonstrate how easily anyone can lift 
it open or snap it shut. You cannot fasten 
it other than the right way. Show how 
the motion of the wheel and the creeping of 
the chain hold the fastener shut so that 
McKays cannot come off while in use. Ex- 
plain that McKays can be put on or taken 
off in a moment, by anyone. 
The McKay fastener is the simplest, 
surest, easiest-to-use fastener made. Show 
it, and clinch the sale. 





UNITED STATES CHAIN & FORGING COMPANY 
Union Trust Bldg., Pittsburgh, Pa. 
Makers of Complete Lines of Chains for all 
Commercial and Industrial Purposes 


Plants at York and McKee’s Rocks, Pa.; Columbus and 
Marietta, O.; Huntington, W. Va. 
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MCKAY TIRE CHAINS 
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have never at- 


We 
tempted to manufacture 
our rivets to sell “‘at a 
price,” as we have al- 
ways felt that we were 
rendering the utmost 
service to the actual 
consumer by providing 
the best article of its 


kind that can be made. 













TAUAT PTO 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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Sell This 


| Handy Camp Axe 


ee ee in 


(CRECOITE! 


Cre-Co-tte 
STEEL TOC 


It’s a Real Winner! 


Just the thing for all-around 
usage. Men like it as well as boys. 
YOU can increase your volume and 
profits with this popular item. 





Aunts 


My, 











Boys take great delight in this 
practical Axe. So do campers, 
motorists and householders. A 
strong, handy Axe 
for everyone to have 
around — at a price 
everyone likes, 


Full Polished Head— 
Handsome and Durable 





For Sportsmen, Scouts 
Campers and General 
Utility 


Made of Crecoite Steel—that wonderful new tool metal, 
perfected after thirty years of steel making experience. 
Fully guaranteed as to material and workmanship. Full 
polished head, Forest Green hickory handle. 


This Camp Axe typifies the whole Crecoite line of boys’ 
and men’s Axes, Hammers and Hatchets. YOU ean sell 
all of ‘em! Liberal dealer’s discounts. If your jobber 
can't supply you write us today for samples or complete 
Catalog H. Now! 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 
Marion, Indiana, U. S. A. 
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Just Off the Press 














































Hardware Age Verified List 


of Wholesalers and Retailers 
Fifth Edition (1924) 


it gives the names and addresses of Hardware Retailers, with 
ratings based principally upon annual sales; and it also shows 
the names, addresses, capitalization, territory covered, number 
of traveling men and the lines handled by Hardware Whole- 
salers. This data is very useful. The Wholesalers and Retailers are 
listed by states and towns in separate sections in the same book. 
This list is practically indispensable to sales managers, and every 
salesman can profitably carry a copy in his grip, because there 
is no other way in which they can so easily and at so small a 
cost procure carefully verified names of: 

Wholesale Hardware Houses, and Manufacturers’ Agents in the 
United States, Canada and Foreign Countries. 

Retail Hardware and House Furnishing Stores, including Retail 
Departments of Wholesale Houses, and General Stores handling 
a hardware stock in the United States, Canada and Foreign 
be Countries. 

4 *  * 6e, 10c and 25c Stores carrying hardware in the United States 
and Canada. 

Department Stores carrying hardware and housefurnishings in 
the United States. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and house 
furnishings. 

Woodenwarée’ and Willow-ware Wholesalers. 

Paint, Oil dhd Varnish Jobbers. 

Members ‘of leading Hardware Associations. 

All this valuable information is contained in the Fifth Y 
Edition (1924) {ee : A 


Hardware: Age Verified List of Cs 
Hardware ‘Wholesalers and Retailers 


hi . 

- Ff 

You cannot afford to be without Verified List—just the 7. f 

information yeu need—conveniently arranged, up to the 3 f @ 

minute, and thoroughly reliable. SEND FOR IT NOW. os 
Ad 


Fa 


$12.00 
Postpaid 


5 HARDWARE AGE 


(Verified List Department) 
239 West Thirty-ninth Street, New York 
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off! 11.45 A. M., the Coston Supply Company of New s, 
York City, got our Eastern office on “long dis- #3 
tance.” They wanted 14” Cargo Hoisters with special ia 
fittings—and wanted them quickly. That afternoon at is 
4 P. M. the order was shipped. ae 
Next day at 10.30, the same company phoned for 14” oe 
extra heavy, plate extended wire rope blocks. The blocks ae 
were at the express office, on their way to New York, at Sai 
3 o'clock that day. is 
That’s Madesco service—as dependable as Madesco 3 
Tackle Blocks, those profit-building, customer-making s 
blocks that stand the gaff. iy 
It pays to handle the Madesco line. Check over your ae 
needs, and order from the Madesco catalogue. If you me 
haven’t a copy a penny post card will bring you one. Gs 


MARINE DECKING & SUPPLY COMPANY as 
Factory and Sales Offices, Tackle Block Department, | EASTON, PA. 


TackleBlocks |) 

















Stand the Gaff |. 
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*Perfeer” 
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The Stick to “One Brand” 


Customer 


You’ve. met his kind. He won’t buy anything, 
unless it has been tried and proved worthy. 





The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 


Naturally he says: ‘Perfect Brand’ when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Your Jobber does—he knows. 


Ludlow-Saylor, Wire Co. 


St. Louis Missouri 





Painted 
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They Come for Oil— 
They Come Back for Service 


instant good will by the use of a Brookins Liquid 

Measure. You will save time for them because 
you will service their cars more quickly. There'll 
be no oil spilled on fenders, the valve won't leak— 
no muss, no dirt. That makes better satisfied cus- 
tomers. 


[i you sell oil retail you can win your customers’ 


The long, flexible, metal nozzle of the Brookins Measure 
reaches the most inaccessible of oil intakes—no funnel is 
required—the measure need not be tipped. The oil flow 
is controlled by a valve operated from the top of the 
measure—when closed this valve does not leak. Just press 
the thumb control, the oil will flow quickly and smoothly 
through the nozzle without the slightest danger of spilling. 
The experience of others shows that it will outlast a dozen 
ordinary measures and funnels. 





as aad " : 
| (( iam 4 The Brookins Measure is all copper finished. If your 
jobber cannot supply you, write us immediately for sample 
| and prices. 
eo —— eee Ne gt 





One-quart, two-quart and gallon sizes, 


Ss fivequart for Franklin Service. 
The Brookins Mfg. Co. 
OIL MEASURE 326 Bayard St., Dayton, Ohio 
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W.W. BABCOCK CO. BATH, N.Y. 
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Grinder No. 6 








When Selling 
Cheney or Royal 


Grinders— 


You are selling your trade Grinders Guaranteed 
mechanically perfect—Guaranteed the product 
of “the best” in material and workmanship, and 
Guaranteed to give user the utmost in satisfac- 
tion—and all at a popular price. 


Dealers everywhere know the substantial profit 
realized, along with the prestige and go will 
the sale of every Cheney or Royal Grinder creates 
for them. 


Have your jobber keep you supplied with the best 


selling types for your trade—talk to the Sales- 
man on his next call. 


WRITE FOR OUR CATALOG AND PRICE LIST 


CHENEY 
Grinder No. 4 








S. CHENEY & SON 


Manlius, New York 
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The socket strength which pre- 
vents splitting of a }” Hollow 
Screw, prevents spoiling of a 
wrench head in any test of use. 


The trade well knows the unbreak- 
able quality of the Allen cold- 
drawn }” screw. It’s a size called 
impractical in broached hollow 
screws—just as broached wrench 
sockets are often impractical. 


The Dealer who's stood back of 
set screw performance will know 
how to stand back of wrench per- 
formance, safely and profitably. 
For the Allen guarantee now 
covers both! 


THE ALLEN MEG. Co. 


139 Sheldon St., Hartford, Conn. 
Hollow Screws and Socket Wrenches 
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Porch Swing Chains 
Every Home Needs Them 


There’s no substitute for the good 
old porch swing. Several million of 
them will be taken out of storage 
this month and will furnish more 
family joyrides than all the autos 
in the ae - 

Many thousands of porch swings 
and hammocks will need new sets 
of Hodell Chains to put them in 
good running order for the 1924 
season. 


Hodell porch swing chains are fur- 
nished in the well-known Bulldog pat- 
tern inall standard sizes and strengths: 
—one set to a box for shelf hardware 
trade or in bulk for manufacturers. 


Liberal prices upon request. 


\ The 
\y | 














Chain Products Co. 


Established in 1886 


Cleveland, Ohio 





Our general trade name for the 
whole Chain Products family: 


Bulldog Pattern, Y Type 
With Ceiling Hoo 
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Real Air Service 
in This Curtis 


Su, above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—free of complicated parts 
—built for hard usage and will be on the job 
all the time. %4 to3 H. P.—automatic. 


Single and Two-stage 
Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 
price. Write at once for 
full information and de- 
scriptive literature. Use 
the coupon below, or a 
postcard will do. 








° 


Style “S” Single Stage 
Outfit. Belted only. Five 
sizes— 14 to 3H. P. motor 
required. 


CURTIS PNEUMATIC MACHINERY CO. 
1581 Kienlen Ave. : : St. Louis, Mo. 


Branch Office: 
530-W Hudson Terminal - New York City 
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How to Merchandise Oil Cans 


Make an attractive display—we’ll supply the material. Fill an 
Oiler and place a sign alongside: “Don’t be afraid to handle this 
Oiler—turn it bottomside up—it cannot leak.” 


When customers see the HARDING O-NO-DRIP Oiler they’ll 
wonder what prevents leakage. The illustrated printed matter below 
tells why—explains fully the operation of the Patented Valve 
used on 


The Harding O-NO-DRIP 


Oil Cans which prevent even a drop of oil coming out even 
when held upside down. 















3esides HARDING Ollers are made to last. Spouts are 
best quality seamless Brass. Cups are heavy durable steel, 
copperized inside and outside. Bottoms are double crimped 
to stand severest service. Profits are large. 











All kinds of Oilers for every purpose, in 1/3 and I pint 
sizes, With 3, 4, 5 and 9 in. straight or curved spouts. 







Also the Harding OILD-RITE made of the same material as 
O-NO-DRIP, but without valve to meet competition at lower prices. 
_Write for prices. 


ARTHUR S. HARDING CO. 


Mfrs., West Somerville, Mass. 












The Sun Never Sets Where 
‘Red Devil’’ Pliers Are Used 


HEIR popularity and consumer following are world 
wide. Known and used wherever good tools are 
appreciated. 


No. 1906 
Fence 


Tool 


Their outstanding quality and reputation are deciding 
factors in favor of their wide demand. Made in a hundred 
styles, for every practical purpose. 


Send for Free Booklet With Your Imprint, for Your Customers 


SMITH & HEMENWAY CO., INC. 


Manufacturers of “Red Devil’ Tools 
98 Coit Street, Irvington, New Jersey 


No. 1024 
Slip Joint 
lier 
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The Hinge 


That Adds Beauty to 
the Home 


To some people door hinges may seem rather 
small and unimportant. 


Nevertheless their mission in helping to make 
or mar the appearance of the rooms in a modern 
home is worthy of serious thought. The 








“The Door Butt of America” 


is designed along lines that insure both Being finished in the various Griffin 
beauty in the home and service whenever hardware finishes it is in wide demand 
the doors are opened and closed. for the better class of houses and office 
_ The Griffin operates freely and easily, it buildings. 

is amply strong for heavy doors and it is Your stock should include the steady 


such a pleasing fixture that architects and 
home builders are glad to specify and 
use it. Send for illustrated catalog and prices. 


selling Griffin. 


Griffin Manufacturing Company, Erie, Pa., U.S. A. 
arehouse Warehouse 


45 Warren Street, New York 74 West Lake St., Chicago, Il. 























RUBBISH 
BURNER 


? 


WASTE 
BASKET 








cyclone (ATCH “All BASKET 


Reg. U. S. Pat. Off. 


Needed by every home. ieienieen for the collection in lots of six. Write for prices and discounts. 

_ _—— — a ae — Sell Cyclone Fence too. Get your share of this profit- 
fined. Finished in baked green enamel. Nationally able business. Catalog and discounts on request. 
advertised—a steady profit maker. Shipped nested Write office nearest you. Dept. 29. 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, Ill.; Cleveland, Ohio; Newark, N. J.; Fort 
Worth, ter Oakland, Cal. (Standard Fence Co.) ; 
Portland, Ore. (Northwest Fence and Wire Works). 


Cyclone Fence 


The Mark 
of Quality 


(Trade Mark) 
The ‘‘Red Tag’ 
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Simply Tack On 
Turn the Corners 
Anybody can apply it. 





eo. eee Re conrE 
A ioe, Sa eee at SE 


Every housewife wants to cut down her ice bills. That's 
just what Wirfs’ ““AIRTITE”’ Refrigerator DOOR 
SEAL does. It stops cold air leaks, thereby saving ice. 
It is a rubberized flexible strip, that, when applied to the 
overlap on a refrigerator door, forms an airtite cushion. 
Put the display reel on your counter. You'll be sur- 
prised at the number of extra dollars it will bring in, 
because the “‘AIRTITE”’ Refrigerator DOOR SEAL 
sells on sight. We are advertising the SEAL to the 
consumer in the leading national magazines. 


The SEAL has proved itself; for several years some of 
the largest manufacturers of household refrigerators have 
used Wirfs’ ‘““AIRTITE’’ DOOR SEAL as standard 
equipment. 

It retails for 7c a foot and you can make as high 

as 114% profit. 

Price to dealers in U. S. A. and Canada. (One 

price to ail.) 


a A ee 3%*4e per foot 
Oe 3 lee per foot 
Prices F. O. B. St. Louis 


If check aceompanies order we'll stand transpor- 





tation charges in U. S 
charge with your initial order. 
’ 6 . WIRFS'’ e ® * 
REFRIGERATOR 
DOOR SEAL 


The handsome display stand will be sent you free of 
Sole Manufacturer and Patentee 


E. J. WIRFS, 128 S. 17th Street, St. Louis, Mo. 
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Firmness, Durability 
and Attractiveness 


Three important factors that 
make American Brand Bronze 
Screen Wire Cloth preferred by 
the trade. 


' 


MERICAN Bronze is 
made of highest grade 
hard drawn wire, 90% cop- 
per and 10% non-corrosive 
alloy. American Bronze is 
a cloth of endurance. It 
will not sag, bulge or pull 
out of shape as is the case 
with copper cloth. 


ISSSSRSSERRERSERRRERRERARERRERERERERERRRERR ERS S 
ea 
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' Dependability is woven 
into every mesh of Ameri- 
can Bronze. Absolute satis- 
faction among consumers, 
year after year, is winning 
for this brand pre-eminent 
favor. 
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Your trade will appreci- 
ate this good-will builder. 
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American Wire ranrics Corporation 


Subsidiar 7 
Wickwire Spencer Steel Corporation 
General Ofices 
41 East eee Soeees wieeet, New York 


Sales O 
208 South LaSalle Street. Chicago 
Worcester Buffalo Philadelphia 
San Francisco Los Angeles 
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CORBIN 


SCREW 
PRODUCTS 


OOOO] ox 


Wood Screws—Machine 

-  Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. 














We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 


Branches: 


New York Chicago Philadelphia 
Western Factery: Dayten, Obie 


EO 
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WHY? 


Why is it that most customers ask for 
certain products by name? 


Why do men say give me a 


COLLINS 


Axe or a Collins Hatch- es 
etr ‘ 









When concerns spend 
half-a-century or more 
in perfecting a product 
—when they zealously guard 
the reputation their goods have 
well earned—when the public 
learns from experience the dif- 
ference in quality that distin- 
guishes one tool from another— 
when a large demand has been 
created for standard articles— 
why risk the loss of both repu- 
tation and customers by offering 
them goods that are inferior in 
any way? 


Isn’t it better to supply reli- 
able Axes and Hatchets, like 
COLLINS and hold trade— 
than to sell the doubtful kind 
and lose customers? ; 


If your Jobber is not supplying you 
Send for New 


—write us direct. 
Catalog “G.” 





The Collins Company 


Established 1826. Incorporated 1834 


Collinsville Conn. 
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BYGUMAGRAM 


200% PROFIT ON ONE! 
1757, PROFIT ON MORE! 


Are YOU interested? 


Then send 25c in silver or postage stamps, and we will 


send you ONE— 















Z pean ee 


Post Paid. 
You will sell it for 75c. 


Then you will order by the dozen at $3.25 and sell 
them for $9.00, by Gum! 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE : | 
Sales Office, 1409 Ford Bldg., Detroit, Mich. chante ane 


President and Sales Manager 
Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. : 

































Styles ‘‘Graham” and 
‘“*A’’ All Steel. Prac- 


A Reputation for Fifty-five Years 


and a Few of Their Good Features 
Genuine “* PHILADELPHIA ’’ Lawn Mowers have 


case-hardened set screw adjustment. The adjustable caps 

Sa, =\ ey /! are split so as to take up wear in the journal bearings. 
| et ar Ne The dead knives and cylinder knives are Vanadium Cru- 
| Ks =~ | cible Steel. The rollers are straight grained hard Maple. 
=" ay = Sa The handles are straight grained white Ash. 


tically Indestructible. 











The rings and ends are finest malleable iron. When such 
materials are combined with 





workmanship the result is perfect construction that 
insures maximum wear. Choose from 25 models 
the types that best meet the individual needs of 
your customers: 

18 Hand - 4 Horse - 3 Motor 


Send for Complete Catalog and Discount Sheet. 





THE PHILADELPHIA LAWN MOWER CO. 
3lst and CHESTNUT STREETS, PHILADELPHIA, PA. 
“The original people in the Lawn Mower Business since 1869"’ 
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This Outfit Sells Like Hot Cakes *Everedy Jelly Bag and Stand 
all Through the Preserving Season 


Every housewife needs Your jobber probably 
one of these handy outfits. handles the *Everedy Jelly 
‘They are surprisingly easy Bag and Stand. If he does 


. not, write us and we'll see 
to operate and greatly sim- that you are supplied. Deal- 


plify the preserving process. er helps with each package. 


SELL THE WHOLE EVEREDY LINE 
AND WATCH YOUR SALES SOAR 


Outfit retails 
for 75¢; extra 
bags 25¢. 





The *Everedy Bottle Capper With a surprisingly small investment Everedy(No-Sed) Filter Bag and Stand 
Caps any size ™? stock of Everedy products you can 
bottle. Handsome- 28°! 4 satisfactory volume of sales and A useful, easily 


show a fine profit with a minimum ot 


. operated home out- 
time and effort. - d 


fit. Bag is napped 
inside to catch sedi- 
ment leaving bev- 
erage pure and 
clean. Stand Soc. 
Bags 50c, 75, $1. 


ly finished in 
nickel. Sturdily 
made and durable. 
Wood or padded 
base. Well ad- 
vertised. Retails 
$1.50. Plain base 
$1.25. Order in 
original package— 





six in box. *Advertised in Good Housekeeping Magazine. 
Old-Bud Bottle Capper THE EVEREDY COMPANY Everedy Fish{Scaler 
A big 10c value. One light blow 1 EAST STREET A handy sportsman’s tool. Has 
caps bottle and seals it airtight. FREDERICK, MARYLAND 19 sharp teeth. A winner at Ioc. 


Slight increase in prices in Canada and on Pacific Coast 











HANDLES AS ON NOS. 
a--2: 5 OO. 


Ladd Egg-Beater Improvements 


DON’T OVERLOOK NEW FEATURES in stock now 
shipping. These NEW FRAME HANDLES on Nos. | 
and 2 are important and we feel very much better than here- 
tofore. Every dozen of No. 1 has six with left handle hold, 
horizontal with main drive, and six with hold at right angles 
with same. This gives user a choice at your counter. 


The NEW GUARD prevents LADD BEATERS 0, | 
and 2 from pulling out of mesh; is IMPORTANT*TO YOU 
AND USERS. These NEW IMPROVEMENTS after 
thirteen years’ experience make perfection. 


SIMPLIFICATION is a big word to you. In handling fewer num- 
bers in other goods don’t overlook that LADD BEATERS come in four 
sizes FOR ALL REQUIREMENTS. Why handle a lot of others 
showing little profit? SPECIALIZE on the LADD 
LINE. IT PAYS YOU. KEEP FULL STOCKS. 
ORDER NOW. 





| ; 
i SREATING «© DIRECT CENTRE = — 
| ont = 





JOBBERS the world over and US. 


UNITED ROYALTIES CORPORATION 
1133 Broadway, New York 
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One of three newspaper 
ads that feature the 
small cost of Northwind. 


Below: Counter and Win- 


That message 
net Bo brings ’em in 


that guarantee and price 
are featured. 





ORTHWIND—the best little fan—costs little 
to own, almost nothing to run, and is a won- 
der at keeping folks cool. 
Get Northwinds for a whizzing fan business this 
summer. Send for folder describing fan and send 
for sales-helps. 


An 8-inch fan; mat brass finish; two speeds; 110 


e volts A.C. or D.C 


There are 100 Northwind Distributors. Write today for 
name of the nearest. 


The Emerson Electric Mfg. Co. 
2018 Washington Avenue 


50 Ch h St. ° 
New York Chy St. Louis, Mo. 

















Bissell’s Single Sweeper Displayer 
Cleverly Holds a Profit Payer ! 


and is offered freely upon request to all merchants As a profitable investment for Summer 


selling Bissell Carpet Sweepers. Selling why not look into this Bissell Car- 
: pet Sweeper market and write for a few 
Effectively displays asinglesweeper oncounter,shelf Displayers as well as the 1924 Spring Offer 


orinawindow. The soft green front panel har- ‘ Announcement now. 
monizes with and sets off a sweeper of any finish. 


It is substantially created from a single piece of 
strong cardboard which is folded to form in a jiffy. 
Bearing a price card and at this inviting angle the 
Sweeper is a constant silent salesman for itself. 


You will find these displayers especially usable 
during the hot dusty summer days when a woman 
is interested in any device that will save her time and 
energy and lighten the burden of her daily routine. 


Aa “wh pias oe ani nee c 
A Bissell will not only do just that but because it’s | SaGRARR RAPIDS 
always handy, costs nothing to operate, confines | 


the dust instead of scattering it and outlasts fifty 
brooms, it will save her money and rugs as well. 


ISSELL 


Oldest and Largest a New York Office 


Sweeper Makers Carpet Sweeper 46 West Broadway 


——- ed 
S ———— AL AOA OD 
- —— - 
— —— 
—— 





B 





HARDWARE AGE 111 


The Market for Mop Wringers 


Briefly, the selling territory extends from the Trading Post at 
the end of Civilization to the “Big Store” on Main Street, from 
Coast to Coast. Quite a range! 


May 1, 1924 





We need not point out to you the demand for Mop Wringers. 
From the time the floor is finished there is need for a Mop 
Wringer. The demand continues and the hardware store is 


the logical source of supply. 





A Wringer for every mop and a profit in every sale! 





No. 7 Challenge Pail 


Boller Mop Wringers are made of the best material and pro- 
duced with the skill of twenty-four years’ experience. We have 
an interesting proposition for both the Jobber and Dealer. 


Send for our special folder describing our complete line. 


The twenty-seven various patterns will permit you to make a 
selection to meet any requirements of your trade. 


PETER PyOLLER MACHINE WoRKS 





126-128 N. Curtis St. Chicago, Ill. 
SALES REPRESENTATIVES: 
SAN FRANCISCO LOS ANGELES DALLAS 
Thayer & Bower yer & Bower F. L. Glover & Co. 
845 Monadnock Bidg. 320 Stcry Bldg. 1322% Commerce &t. 


DENVER 
. Morrison 


YORK, N. Y. BOSTON 
o. <A. Oppenheim Sales Co. J. H 
306 Sugar Bldg. 


NEW ™= * 
Hardware Service C 
132 Nassau St. 453 Washington St. 


No. 9 Challenge Pail 











EMPRESS AUTO ASH TRAY 


A handsome and attrac- 











N ornamental and handy com- 
bination ash receiver and 
match box holder which can 

be fastened at any convenient point 
in the car. 


Strong and well made. It is 
pressed from heavy sheet brass and 
finished with a heavy, durable 
nickel plate. 


The extra deep ash receptacle is 
made in two pieces and is easily 
removed from the frame and taken 
apart for cleaning. A strong metal 
clip holds the match box firmly in 


place. 


Packed singly in neat pasteboard 
boxes together with screws for at- 


taching. 


List Price $1.00 Each 


tive counter display in 
three colors containing 
ten Empress Auto Ash 
Trays packed in individ- 
ual boxes matching the 
display case. 


Manufactured by 


Bowen Products 
Corporation 


Auburn, New York 
Minneapolis, Minn. 


Write To-day for 
Folder No. L-AF38 


Dealers 
Counter Display 
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Combination 
Service Wrench 


Does the work of a good monkey or pipe 
wrench. Made of a forged steel bar case 
hardened throughout. Construction has 
double strength. A time saver. Does 
away with carrying two wrenches. Guar- 
anteed. Sell them and better please your 
customers. Write for prices. 








(Sp 


) 8! 


BEMIS & CALL CO. 


Springfield Mass., U.S. A. 











The Dealer that 


stocks 


GENUINE 
ARMSTRONG 


Stocks and Dies 
Holds the 


TRUMP CARD 


The Armstrong Mfg. Co. 


Factory and Main Office New York Office 
Bridgeport, Conn. 248 Canal St. 


























“Old Fashioned” 
Quality 


BROAD AXE 


TWO WINNERS 


Cost more, sure they 
do, but you have a 
certain trade that 
wants quality — why 
not satisfy them? 
Without any excep- 
tion, White tools are 
the highest quality 


made. 





Write for our 
' Catalogue 


HAND AXE 


The L. & I. J. White Co. 


125 Columbia St. Buffalo, N. Y. 











Athol U-Beam 








ATHOL VISES 


The demand for a dependable vice to meet the 
needs of the individual for garage, work shop, 
home and farm use is met in the Athol 
U-Beam. It bolts to the top of bench like a 
machinist’s vice. Rugged in construction and 
well finished, it has the same high-grade mate- 
rial and workmanship that is used in the pro- 


duction of ATHOL Machinists’ Vises. 


Catalogue No. 36-C is now ready. 


Athol Machine & Foundry Co. 
Athol, Mass., U. S. A. 
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MACHINE 
SCREWS 






WOOD — 
SCREWS 


PENH} 


wale 


Inloiaritrs 


(Reg. U. 8. Patent Ofice) 





pL. Woo, 
<o* 204 


4 
A 












f | 


SPECIAL SCREWS + UPSET WORK 












: WOOD SCREW CO. 
Continenta New Bedford, Mass. 











Sell Them 












| The WALL 
ASX ASSORTMENT 


**Famous”’ Oilers 








@ Quality wide-mouth 
copper plated oilers— } leuths 


four each of 3 sizes, al PR )DUCTS | 
packed in counter dis- | e 4 —1 | 
play case. When set up, | ? ‘ WN | vAS SORAIN | 5) | at 
9 are on display and 3 By 4). f | l MY 4\\ jl 
are in case for replace- A Deviate ls Oile} < ; 


ments. Useful sizes for || (For Eve 2 | PuRPOW 
the shop, garage, office, Un goer Ee eo < [if =e 
home, in fact, almost 
anywhere. Order now 
to speed up sales. Job- 
bers have them. 


iINTERCe WO \mABce spouts 
| | ; { | | .* - , 44 | j 
[==LLMFG.St ==fOPITISE |= 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


It isn’t hard. Every mechanio needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or & 
level to guide them. They cut from the outer rim. The entire surface ig at 
work all the time; no jagged ends; every part of the work is smooth and 
polished. bore their way through hard, knotty, cross grained wood, 
leaving @ smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 














The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. P. WALL MFG. SUPPLY CO., Pittsburgh, Pa., U.S. A. 


3058 - 3096 PREBLE AVENUE 




















Shelby Door Holders 


Have taken the place of the old style wooden wedge for holding 
a door 7 because they hold it securely, are always in place, 
their rubber tips will not mar your floor, and they are easily 
released with the foot. Made in two sizes for heavy and light 
doors and finished to match all Builders’ Hardware. Besure 
to specify “the Shelby.” 


MADE BY 
The Shelby Spring Hinge Co. Shelby, Ohio 





) 
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Sherman Hose Couplings are made of 
heavy wrought brass — accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes-—34", 14”, 544” and % . In 
cartons for stock. 





Quality Fittings Mean Hose Efficiency 
THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 


"eH. B, SHERMAN MFG. CO., Battle Creek, Mich. 


Patented 


The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 
Trade. It is larger and will throw a 
stream farther and more even. A per- 
fect spray is always assured. Made in 
34.” size only. 














Try One 


Yourself! 














Reg. U. S. Pat. Off. 


The most convincing proof of the pudding is in the 
eating. Next time you receive a case of goods, try 
out a Morrill Nail Puller yourself. You can’t hurt 
your hand and the nails come out with very little 
effort. We are sure this “personal touch” will ac- 
quaint you with the merits of our Nail Puller more 
quickly than any amount of description. 


The Ram is Elliptical in shape 
and cannot roll. The Jaws are 
mounted together and the shank 
is held in the ram by a large 
pin which can easily be taken 
out and replaced with a ham- 
mer and punch. It is scientific- 
ally designed and of simple 
construction. . 


CHAS. MORRILL, Inc. 
102 Lafayette St. 
New York, N. Y. 


Other Morrill Products: 
Saw Sets Hand Pmanches 
Bench Stops Seap Dispensers 
Seal Presses 











TRADE 


(CARLSON) 


MARK 










They 


Grip. 


Due to their scientific design and offset jaws, 
CARLSON SUPER-PLIERS have greater ca- 
pacity and more gripping power than any 
ot twice their size. 

ith a capacity up to 1” on square and | %” 
on round material, they will loosen practically 
any nut or connection 
Equally useful for farm or 
Made of finest quality 
ry hardened. Length 

ist price, $1.25. 
Write for sample display carton containing six 
pliers, each in an individual box. Sold on 
money back if not satisfied terms. 

60,000 in Use 


The Noble & Westbrook Mfg. Co., 


Department B 
Hartford, Conn. 


CARLSON 


SUPER-PLIERS 













and 


drop 
lb. 





. 




















to be dealt with. 





SPECIALTY CO. 


Here’s Our Business Creed— 
what do you think of it? 


To give one dollar’s worth for one dollar; to give as prompt delivery as 
possible without neglecting quality; to deal with our customers as we like 


For 25 years we have been adhering to these principles. That’s why the 
biggest jobbers buy and push Lowell Sprayers. 


Lowell Baby 
- pone — In practice, we apply this creed by using tin of not less than 107-lb. base No. 210 
Sprayer and by double-testing every Sprayer that leaves our factory. ae, weed sad 
Send for catalog now. 
LOWELL Lowell, 





Mich. 
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Best Selling Clothes Wringer Made 


Entirely satisfactory—that’s the reason Anchor Brand 
Clothes Wringers keep right on outselling all other clothes 
wringers. 








Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold 
securely; every part of every wringer made the best we 
know how and there’s years of “know how” back of every 


Anchor Brand Clothes Wringer. 


LovELL MANUFACTURING Co. Erte, Pa. 
World’s Largest Manufacturers of Clothes Wringers 


LIDSEEN ‘oxceeo OILERS 


f es 
The Lever Pp 
‘Controls 


Priest's | {the Oil 
CLIPPERS Fin Stitnte ates 
































Known as : one : 
Reliable hin tines tien och Obi Lidseen Positive Force Feed Oiler 
Fifty shows a Priest’s No. 80 Toilet 


by means of the operating lever. He also knows the 
spent canna become clogged, as Lidseen Oilers are 
orce Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 


Years Ago Clipper. One came to our 
Service Dept. for grinding the 

The Same other day, which had seen serv- 
Constructed of heavy steel—All welded. 


7 ae ee Pe You need only to show the Lidseen Oiler to sell it. 
Sell your customer a Priest’s = numbers. Copper plated or gun metal 


—jit means satisfaction. 


because he knows he can regulate the flow of eil | 
Ask your jobbers’ representative 


or ask us 
American Shearer Mfg. Co. LIDSEEN PRODUCTS | 
Nashua, N. H. 832-840 So. Central Ave. Chicago | 











“COLD HANDLE” FRY PANS AND SKILLETS 









Made in the “L. & G.” 
QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 
con 


LALANCE & GROSJEAN MFG. CO. 
| | NEW YORK CHICAGO BOSTON 
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mm Mop Strands Cannot Clog the Bearings 


The BULLDOG Mop Wringer is made with Patented Mop Guards which 
positively prevent mop strands from becoming entangled and clogging the 
bearings. No other Mop Wringer has this feature. 

Multiple Foot Operated Levers affording great pressure insure thoroughly 
dry wringing of the mop, as the Triple Rollers of Hard Seasoned Maple 
squeeze out more dirty water in one operation than any other mop wringer. 
A wonderful seller. 

Two sizes: 14 and 20 qt. For Janitor and Home Use. 


Write for Folder and Prices. 
For Manufactured by 


oe BUSHNELL NOVELTY CO. 
Mansfield, Ohio, U. S. A. 


Pioneers Established 1896 








Pat. Nov. 





a 













Sio# #or QGpproach Wel! 























Pater ted 
April 18th, 1916 Mop Guard 














Every Home-Builder | 
Is a Prospect for 
Zimmerman Fasteners! 

























Jn New homes are going up 
all around you. Many will 
be equipped with shutters 
and casements, Here’s where 
yuu come in. Sell these 
new-home builders Zimmer- 
man Fasteners. 


Shutters and casements 
may be regulated to any 
desired angle and securely 
fastened with these fasten- 
ers. They not only let in 
the air and =, but pre- 

a ent shut- 


ene | | Which Hod Would You 


ed protec- mane eacenemmanceentni 


verter Rather Carry? 


If you had to haul mortar for a living, = 











ae, i 
’ 











~ te = | ue certainly wouldn’t want to carry a hod 
O55 ee 7 —_ rT dripped water all over your shoulder. 
. ae ae Ne You would choose a Never Drip Steel Hod 
i ios A Ready Selling, P rofitable with its one-piece ends. You would go 
rtic - whistling on your way while the other fellow 
Zimmerman “e~ ers ! you coat anere infor- sulked. 
teady 1- - mation abou immerman . . 
oem oa sale. They are easily Fasteners. write us. We'll There are lots of hod carriers in your town 
adjusted and wonderfully show you how to make the who are bearing the discomforts o carrying 
durable. Mention thom i. = oe peonent apeeeity leaky hods simply because they have not been 
four customers. See how in Dulldin o greatly in- 
you Praag " 3S coe shown the sensible and better kind. 
a This open field of profit is yours for the 
/ { M M FE RMAN asking. Write us at once for details. y 
Fasteners for Shutters and Casements The Cleveland Wire Spring Co. 
Cleveland Ohio 


Tue G. F. S. ZIMMERMAN Co., INC. 
6 Broadway, Frederick, Maryland 























What’s the Cost? 


If you could step into the shoes of the thousands of 
dealers who are building their business with Heller 
Cabinets, you too would agree that this modern equip- 
ment quickly pays for itself in the extra sales it makes. 
And the cost is surprisingly small. Certainly here is a 
proposition you at least want to know more about. You 
won't be obligating yourself by asking for the facts. 
Write us today for book No 26-A. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
MONTPELIER, OHIO NEW YORK CITY 
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Will Help You Sell More Tire Pumps 


Remind your customers of their needs and you will sell them. Keep 
before them, prominently, a real automobile necessity—Springfield 
Tire Pumps. Give them a chance to see how easily they pump tires. 
Let them try one. ae 


GET THIS RACK FREE FROM YOUR JOBBER 


Put it in your window, counter or floor and watch your pump sales increase. 
Rack is 38” high and 30” wide; holds five different models of Springfield 
Time Pumps—An attractive silent salesman. Order from your Jobber now. 


The Shawver Co., Dept. C, Springfield, Ohio 


A TEGCO 




















DIAMOND BEAUTY! 


(Patent Pending) 





PROTECTION 


That's what customers get with the 
Ileo Dead Bolt Night Latch. One 
turn of the key backwards in this 
latch locks both bolt and inside 
knob. Once locked there is no forc- 
ing back the bolt or opening the 
door without the proper key. Big 
seller for homes and stores. 






A new TEGCO diamond shaped knob with brilliant 
facets and silvered center made from flawless glass. 


We also mak 1,000 styl f ; 
ae ee Base any finish. Cut shows No. 251, 1% inch size. 


ae | | soa Write for Catalog 6 No. 252 is 1% inch. A great seller. 


Ask your jobber for list on 


Dp] NDENT OCKCO.@D> Pulls, Door Knobs and Escutcheons 


Leominster Mass., U. S. A. Technical Glass Company, Inc. 
Manufacturers of linder Locks, Padlocks, and Santa Fe Ave. and 48th Street 
oy Blanks. Los Angeles, California 



























a% TT Cheese eeeetaeas uesanene aseefoonetesae seseeaeeee so SD CE SS 


3 STANLEY 
BOX STRAPPIN 


No. 3000 “Twinrold’—Self-Tightening a! 


ER 








in coils of 300 feet, is coiled double and has great 
tensile strength. The ribs allow nails to be driven ob- 
liquely, taking up the slack and drawing the strap tight. 


THE STANLEY WORKS 





DD ED OS OS SS oe sPounePeauate sunfouns 











qa plteesaccy SRRCRSCERS RECT RSET R Sesebaeediases nuage 


New Britain, Conn. 
New York Chicago SanFrancisco Los Angeles 
Elite Seattle 
: i) Manufacturers of Wresst er 
, , SO iin and Carpenters oo : 
~ SS eS UL | a J : 








* 


atecasieces puaeyeuss ssseTenes bese eecesteses svaageseoguvne tens sungocespessefusunguernigeesngeansgesuspocsatecuedyanseg eveegecsegacedpancegeccegeseegenesposege® 
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FAST SELLING 
CARDED ASSORTMENTS 


NEAT AND ATTRACTIVE 








No. 992 Carded Assortment. 
Write for samples and prices for 
wholesalers and jobbers only. 








TRACE “ann 


THE ACME SHEAR COMDANY 5 


BRIDGEPORT, CONN..US.A. 











178 THE LARGEST MANUFACTURERS OF 1e7 
SHEARS AND SCISSORS In THE WORLD 
6 © 
vas o651 Twt OFT 





Change Blades Instantly 


In this Simore Combination knife and screw- 
driver, there are three blades in the handle. Each 
blade snaps back into the handle after it has done 
its duty just as is shown 
here. And the _ selecting 
and producing of the blade 
wanted by gravity is done 
just as easily and as quick- 
ly. You actually change 
blades in an instant with the 


Simore Combination 
Knife and 
Screwdriver 
This quick change feature 
is the outstanding thing 


about all Simore tools—but 
there are many others. 
Quality materials are used 
in every part of every tool, 
accuracy and practicality 
are assured before any tool 
is ready for the market. 





Dealers will find it worth while to get 
full information on the Simore Line. 


Write today. 


The Simon & Skidmore Mfg.Co. 


bs se 1-5, Santa Ana, California 


SIMC SIMORE TOOIS SELL / 
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Taplin 
STAINLESS STEEL 
Can Openers 


OR the first time a can opener with cutting blade 
Fh Stainless Steel may now be obtained. This 

very superior stainless and rustproof steel which 
has attained such wide popularity is the very best for 
the purpose that can be produced. In combination 
with our handsome white sanitary handle it provides 
a can opener that in point of quality and appearance 
is the finest that has so far been made. 


OTHER CAN OPENERS—A choice of six styles, each designed to 
meet a specific demand. 





No. 96 Stainless Steel, White Handle 





No. 30 All Steel, Tool Steel Blade 


THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office, 71 W. Broadway 














Special Display Offer Continued 
for May! 


OT OE SS SC SR A 











A Salesman That Requires No Wages 


This BATHWHITE Display Board shows your cus- 
tomers the BATHWHITE Line and saves your time 
explaining it. It speeds up turnover with a small stock, 
and makes bigger profits with a small investment. 


Write TODAY and learn how you can put this “sales- 
man” to work for you. 


FE .H.TITCHENER & CO. 


WIRE GOODS HEADQUAR 


BINGHAMTON , NY. 























Eee 
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Replenish 








Hardware Your 

for Stock 

Hard-wear with 
BOMMER 





BOMMER 


SPRING HINGES’ 


ARE THE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 





BOMMER SPRING HINGE COMPANY 
Manufacturers BROOKLYN, N. Y. 











The New 
Boston Rubber Chair Tip 


SprinGriP 
Trade Mark 


The Tip and Its Parts 


Brass Nail 


Brass Washer 


= 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 





Spring 
Socket 


- 





PPE j 


Patented 
Send for Catalogue 





Manufacturers of Rubber Specialties 


THE ELASTIC TIP CO. 


370 ATLANTIC AVENUE BOSTON, MASS. 











Lay Plans 
for 


Real Profits 
Select Night Latches that Sell 





















Reputation can be built two ways—up or down. 


The No. 326 Improved Cylinder Night Latch is a 
Dealer’s stand-by. It is “well built” and will 
assist in the building up of a reputation for sell- 
ing quality items at a reasonable price—the prime 
asset of any merchant. . No. 326 Latch requires 
no backplate. The bronze bolt can be reversed 
instantaneously without removing the cap. 

Its workmanship and material have made a lasting im- 
pression in the carpenter and building trades. Its simple 
construction convinces the private home owner that he 


can replace a worn out latch with little expense 
attach it himself in half the time. 


Write for further details and prices. 


WILSON BOHANNAN, Inc. 
758-766 Lexington Ave. Brooklyn, N. Y. 














You CanProfitably Sell 








RENN 
AS N N 
BAX ay 






R Striker 





(Cut Full Size) 





Q Striker (Adjustable) 

















Frost’s Elbow Catches 


to Carpenters, Builders, Cabinet Makers and Home 
Owners everywhere. Every new home built with cabinets 
or small doors needs Frost’s Elbow Catches. 


Substantial profits, repeated sales and pleased customers 
are yours, by supplying the ready market in your 
community. 


The New and Improved Frost’s Elbow Catches are 
strongly constructed and so designed as to prevent any 
binding on the spring—insuring free and easy working 
of the catch. A sample catch sent upon request. 


Your Jobber Can Supply You. 
C. L. Frost & Son, Grand Rapids, Mich. 
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A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 





Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 

















“OHIO” 


Shoe Lasts and Stands 


MADE ABSOLUTELY 
OF “ED GUARANTEED 
SEMI-STEEL AGAINST 
sve cic BREAKAGE 





- 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mer. 








































The Small Priced Handy Helps That 
FERNAL More Enjoyable 


Our Self-Selling Displays Make 
These Rattle Killers Move 


Attractive cartons and snappy “holder 
cards” instantly show their wonderful 
usefulness and the “easy to pay” prices. 


Steer-Aids 


For Fords and other light cars. Applied instantly— 
end steering rod rattles and wheel wobbles. Tem- 
pered steel wire baked Japan finish. 50c. a pair. 











Little B-R-A-T-S 
End brake rod rattles on 90% of all cars. Set of 
4 for 50 cents. 
SasaRs 
Steering Arm Shock Absorbers and Anti-Rattlers— 
make Ford steer easy—take up road jolts. 50 cents. 
Auto Door Anti-Rattlers 
Stop door rattles completely. 25c. 
Fernald Stop Light 

Automatically controlled by special dust and rust 
proof switch. Beautifully finished .in enamel and 


nickel. Retails at $2.50 


DEALERS, JOBBERS. 


Write for nrices on — rattle killere and on E-Z 
Fil Gas Tank Caps. Nifty Extension Handles and 
Jiffy Crank Holders. 


FERNALD MFG. CO. 
Dept. A, North East, Pa. 
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CHRADE ()AFETY 
Push Button knife 


No Breakingof 
nger na ie 





<2, afety 
Bele 


Sure to sell on sight. 
Absolutely safe in pocket snd in use 
‘or convenience you can’t beat it 
Easily operated with one hand. 

he safety slide locks the button. 


ou can't afford to be without it. 


TRADE FVERLASTI NGLY SHARP sarc MAR 
Schrade Cutlery Co, 


Manufacturers of xe Pocket Knives 
Factories: Walden, N. Y., Middletown, N. Y. 
Main Office : Walden, N. Y. 
"ORDER THROUGH YOUR JOBBER OR DIRECT 
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You Sell Fencing 


Why Not Fence 
Posts 


But sell the right kind— 
“Quick-Set” Steel Fence Posts 
are right in every way. 
That’s why they’re replacing 
wood posts everywhere. Un- 
like wood they never rot and 
decay—they’re everlasting. 


The customer can drive the 


“Quick-Set” 
Steel Fence Posts 


firmly in place without leaving the 
wagon. And you can usually sell 
him a good sledge for the job. 


More profit heside our profit. 


Write us for Circular and Dis- 
counts. 


2 Y BUFFALO STEEL CO. 
“ug” ‘TONAWANDA, N.Y. 








Floor Waxing Brushes 


: An assortment of different styles 
: and sizes. 

Send for Catalog covering a com- 
plete line of Brushes and Brooms 
especially made for the Hard- 
ware Trade. 


MILWAUKEE 
Brush Mfg. Co., Milwaukee, Wis. 

















Angle 











Sell High Quality Hammocks 
at a Good Profit 


‘DATION 


REGISTERED TRADE MARE 


POULTRY SUPPLIES 


u Your Jobber Cannot rage A 
’ 






ou, Write Direct to 








“Arawana” Hammocks 


are the highest quality. Their harmony of 

. design, attractive styles and tasteful coloring 
mt my appeal to people who demand the best. 

jo 'e\e Prec . Seeorans | 
Oouner PAN cae Jur Catalog contains a wide variety of styles 


DOUBLE FEEDING TROUGH 10 ets. RETAIL and patterns at prices that insure you a liberal 
margin of profit. 








Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. Write for your copy today. 


_papemeneecersy The I. E. Palmer Company 
The Dayton Toy & Specialty Co. Middletown, Connecticut 


NEW YORK OFFICE 


1021 East Fifth Street, Dayton, Ohio 334 4th Ave. Corner 25th Street 
. ALLL AARNE te SARA TRETINOIN SILI 
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GOOD BARROWS—PRICED RIGHT | 





Ask your Jobber for 


Rocking Table 


Apple Parers Here’s a sample Here's a line of 
Barrows which 

and are easily as- 
sembled because 


Little Star and Daisy 
Apple Parers, Corers 


of their sim- 
plicity; easily 








and Slicers. sold because of 

is a 

: uality, 

HUDSON PARER CO. iad sealed to 

Leominster, Mass. as liberal a 

Sole Agents DEFIANCE GARDEN BARROW, are id ton. 
Livingston-Cooper Corp. ” Ma Mian Write 

| 131 East 23rd Street, New York City DEFIANCE BOX CO. Defiance, Ohio 




















Every home needs Never-Leak Patches 


ELECTRIC 
AUTO FREEZER 


FOR THE HOME 


Perfectly frozen ice-cream, sher- 
bets and ices at the snap ‘of the 
switch is the modern service given 
homes by AUTOFREEZER. iIn- 
dicator tells when cream or ice is 
frozen. Capacity three quarts. 


Easy to clean—top lifts off in 
one piece. Usable on table, floor 
or in sink. Connects to light 
socket — Universal motor with 
plenty of power for direct or 
alternating current. 


ing; repair tubes, tires, hot water 
bottles, garden hose, rubber 
rubber coats, anything 


rubber. 
Give our —, er 
— and it ot 9 you nding 
e hot cement roads vul- 
eanize Never-Leak Patch. 


Selling season is here. It'll pay 
you to stock now. Write for de- 
tails to 


The Troy Metal Products Co 


Olive St. Troy, Ohie 


for a dozen 
LBAK or wette © — direct, Thousands 
of dealers now handle. 


Never-Leak Patch Co. 
Indianapolis, Ind. 





























OvsT POCKE TOUSTPAN 
(with Heed) 





DUST POCKET 
DUST PANS —- 


So far superior to any- 
thing ever made or offered 
in the dust pan line that 
they at once capture the 
quality trade. 


Judged by 1924 
Standards, 
Dust Pocket 
Dust Pans Are 
Perfect. 


Ask your jobber Dust 
oa write us. Pans. 


| ro oo. 8 na aphare (GB) 3 
mc ovener ii nome NC \: 





\-*\ 
fh 


VAUGHAN’S KITCHEN TOOLS 
Advertised Nationally To Women 
The peak months . the year for the sale of kitchen 

tocls are in the Spri 


Complete stocks auae consist of branded “goods of 
Merit and Quality—Vaughan Kitchen Tools are well known 
to merchants and customers 


The name “‘Vaughan’’ appears in the advertisements of 
women’s magazines with circulation of millions. 


Confidence, therefore, is created for all kitchen tools 
bearing this name. 


Send for catalog 20-A which shows our complete line. 
VAUGHAN NOVELTY MFG. CO., Inc. 
3211-25 Carroll Ave. Chicago 














No. 600 


Double Your Dust 
Pan Dollars with 


Pocket Dust 


weer. re. )} 9}1190g p iP 


PATENT NOVELTY CoO., Inc. 
FULTON, ILL. 
On the Mississippi 





DE LUXE 
Dust Pocket & Dust Pan 
No. 601 Makers of the FULTON Line 











—— 








American Bessemer, American Open Hearth and 
KEYSTONE COPPER STEEL 
Black and Galvanized 


SHEETS 


We menuiacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses— Black Sheets, Galvanized 
Sheets, Corrugated Sheets, Culvert 
and Flume Stock, Formed Roofing 
and Siding Products, Special Sheets 
for Stamping, Stove and® Range 
Sheets, Automobile Sheets in all 
frodee, Electrical Sheets, Roofing 

erne Plates, Bright Tin Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 
Bent for ect of revised weight cards and booklets, and watch for our large ade 


emcee ee UTILITY 


a ieee atten 
are always in 
demand. Send SPRAYERS 
for catalog 
and cash in 
on some of 
this profit- 
able business. 





We pride our- 
selves on prompt shipments. 





ALBERT LEA SPRAYER CO. 


Albert Lea, Minnesota 
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BRINGS 
“CUSTOMERS BACK 


eee customers silently steal away and swell the receipts 
of a competitor. They seldom kick. Salesmanship may win new 
customers but it’s QUALITY that keeps them. 

You sell high grade tools. You know the value of a quality a 
of — ick your line of wire cloth with as great care. 


the 
QUALITY wire cloth since 1869. 


“BUFFALO” Wire Cloth is made of many grades of steel, gal- 
vanized, brass and bronze wires and other sturdy metals for all 
hardware and manufacturing purposes. It brings customers back 
for more of your goods. 


Are you handling “BUFFALO” Wire Cloth? 
cae and address. 
Judge the 
QUALITY for 
yourself. 

Complete catalo 
No. 8-AB, mail 


gratis upon  re- 
quest, 


If not ask your 
jobber for prices 
and further infor- 
mation, or if un- 
able to secure this 
from your jobber, 
write us _ direct, 


giving us his name 71. stark Reg. U.S. Pat. Office 


BUFFALO WIRE WORKS COMPANY 
it “aiasis (formerly Scheeler’s Sons) Buffalo, N. Y. 


Branch Office and Warehouse 
9-11 South 7th Street, Philadelphia, Pa. 
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A New Department for the Hardware 
Trade. Specialties for Home Bottling, 
which have come to stay. 


WATCH IT GROW 


Stoppers 
of All Kinds 




















Bulls Eye 


Bottle Crown Bottle Opener 








Write for Catalog 
Manufacturers and Distributors 


M. C. ROSENFELD COMPANY 


56-60 & 64b Sudbury St. Boston, Mass. 


“Mention Hardware Age’ 














Sliding Home 
’ iy icaer Home 





ACME casters are famous for their home 
runs. The reasons are simple—Acmes never 
foul, are easy running, swing smoothly round 
the bases, always slide when necessary, never 
out. Put them in your lineup and catch the 
profits. 





From your Jobber: send for catalog. 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 


Agents: 


J.C. McCarty & Co., 29 Murray St., New York City 
Cc. W. Gause Co., 693 Mission St., San Francisco, Cal. 




















WHY NOT BOOST 


om aA 
Magazine Feeder Star Fount 
and Waterer 


Your trade with the poultry raiser. He is usually a fine | 
cash customer for hardware; he generally owns his own 
home, and whether he has a small flock or a farm-——he 
wants the best.. “MOE’S LINE” suits him exactly, and 
will please you. 


Send for Catalog of 


Moe’s Good Poultry Supplies 


Everything for the Poultry Yard 


HOEFT & COMPANY, Inc. 


405 No. Ashland Ave. Chicago, Ill. 
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G. F. Wright Steel & Wire Co. 


Manufacturers of 
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Nails, Spikes, 
Tacks 
Perfected shape and 


inting. True to 
ength and gauge. 


Barbed Wire 


Ellwood Glidden. 
American Glidden. 


American — 
Waukegan Lyman. 
Ellwood Junior. 


Wire 
Every kind for 
every purpose. In 
every form of met- 
allurgy. In every 
finish and adapta- 


Galvanized Nails Baker Perfect. bility. 

Hot Galvanized. 

Zinc Coated. Staples Zinc Insulated 
Fences 





Steel Fence Posts cance mK Se Poe 


Arrow T-Steel Posts. ished and Galvan. American, Royal, 





; A ca Line _ized. Anthony, National, 
Galvanized Poste. 2 Amesionn " Eliwood, U. S. The 
Galvanized Line and Bale Ties widest advertised 


Durable Galvanized The reliable and old and best known 
End Posts. popular brands. brands in the world. 


Telephone Wire and Wire Mesh Reinforcement 


American Steel & Wire 
Company 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 


WORCESTER, MASS. Chicago—New York 














FLAT TORCH 


Bers Alter’s “POCK 4a 

” is a net price, monthly . ee 

catalog containing bundreds of for Auto Repairmen or Electricians 
tide aa _ This torch has oblong tank and requires 


little space in a kit. 

Tank is made of heavy brass with sup- 
ports on bottom which prevent tipping over. 

Fitted with Patented Taper Burner as- 
suring perfect results indoors or outdoors. 
Burner is fitted with hook and support for 
soldering coppers. Fully guaranteed. See 
your jobber. Send for Catalog F. 


Detroit Torch & Mfg. Co. 
Detroit, Mich. 
New York Office: 45 Warren St. 


Atlanta, Ga.—A. H. Deveney & Co., 720 Fourth 
National Bank Bldg. 


Apple-Fried Sales Co., 10017 St. Clair Ave. 










i | ical li 

Radio & Electrical Supplies 

free to dealers only. 

department, ask for the late is- 

sue of the “POCKETBOOK” 

and get on our list to receive a 

copy monthly. ' 

Since all rice 

“POCKETBOOK” are net to 

the dealer, use your business 

letterhead when writing for 

guick action. “The sooner you 

HARRY ALTER & CO. 

Dept. 23 


B 
If you have a radio or electrical 
s in the 
write, the sooner you save.” 
Ogden & Carroll Aves. 





Chicago 














Give Them 


Phenix Quality 9% 


In Storm Sash Hangers and Fasteners 


Show your customers the ¥ 
line of Window hardware that 
saves trouble and mishaps. Phenix \ 
ve 


Hangers and Fasteners are simplest, 

handiest, easiest applied, most efficient— 

that’s why they sell best. New improve- fon 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm s#indows and porch enclosures. 


Samples free. 


Mfg. : Co. 032 Center Street 


Milwaukee, Wis. 





The 


mw” H.B.IvesCo. 


7 New Haven, Conn. 


U. S. A. 













Established 1876 
Incorporated 1900 


Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 























There’s a Mine 
of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 
thoroughly. 








400 N. Monticello Ave., Chicago, lil. 
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Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on _ request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 








Steel Drop Forged Horseshoes for Horseshoe Pitchers; standard 


regulations, size and weight; will stand the gaff. 
Guaranteed for one season. 


Geo. W. May Design 
aes 


“Barnyard Golf” 


The Coming 
Game 

Used exclusively by 
Geo. W. May, World’s 
Champion; Frank Lun- 
din, Ex-C hampion; 
Frank Jackson, X- 
Champion, 

Write for catalog and 
trade price list. 
Sold through Jobbers 
and Dealers. 


NATIONAL STANDARD 
HORSESHOE CO. 
Patented April 24th, 1923, AKRON - OHIO 


Largest Manufacturers of Horseshoe Pitchers’ Equipment in America. é' 


BATIONAL~ op, 
owt 


con oe 





——\ 














_ ROCK ISLAND EISTON VISE 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog nly and Hardware. 
ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 








THOUSANDS DEMAND 


“Always Reliable” 


Torches and Furnaces 


They know these articles are manufactured from 
the best materials obtainable and by skilled 
workmen. They know these tools are fitted 
with many improvements which are patented 
or have patents applied for. Furthermore, 
they ‘know from actual experience the satis- 
factory results and durable service they have 
received in the past from this make. 





} It will pay you to investigate this line NOW. 

A trial will soon convince you that you can 

COVERED BY SEVERAL increase your sales greatly by stocking ‘‘AL- 
PATENTS WAYS RELIABLE” torches and furnaces. 


Jobbers supply at factory prices. 


OTTO BERNZ CO., INC. 
Newark, N., J. 


No. 65 Quart Torch. 
No. 66 Pint Torch 
For gasoline. 
Removable hook on 
burner. 

















STAR HACK SAW 


Counter Salesman Display Rack 


Ask your jobber 


direct to us for information 


or writg 
on how you’ can get this 
sales boosting, time saving 
device. Made of metal and 
handsomely decorated in 


colors. 


Clemson Bros., Inc. 
Middletown, New York 
























| Russel Jenni g 
g Auger Bits 


hops Satisfied 
— Customers 


Profitable Ail” 


Our bits and braces have been accepted as standard by the 
finest woodworkers for over fifty years. Bits for every 





ey 


a ad 


(th 


LZ ~¢ 


ae purpose—auger bits, dowel bits, car bits, machine its, etc. 


Send for booklet. 
Russell Jennings Mig. Cw. 








Easy to Sell 


No. 6380 


Builders Level 


to builders who demand rapid, 
accurate work. An exceptional 
instrument reasonably priced. 
Satisfies trade; profitable to you. 


EuGENEDIETZGENCO. 


New York San Francisco New Orleans 
ittsburgh Philadelphi. Washington 





Telescope 12in.; magni- 
fying power, 18 to 20 
diameters; horizontal 
circle, 3% in. diameter, 
complete accessories, 


tripod, box, etc. 


: 
| 





oe 


IG} 3 if I _ ()) LS S 
We LOOLS 


fice Toole and other equipment 
: for every ice handling p 

4 large stock always on 

te De meet 


ees 


i 


Mi /, AT a | 


| 


Men eo WOOD co. 
le Gin 4 woes Hill @. 


my 
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STEEL — IRON — WIRE 


Of Every Description 


THE HAROLD McCALLA CO. 


Beach St. and E. Columbia Ave. 


PHILADELPHIA 


Large Stock of Black and Galvanized 




















BARS HOOPS CHANNELS ' PLATES WIRE 
BANDS ANGLES TEES SHEETS METAL LATH 
-_ © - 
Osborne High Grade Punches Besides Punches Our. Line Includes: 
A varied and ieaative line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 


The above tools will aa your customers as well as our famous Round and Oval Pwaches. 


Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 


We stand back of every tool we make, Try us. Write for Catalog and Prices. 
Cc. S. OSBORNE & CoO., NEWARK, N. J. 
ESTABLISHED 1826 














\\h 
yY 


Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 
We manufacture various 
FUSE brands of fuse, amon; 
which you should find 
one adaptable for your 
work. 



































nf JADDEI 


STORE ‘METHODS 


ZS} © provide adequate stora facilities for 
SS shelf ae ae it poe A ape and 
venient for clerks and stock men to handle with 


absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


tread steps, full length hand grips, rubber tires, 
‘ane —- firm — throughout, 
eliminate — and noise and produce a ladder 
Pon aoe ter heron 7 convene 06 
only—neat o gn— 
To tae 1s 8: BF 


requirements. Circa “a 
on request. 














IT 


















The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 


BROOKS 


B-ight Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 








Everything in Pocket Knives 
“Hammer Brand” 


Pocket Knives 
Made by 


New York Knife Co. 
Walden, N. Y. 












































UNIVERSAL O. Lindemann & Co. 

BOX STRAPPING BIRD we. 
CARY MANUFACTURING CO. ‘tem nv. CAGES mo PN mn 
Manhattan Bridge Plaza, Brooklyn, N. Y. et ANN 35-37 Wooster Street New York 

















NIVERSAL 22 iti | [[ 1%, Wee Sold Dive 


ves requested 
information in 1923. 18% were 


Adjustable. Two sizes will clamp any hose of any sold direct because we had no dealers there. 

diameter. Made from cold rolled steel out of wire. Resetved over 3200  neuizies so far this 

No rough edges - - _— > a a . : 

minute. Everlastingly leak-proo rder versa 

Hose Clamps. Trademark on every clamp and carton. "HILL CLOTHES DRYER CO. 

Get them from your jobber—or write us. ‘ 39 CENTRAL ST. Worcester, Mass. 
UNIVERSAL INDUSTRIAL CORP. Distributors Metropolitan District 





Hackensack, N. J. 








re 


betas! “Set Deen S720 rid OB ICE PACK! || Peerless Clothes Line Pulley Sets—Display Free 
OPALITE 


betas! ROL L ING PINS This Display 
STEM prominently 

placed greatly 

increases 'Pul- 

ley sales. Free 
with order. 


Send for 
io : Discounts. 
Ritch & Pidge Mfzg. Co., Inc., Fultenville, N. Y. 





ornahrens, Ine. 
111 Murray 8St., New York City 




















CLEAR cage marae pDISsc 
CRYSTAL igs aise me isin WOOD 
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DEALERS WANTED EVERYWHERE ae ae, =e 


Lawn Vases 




































































































fh). 7X 0X OD Settees 
SRAINED ClmnAaE MMe SASH CORD, CLOTHES } General Iron 
- 5 a re or 
RAIDED CORDAGE ¢ 33597 LINES, SMALL LINES || | | ".CHAIN-LINK 
| ae ETC. pap bebe WIRE FENCE 


Ask for Catalog 
THE STEWART IRON WORKS CO., Ine., 225 Stewart Biock, Cincinnati, 0. 


A BETTER FIRE SHOVEL as 
FOR LESS MONEY! —< 


Unbreakable back. Made strong 


























PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 








here ordinary shovels are weak. 
FRAIM-SLA YMAKER - 
Write for free NOS 
a., U. S. A. eo aca , . 


Lancaster 










HA PPTEAT AEP EAE 





EET 






STALLINGS, INC. 
1113 Lafayette Bldg. 





Detroit, Mich. 

























BOLT 


“VICTOR” CLIPPER 





Send for Catalog Titian Bits of All Kinds 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 


—_—- 


























<-_ ——— screw “LENOX” prtvers 
v 








al nti _——.. Drop 
2 all ee ae an co a nies 7 Design Forged 


1 ; eeeenens ema, 
Soldering Irons and Sets for the Household 
BULLOCK MFG. ASSOC.—Springfield, Mass. 








American Saw & Mfg. Co., Springfield, Mass., U. S. A. 














a See 


peeearson 6". * a ney -_— 
HANDLES HORSE SHOE NAILS 
For Small Tools, Utensils, Electrical Goods, Ete. OF HIGHEST GRADE 


STRATTON MFG. CO., _ Stratton, Maine 1000 MILITARY RD.. . BUFFALO, N. Y. 
— 


CALDWELL SASH BALANCES TAPS and DIES 























Thirty-five years Ba a is assurance BADE Many Precise Uniform 
of quality 
CALDWELL MFG. CO. \/ 4-H. Caspenter lap and Die : Company 
9 Jones Street Rochester, N. Y. Pawtucket "ao Sofnad 











THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 


Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 
ANTI-BoRAx COMPOUND Co. Fort Wayne, Ind. 


























A Line of ie - Shears You Shouldn’t Overlook 


Because the shears are right 
on top in quality of finish, 
workmanship and long life: 
every one is absolutely guar- 
anteed. See your Jobber 
about them; it will pay you. 





Malleab! ye wt taney — T ad Seymour Smith & Son, Inc. 
aa tah S aek Cie. dens, All cxptes. Oakville, Conn. AMERICA’S LEADING WASHING MACHINES 


Sales Representatiwes: John H. Graham & Co., 113 Chambers St., New York. Made by Altorfer Bros. Company, Peoria, Ill. 
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INDEX TO ADVERTISERS 





THE ADVERTISERS’ INDEX is published as s convenience and mot as © part of the advertising contract. Every care will be taken te index correctly. 
will be 





Neo allowance made for errors or failure to insert. 
: r 
A F Progressive Mfg. Co. ........ y.* Pe skucvaws 113 
Aco Mav@ware Mic. Corp. .............<0 92 EY SEM. oe cc sccccudisao denial 120 Pyrex Sales Division........ 7; Stitt tee ences 3 
an sn ovccee 6b6eusscwuntt 118 vin me hy yi “4 w 2 oe a ee wee kK 5 
, erdinan » L. > oscsmens set Goce 120 
Allen Mig Goo ta | Revmald Mfg. C0. eos o- eee eeee seo 120 | itch & Pidee Mis. Co. 6 
Pee ey he a 124 Fowler & Union Horsenail Co. ............ 127 Rixford Mf =? Saag CO... ee eee eee e ee se eee 126 
QU MIT a ooo. os cossvns cauecde 127 | Fraim-Slaymaker Hdwe. Co. .............. we eo... noe 
Aluminum Goeds Mfg. Co. ................ 85 TET, Caen dc ues cuateseeawel 119 Robe s- Bee eee Peete ee ee ee 127 
REE SE. ee 0c coc eccsccevecsocst 129 G oe heel ee ep aay 4 
oe ~ tl & a Deb  sevcssersvesseu eo ee Dei Go ie 32 SEU Te Be as cee cnstesacericcsenssende 29 
ee ee he hy reve seseeneaney bean Gifford-Wood EE TE SR UP ome 125 SME, Tn Ge oie ccceCevesevinsviws Few 123 
cid Chaak Gs Cin, Shien Ce LAP IRP EA Ses _ Gillette Safety Razor Co. ................. 35 Rubber Assoc. of America................ 23 
aeeathetin Gt i Giese, Cote e eee e eee a Greenfield Tap & EI RG 9 eT EY Gok. s ve tktinksedessavce eee 129 
oo me SD GE Ge coccevccécdabedeucetetew 105 ~ 
nina a a. ao 127 H St. Louis Rubber Cement Co. ........... ..129 
Fmstrong ; &- Y Pee ASP Oke ves eR ees oes 112 ee Geet Ee. nc pun cucdssebedsbeenmeas 104 Samson Cordage Wks. .................... 127 
hg 4 wand Co, ........0.5, 112 ite eh Wee. @ oa. ci. 5. Re ae 11g | Sarwemt & Co. ............ esses see eeees a6 
wo B.C. wee eee eee eee eee 5 | Hill Clothes Dryer Co. .................... gas: | RR Oh. 4-40 - oeeeoss pe sneas sted ea 
B __ LS re NEE Be ooh Carl eee gna an - 
a UD De . didn Kee Sesivdcdae 
Babcock Co., The W. W. ................. 101 amy tet ely & Co nS ners pr mt TE Pel eons Er, ee aa er Pie oo on 
Badger Rubber Wks...................... 22 é =: = Ly he eee Shelby Spring Hinge Co. ................. 113 
SY ce s 30 I Sherman Mfg. Co., H. B. .............-.0 114 
EE OSS Ee ae ee 129 eee, Da. 6. . 0.6.0 6dandtindewe 126 BEIOOR TMD GBs oon cence ccsdesvivesoccecs 129 
I og on eae cacbuboki one 112 Pees Gee Ge, .. ko ccecvcccceneee™ 117 Simon & Skidmore Mfg. Co. yee ae 118 
en cc etwticu nu dimiell 125 AS ERS ons a coe chin« 6 acgeeinne 124 Simplex Elec. Heating Co. ................ 36 
i ae og nd errr eo 110 Smith & Hemenway Co., Inc. ............. 104 
nnan, Inc., ES es 119 Smi cite due bs 4 es 
Boller Machine Wks., Peter............... 111 Jelliff & Son, Geo. H. ......-.- 0. cee eeeee 129 eat ~readhoney ete tiene sce tebe a 
Bommer Spring Hinge Co. ............... 119 Jennings Mfg. Co., Russell................ 125 Sommer Faucet Co., John................. 129 
Boston Woven Hose & Rubber Co. ........ 93 Dem, Bin GOs co wiclawcteciavevccces 127 
rn cen wonceketwebuen lil K K Standard Crayon Mfg. Co. ............... 129 
meiteige —_ = a ee oo ne a eis ee oe 101 Klein & Sons, M. .........-+----+sseerees us ee Se eos SS Soe benae dosed sceeue 117 
~ See eee 126 
Brown & Sharpe Mfg. Co. ............... 16 L ne * a ay ee a ee Ps: 
ii. Sat in toeligeccapilt Lalance & Grosjean Mfg. Co. ............. 115 Sevatton Bite. Co ee a eee ORS ee 127 
Buffalo Wire Works Co., emmy *Suecr 123 ee a ar ee 115 Pe ee SS ee! oats 
Bullock Mfg. Associates................... iz7_ | <énGemenn & Co., ©. ...........-.--0+... 126 T 
Burditt & Williams Co................... 129 SC, ee. kL vind on bree eee ke 115 Wain Wile, Gaic TiOciic cu cecic cdiccccc vee 118 
Bushnell Novelty Co. .................... 116 i ry GC acct cccctotestecee ee 114 ie Ts he | n-0'0bs ba hans cabwadedicee 129 
SS a ee eee 129 Se, Pe ee 100 lL ee eee 117 
Thomson Mfg. Co., Judson L. ............ 129 
C “ M Titchener & Co., E. H. ..... 2... .65 0. cc ee 118 
i Se I 63 6 oss tes 2 5: 126 | Torrey Razor Co., J. R. ....--.-.. ++. +++. 129 
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Absolutely the best Tire Solution on the market. 
not affected by heat or cold. 


stop any leak in the tire. 
treats one tire. Put up in 1% x7 tubes. 
Made only by the 


ST. LOUIS RUBBER 





|  AIRTITE TIRE SOLUTION 


FOR MENDING POROUS OR 
PUNCTURED BICYCLE TIRES 


It instantly closes all small punctures. 


CEMENT COMPANY 
St. Louis, Missouri 


Does not dry up, and is 
Will not clog or injure the valve. 
TIRE SOLUTION is the result of exhaustive experiment, and nothing has 
been spared to make it a thoroughly satisfactory and superior article. 
tains a fine silky fibre, which is held in suspension in every drop, ready to 


What Have You? 


for “Our Drummer’’ 
IN NEW AND UP-TO-DATE SPECIALTIES 


AIRTITE 
Con- 


One tube 











and other mixtures commonly used as a 


Obtainable in pints, quarts and gallon tins. 
supply Rubyfluid, write to 


7 ——<— a 


68-70 McDowell St. 








J COMBINATION 
SOLDERING AND TINNING FLUX 


A complete substitute for dangerous acids, oe -Chioride, Salamoniac 
x 

acting, anti-rusting and is always ready for instant use. 

Satisfaction guaranteed. 


For profits sake sel] and recommend Rubyfiuid. If your jobber can’t 


THE RUBY CHEMICAL CO. 


This net price—guaranteed price Catalogue is 
sent once every month— 
To 200,000 American retail merchants— 
A full half of whom conduct stores in small 
towns— 
Towns too remote or too small to be effec- 
tively reached any other way. 
Are your goods represented in this book—the 
only book of its kind in the world? 
Our buyers will be glad to talk with any 
manufacturer regarding his output— 
No amount is too large and no amount too 
small to consider. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 
New York Chicago St. Louis Minneapolis Dallas 


BUYING 495-497 Broadway, NEW YORK 


OFFICES 


Ru byfluid is quick 


Columbus, O. 




















Wood Rim ines | 
And Wire Goods of 
All Descriptions 
Write for Catalog 
and Discount 
GEORGE H. JELLIFF & SON 
New Canaan, Conn. 











* Clamp’s Washers 
Stop Leaky Faucets 
Retail 2c each 
U. S. WASHER CO. 


Box 398 
Hartford, Conn. 

















“Barre” stone-working tools—backed 
by 30 years of experience and 
knowledge. 

TROW & HOLDEN CO. 
Barre Vermont 
Freight Elevators 
and Dumbwaiters 
Write for 


our catalog 


Energy Elevator Company 
214 New St. Philadeiphia, Pa. 











Hose ye 


connecting hose to 


ene Mtg. Co. 
Germantewn Ave. 
oe hiiadelphia, Pa. 


‘it: 





3 smmeeth 
ae Slips on and off easily. 








| JOHN SOMMER’S 
PEERLESS FAUCETS 
Made of best ong a Leather 


Lining and Best Block Tin Key. 
Beware of Imitations. Genuine are 
Stamped with Maltese Croas. 


John Sommer Faucet Co., Newark, N. J. 


| 











TAPS 


Dies, Screw Plates 


is WINTER BROS. CO. 
American Can Company Wrentham, Mass. 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass. 


The “TORREY” 


NTAINERS in PL ‘ 
, 


\ 
ey 





ad 














“They Have a 


Bull Dog-Grip”’ 
Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 


Sales Dept. 
1018 Union Bank Bldg. Pittsburgh, Pa. 

















A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


Williams Co. 
Sole Imperters 


Boston, Mass. 
AXES 


<s SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 












seam ete ap rete a Re RS pe RE NN TIL 








Jj. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS = 
BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 














| LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 














Taintor Positive Saw Set 


All steel. Fully 
Guaranteed. Send 
for Free Book. 






There Iz Only One 
GOVERNMENT 
GENUINE BABBITT 
and that is made only by 


United American Metals Corp’n 
196 Diamond Street, Brooklyn, N. Y. 


TAINTOR MFG. CO. 
113 Chambers St. N. Y. City 
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ortunities 


Set Solid, Minimum 50 words. TITITITILITTTrTrrrrriiriTi. 


Use the “Opportunity Section” to reach Hardware Each additional word............ svobvédeueeess wietees =a 

Manufacturers, Manufacturers’ Agents, Jobbers, Job- yy 5 dlguemmteagcnmtnen toeaeaonetee & 

bers’ Salesmen, Retailers and Retail esmen. A inet eg ¥ he coh ick cébae thee sensesecesseceeseces B00 
Cc eaccococose 


No illustrations accepted for these pages. 
Allow seven words for Keyed Box Number Address. 





additional inch............ ° 

4 insertions, 10% off; "8 insertions, 15% of 
Remittance Must Accompany Order 

50% off the above rates for Positions Wanted Adverticnmente 





Business Opportunities 
A broadcasting of offers in hardware 
steres, properties, second hand equipment 








ARTICLE TO MANUFACTURE—I HAVE 
A FACTORY AND FINANCIAL BACKING. 
AM LOOKING FOR MERITORIOUS AR- 
TICLE TO MANUFACTURE, SUBMIT ME 
FULL DESCRIPTION YOUR INVENTION. 
TELL ME WHAT BASIS YOU PREFER TO 
WORK WITH ME. EXPLAIN WHY YOUR 
INVENTION IS SUPERIOR TO ANY AR- 
Ye USED FOR SIMILAR PURPOSE. 
W. C. RASTETTER, FT. WAYNE, INDIANA. 


FOR SALE—A clean up-to-date hardware 
store in a manufacturing ted f hom | he na 
tion near New York ~~» and tures 
about $12,000, very good am, vs reasons for 
selling. ddress Box G-104, care HarpWware 
Ace, New York. 


FOR SALE—Western New York General 
Hardware location, well equipped fixtures new. 
Municipal water and sewerage systems just com- 
leted in this town. An exceptional opportunity 
or one or two men to engage in General Retail 
Hardware and Heating and Plumbing Business. 
Stock and Fixtures will invoice $5,000.00. Get 
in just in time for 1924 Spring business. Other 
a takes entire time of owner. Address 

Box G-82, care Harpware Ace, New York. 


FOR SALE—American Patent for Improved 
Nut Cracker of high leverage but simple con- 
struction. uires but one-half to one-third 
usual pressure in cracking nuts. Being success- 
fully sold in Holland and England. Splendid 
testimonials. Samples and particulars on request 
Open for well-established houses and manufac- 
turers. Write with particulars to J. F. Kroon-at 
Hoorn, near Amsterdam, Holland. 











‘Business Opportunities 
A broadcasting of offers in hardware 


stores, properties, second hand equipment 
and general eppertunities. 








Business Services 


ADVERTISING——services in catalogs, 
beoklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
counsel and agency 








Builders Hardware School 


Teaching by Correspondence. 
Blue Print Reading. Specifica- 
tions. Builders’ Hardware. 
Salesmanship. Advertising. 


Builders Hardware School 


ADDRESS BOX G-109 
care Harpwarp Acs, New York. 











Irresistible—Convincing 
SALES LETTERS 


$5.00 ona. © series thee $12.50 


Broad experience taught us the points that 
sell, Outline your "propaaition fully. Also render 
complete advertising service 


LEBRECHT, WACO, TEXAS 














FINANCIAL——services in financing, in- 
"  corporating, lecal office addresses, loans, 
collections. 











MANUFACTURERS ATTENTION! | 

A progressive manufacturing concern is seeking 

products in small hardware and small hasduass 

specialties to manufacture. Concerns equipped 

with patterns and having a line which possesses 

genes can make an excellent deal with us. 

or ea will be held strictly in con- 

f you are interested correspond at 

— as we are prepared for immediate action. 

ge Box G-99, care Harpware Acz, New 
ork. 





WANTED—To Buy: Hardware store in Kan- 
sas, Texas or Missouri. In a section exempt 
from asthma, and community three to five thou- 
sand population. Stock from four to five thou- 
sand dollars desired. Cash deal. Address J. S 
Evans, Kinmundy, III. 





Do You Need Cash? 


We buy job lots of hardware and tools. 
Write full description and prices. 


L. SAPHIER 
84 Walker St., New York, N. Y. 

















FOR SALE—Hardware business. Good clean, 
well kept and assorted stock. Will invoice about 
$7,000. Turn the stock from three to four times 
a year. Good farming community. Business 
established over 40 years. Two-story brick to 
Have +. old in the busi- 

Stahl, Marion, Ohio 


FOR SAL oy. tery STORE IN 
BURKBURNETT. TEXAS, A GROWING CITY 
OF 10,000 IN THE HEART OF THE TEXAS 
OTL PIED DS. ESTABLISHED BUSINESS OF 
10 YEARS. WILL INVOICE $40,000, SHELF 
a ee oe NEW STOCK. ON M. 

RATLROA PARTICULARS. AD 
DRESS . BOX 413, WICHITA FALLS, 


FOR SALE—An old established hardware and 
implement business. cated in farming com- 
munity in Western New York. Stock will in- 
ventory about five thousand dollars. The store 
is a new building with living rooms above equip- 
ped with all modern conveniences. Prefer not to 
give possession until July 1. Address Box G-15. 


alley. Low rent. 
ness and retired. Chas. 











care Harpware Acre. New York. 

FOR SALE: SCREEN WIRE CLOTH, A-1 
CONDITION. WFLL KNOWN ND. 9? 
ROLLS No. 36 MESH YELLOW. 15 ROLLS 
No. 18 x 22 MESH GREEN. ROLLS 24 


INCH WIDE. 50 FEET LONG. FOR SAM. 
PLES ADDRESS BOX G-124, care Harpware 
Acre, New York. 


FOR SALE—Established Hardware and Paint 
Business, retail. Good stand; 50 years: Prin- 
cipal business street in heart of city of 100,000. 
Splendid opportunity for man with moderate 
amount of cash. Poor health and age. Desirous 
of retiring. Address Box G-115, care Harpware 
Acr, New York. 


FOR SATsE—General Hardware Store in 2a 
town of 1800. Located in Eastern Pennsylvania. 
A good location, good farming community. Good 
schools. Must sell on account of poor health. 
— Box G-114, care Harpware Ace, New 
ork. 








WE HAVE about 75,000 black powder shells 
which we will sell at a great sacrifice. Also 
about 100 kegs of cut nails 2 ee from 4's to 
20 ee a floor brads and casing 
nails. s er. EMERY HARD. 
WARE COMPANY, BRADFORD, PA. 


RALPH COEN—HARDWARE AUCTION. 
EER—At our weekly trade sales we dispose of 
any and all surplus stocks, liquidation stocks, etc. 
Through us you turn such stocks into immediate 
CASH. The N. Market is the quickest 
“turn over’? market in the world. The R-C 
OUTLET, 303 Fourth Ave., New York, Ex- 
ecutive Offices. 








WE have some excellent vest pocket side 
line items for the salesman calling on the hard- 
ware trade. Every dealer wishing to ow if 
he can sell Radio items can use them effectively 
to try_out his trade and then determine if he 
wants to into the Radio line further.’ B-Metal 
Refining Co., 525 Woodward Ave., Detroit, Mich. 


Help Wanted 
Retail 








WANTED: A manager for hardware and lum- 
ber stock. Central Kansas. Not necessary that 
you have had much lumber experience. Give 
details first letter. Address Box G-123, care 
HARDWARE AGE, New York. 








Business Services 





ADVERTISING——services in catalogs, 
booklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
counsel and agency service. 








Direct Result Advertising for 


Stores Dealing in Housewares 
and Hardware 


A service that has the cuts, the ideas, the 
plans all ready to add prices and give to the 


printer. For store news, circulars, or news- 
paper advertising. Only one store in a town 
can have it. If you seriously intend to go 
after more business in the only way you can 
get it—write for information and rates. 
HARDWARD AGE SERVICB, 239 W. 89th 
St.. NEW YORK CITY. 





Manufacturing 


WANTED Experienced Hardware Salesman 
to call on outside jobbing trade, also help in 
retail store. Splendid opportunity for an aggres- 
sive young man with tact and personality, to 





work into something worth your while. State 
age, experience and qualifications fully. Also 
salary expected in first letter. P. O. Box 110, 


Houghton, Mich. 





Positions Wanted 








A RARE COMBINATION: Man and wife, 
after four years of constant effort to increase 
their value, are now fitted to give you intelligent, 
efficient service and real _ co-operation. an 
with sound mind and body, thirty years old 
with determination, honesty and a thorough and 
complete training in retail hardware and sport- 
ing goods. Capable of management and any re- 
sponsibility. ife with the same keen deter- 
mination and a business college training, with 
five years’ experience in bookkeeping, stenogra- 
phy and correspondence. Desire to take charge 
of Hardware or S rting Goods store. Available 
at once for any location. Address Box G-125, 
care Harpware Ace, New York. 
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: Positions Wanted 


WANTED—Position by hardware man with 
ten years’ experience in Textile Mill Supplies 
and General Hardware. Employed, but desires 
change. Address Box G-126, care HarpWwareE 
Ace, New York. 


Wholesale 


WANTED—A Position covering Michigan by 
experienced Salesman. Salary on commission 
basis. Address Box G-132, care HarpwareE AGE, 
New York. 














HAVE had 28 years’ hardware experience. 
10 years as wholesale road representative. Know 
line A to Z. Interested in proposition as travel- 
ing salesman, manager big retail concern or 
buyer for any line for wholesale house, Married 
man. Best references. Open for oponelty line 
to sell jobbers and big retailers. ddress Box 
G-131, care Harpware Ace, New York. 





A MARRIED man 35 years of age, with six- 
teen years’ experience in hardware line wishes 
a position with wholesale hardware house. Can 
estimate builders hardware from plans or list. 
Thoroughly experienced in general hardware as 
to calling on store trade or Builders in Metro- 
politan district. Address Box G-130, care Harp- 
waRE Ace, New York. 


Sales Accounts Wanted 





MANUFACTURERS _ Representative, with 
New York office and established trade calling 
on the wholesale hardware, automobile, house- 
furnishing, expoprters and 5 and 10 cent syndi- 
cates, desires to connect with reliable manu- 
facturer of hardware or kindred lines on com- 
mission basis for the New York City territory. 
a ga Box G-128, care Harpware Ace, New 

OTK. 





Sales Representatives Wanted 


Men of experience and ability in selling 
the hardware field knew and follow this 
section. 











SALES AGENTS 


Now calling on hardware trade wanted to 
carry our Liquid Asbestos Roof Coating ana 
Plastic Roof Cement as a side line. Gooa 
proposition. Let us hear from you. 

ADDRESS BOX G-119 
care HARDWARB AGB, New York. 











Manufacturing 








SALESMAN—High_ grade, intimately ac- 
uainted with the wholesale and large retail 
pm my desires correspondence from _ reliable 
hardware manufacturer or kindred lines, who are 
in a position to handle business in a large way 
for the New York City territory on commission 
basis. Address Box G-129, care Harpware AGE, 
New York. 


Sales Accounts Wanted 














EFFICIENT 
REPRESENTATION 


is offered manufacturers of an es- 
tablished line by well known firm 
of 48 years standing. We cover 


the entire United States calling on 
hardware, sporting goods and de- 
partment store trade. At present 
enjoying good business in our own 
line and want to add one or more 
lines as _ on exclusive basis. 
Address Box G-121, care Hard- 
ware Age, New York. 





























AN EXPERIENCED Hardware Salesman 
would like to hear from manufacturers of Hard- 
ware, Tools, Cutlery, who are seeking represen- 
tation in the Southern States to the Hardware 
Jobbing and large retailers. Well acquainted 
with the trade. Correspondence invited. Ad- 
dress Box G-98, care Harpware Acs, New York. 


MANUFACTURER’S AGENT—15_ YEARS’ 
EXPERIENCE IN THE HARDWARE AND 























HOUS RNISHING BUSINESS, KNOW- 
ING ALL THE JOBBERS OF GREATER 
NE RK OULD LIKE EAR 





W YORK. W 
FROM MANUFACTURERS WHO_ ARE 
EEKING REPRESENTATION IN GREATER 
NEW YORK. WILL FURNISH RELIABLE 
REFERENCES. ADDRESS BOX G-117, 

















CARE HARDWARE AGE, NEW YORK 








A SPECIALTY carrying 20% commission on 
sales to jobbers and 40% retailers is available to 
salesmen. This product is improvement on 
present fast sellers of its kind and superior to 
them in every way. Display card assures sale 

en wanted all over the United 
States to carry this profit-maker to jobbers and 
retailers. Address Box G-90, care HARDWARE 
Ace, New York. 





SALESMEN calling on the retail hardware, 
department and kindred stores to carry as a 
side line or otherwise, a hardware specialty which 
is meeting with great success. Answer stating 
territory covered. Address Box G-102, care 
Harpware Ace, New York. 





SALESMEN desiring excellent side line for 
hardware trade, secure our proposition of popular 
line of 5-25¢ Faucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now sold and 
territory covered. Faucet-Fit Filter Mfg. Co., 
Malden, Mass. 








SALESMEN wanted for New England States 
by well established manufacturer of high quality 
levels and tools. We are not getting our pro- 
portion of business out of this territory and we 
want a salesman who will work. Liberal com- 
mission and advertising cooperation. Address 
Box G-113, care Harpware Acz, New York. 





SALESMEN: Attractive side line, liberal 
commission. Sell patented garden implement 
to retail hardware trade. State experience, age, 
territory now covered, etc. Address Box 156, 
a 7, Ramewes AcE, 1420 Widener Bldg., 

ila., Pa. 





SALESMEN calling regularly on retail hard- 
ware trade to sell Carbo Magneto Sharpenin 
Stones and Grinding Wheels. The quality kin 
that bring repeat orders. Liberal commissions. 
A. Goodrich, Inc., 1500 Madison St., Chicago, Il. 





SALESMAN wanted for selling mill supplies 
out of Ft. Wayne. All in Indiana; Not over 
125 miles out. Address Box G-120, care Harp. 
WARE AGE, New York. 





WANTED—Manufacturer’s Agent to carry a 
well established line of soldering specialties. Ex- 
clusive territory. Advise lines you are now 
carrying and territory covered. Address Box 
G-116, care Harpware Ace, New York. 





A RELIABLE SALES AGENCY OPERAT- 
NUFACTURERS’ DISTRICT 

SALES MANAGERS DESIRE 
TWO RELIABLE ACCOUNTS FOR THE 
‘ Ae erate 


ST. Y. OUR 
IS MORE EXTENSIVE THAN THE OR 
ACTURERS 


AMONG THE RETAIL TRADE AND 
THOROUGH CO-OPERATION WITH THE 
een ADDRESS BOX G-118, CARE 
arpware Ace, NEW YORK. 


7) 








SALESMEN WANTED 


Manufacturer of TIRE COVERS—SEAT 
COVERS—TOP COVERS—wants salesmen 
who will call on the retail trade. 


LIBERAL COMMISSION 


State experience and territory wanted; can 
be handled as side line. 


ADDRESS BOX G-108 
care HARDWARD AGp, New York. 

















Sales Representatives Wanted 


Men of experience and ability in selling 
the aeeenes field know and follow this 
section. 











amet 


Salesman Wanted 


Experienced salesman wanted to cover re- 
tail hardware trade on old established and 
universally known quality line of hardware 
specialties. To the retail trade only in the 
following states: 

Georgia 
Alabama 44 
Tennessee 

Virginia 
N. Carolina ' 
S. Carolina 
Mississippi Sf 
Louisiana 
on a 10% commission basis. Reply giving 
age, references, experience, lines now repre- 
senting. 


ADDRESS BOX G-122 
care HARDWARB AGB, New York. 


FIVE SALESMEN wanted to sell on com- 
mission for a Hardware Jobber, complete line 
to work from the following cities, Chicago, De- 
troit, St. Louis, Atlanta and New Orleans. Will 
pay commission on all Mail Orders, as well as 
orders taken by salesman. We have some cus- 
tomers in all territories. Give information as 
to experience, commission expected and refer- 
ences. All information will be held strictly con- 
fidential. Address replies to Sales Manager, 
P. O. Box 1458, Hartford, Conn. 


MANUFACTURERS of full line household 
specialties want local representatives in all impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. 
State experience, lines handled and _ territory 
covered. We want none but those who can 
*“‘make good.”’ For such our proposition is an 
excellent one. Address “S. H.,”’ care HarDWARE 
Ace, New York. 


REPRESENTATIVES WANTED—Experi- 
enced salesmen selling builders hardware to han- 
dle one line consisting of Lavatory 
Door Hardware, Door Guards, Push Plates, Kick 
Plates, Thresholds, etc., in all sections of the 
Pecan. Straight commission proposition. Ad- 
dress Box 263, Columbus, Ohio. 























WE HIiAVE open one each of these states— 
New York, New Jersey, Pennsylvania for sales- 
men covering the factory trade; to carry our 
line of Industrial Brushes. Either as a direct 
representative or in connection with other mill 
supplies. Commission basis. We. have an in- 
teresting proposition for the right man. Address 
Box G-127, care Harpware Ace, New York. 











ves [1Q5 


is the total for this year to date of 


REPLIES 


remailed through this depart- 
ment to advertisers using box 
number advertisements in these | 

| 





columns. Think of the 


OTHERS 


that went direct to signature 
ads! Send in your proposition 
right along to the “Want Ad 
Dept.” for prompt service at 
lowest rates. 
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Titelock Spanish Tile 








Milcor Roll Roofing 




















The Right Metal Roofing 
for Buildings of Every Type 


 areqres of the kind of structure your customer wants to have 
roofed, there’s a type of Milcor Metal Roofing especially adapted to. 


the requirements—roofing which you can conscientiously recommend 
as unequalled protection against weather, fire and lightning—roofing which 
is also thoroughly practical from every standpoint of style, durability and 


economy. 


To aid you in selling Milcor Metal Roofings, we maintain an engineering 
service through which you can secure, without cost or obligation, complete 
job estimates, including proper trimmings. Make use of this service. 


For residences and other buildings 
where style is an important consider- 
ation, recommend the following 
Milcor Roofings: 


Titelock American Metal Tile 
Titelock Spanish Metal Tile 
Titelock Art Metal Shingles 
Titelock Roof Trimmings 


For Farm Buildings, Factories or 
structures with flat or sloping roofs, 
where utility is the most important 
factor, you can recommend a va- 
riety of Milcor Roll Roofings and 
Sheets : 

Milcor Self-Cap Roll Roofing 

Milcor Pressed Standing Seam Sheets 


Milcor V-Crimp Sheets 
Kuehn’s Lock-Seam Roll Roofing 





Did you recetve the April 15 Net Price Book on the complete 
Milcor Line? If you haven’t a copy, write for one at once. 


YOUR TRADE APPRECIATES MILCOR QUALITY 


Milwaukee Corrugating Company 


Milwaukee, Wisconsin 


Kansas City, Mo. La Crosse, Wis. 








Minneapolis, Minn. 
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Can Your Customers Say 
“Gimme the Right Wrench 
Quick”—and Get It? 


If you re handling Snap-ons—absolutely. 
A customer can ask you for a wrench to 
do any one of the thousands of jobs on 
>| standard makes of cars, and get it in 
just the time it takes for you to consult 
our What Car Do You Drive?”’ book, 
select the right combination from the 
handy Snap-on Dealers’ cabinet—or sell 
him a special kit for his car if you can— 
and rip off the right length of wrapping 


Ce, paper. A quick and easy sale, a foun- 

» Snap ON 8 dation for future sales, and a customer- 
booster made. Thousands of dealers 

Snap-on Snap-on tell us the Snap-on Sales Plan has taken 


Socket Wrenches Socket Wrenches 


the grief out of socket wrench retailing. 
Write for it today. 


_. |nnens 


7 Jim MOTOR TOOL SPECIALTY COMPANY 


14 E. Jackson Blvd., Chicago 


Snap-on Wrench Company, Mfrs. 


Milwaukee, Wisconsin 


DISTRIBUTING BRANCHES: 


Chicago, 1919 Michigan Ave. Los Angeles, 1341 S. Hope St. 
Philadelphia, 1511 Fairmont Ave. San Francisco, 280 Goldengate 

Pee — NY Pittsburgh, 7232 Kelly St. Ave. 

as Kansas City, 1933 McGee St. Portland, Ore., 106 13th St. 

\ St. Louis, 2609 Washington Ave. Indianapolis, 631 N. Illinois St. 

Minneapolis, 111 S. Tenth St. Atlanta, 227 Spring St. 
Richmond, 519 W. Broad St. Dallas, 312 S. Ervay St. 
Denver, 1515 Larimer St. Seattle, 910 E. Pike St. 
New York, 1776 Broadway. Detroit, 4849 John R. St. 





nap-on 


INTERCHANGEABLE 


Socket Wrenches 
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SHAPLEIGH HARDWARE CO. 
INTERNATIONAL DISTRIBUTORS 


wise wisttateenee ST. LOUIS, U.S. A. 


oe 


— 
re 


TRADE MARK REGISTERED 
iN THE U.S. PATENT OFFICE 


“DIAMOND EDGE 1S_A QUALITY PLEDGE ™ 


Shapleigh National Series No. 








